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The Motorized 


Farmer 


“He rides when he plants or cultivates” 


Presenting a Tremendous Opportunity to the Hardware 
Dealer in the Small Town—Tips for Getting the Business 
By L. S 


a one-string band. His répertoire consists of 
a rhapsody on the automobile, with an occa- 
sional tremolo on the motor truck. He harps on 
that one little old tune from season to season, grabs 
the accessory nickels that are thrown his way, and 
poses as a bona-fide motor musician. He gazes at 
the stars and expects to find pocketbooks. To him 
the great American farmer is no more or less than 
a Ford chauffeur who is gradually working into 
the Packard class, although he does give him credit 
for possession of a few motor trucks. 
“It’s all wrong, Gaston, it’s all wrong!’”’ We need 
a revised war map for our study of the man who 
feeds this nation and takes on Allies for good 
measure. It is up to us to exchange a bunch of 
moth-eaten ideas for a few simon-pure facts; to 
climb down from our high horse and doff our hats 
to Hoover’s mainstay. We need to weed that flivver 


oz ordinary dealer in motor accessories is like 


5. SOULE 


notion from our business brains while we take a 
brand-new census of motor trucks. Finally we need 
to open our eyes to bigger, better and more fertile 
fields for our motor accessories line. All the spark- 
plugs in the U. S. A. are not shooting sparks for 
pleasure cars and moving vans. In company with 
a big bunch of other so-called automobile acces- 
sories, they are playing an important part in the 
management of the modern farm. 

Fully half of the narrow-visaged city dwellers of 
to-day haven’t the least conception of what a modern 
farm is like. They still imagine that the man 
behind the plow saunters along in a furrow, with 
a death-grip on the old-fashioned handle bars of 
"76. They see him humped over a hand corn 
planter, dropping potatoes into hoe-made ditches, 
or scattering wheat by the arm-strong method. 
They picture him hacking down the corn stocks with 
a corn knife, cutting his oats with a sickle, and 


The threshermen consume vast quantities of motor supplies 
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pounding out his grain with a flail. They give him 
credit for owning a farm wagon and a few raw- 
boned horses, and—well, yes—they do concede him 
a Ford car for his Sunday outings. 

They have the same garbled view of the farmer’s 
good wife, also. She is regarded as a scrawny, 
overworked slave, who cooks for the hired help, 
herds the chickens, makes the butter, helps with the 
milking and turns out the family washing from a 
wooden tub. She is supposed to dress like a frump 
and talk like a mountain corn cracker. The farm 
boys are looked. upon as a gawky, dissatisfied lot, 
whose spare time is spent in singing: 

“T would rather go to jail, with no one 
to go my bail, 

Than spend another day down on the 
farm.” 

The Word “Farmer” No Longer Means “Hay-Seed” 

F you have any of the above moss-covered ideas 

stored in the back of your head, you are harbor- 
ing a wrong type of microbe. Take a few days off 
and visit some of the well-kept modern farms to be 
found in your territory and mine. You will come 
back to your store with a new song and a few extra 
strings for your business fiddle. 

Take it from me, the farmer of to-day is a real 
business man. His farm is a business proposition, 
handled on a business basis. The tools he uses are 
as up to date as the new fixtures in your 1918 sales- 
room. He rides when he plows and cultivates, he 
cuts his wood and his feed by power-driven ma- 
chinery, he sprays his trees with a power sprayer, 
harvests his crops by machine methods and threshes 
his grain without even the terrors of a half day in 
the straw stack. His crop is hauled to market in 
big motor trucks, or in wagons hauled by farm 
tractors, and he takes his daily joy ride with as 
much style and comfort as a traction magnate. 

His good wife reads the latest fashion magazine 
as she superintends her motor-driven cream sepa- 
rator, churn or washing machine. Her home is 
equipped with running water, electric lights, and 
a bath room. She wears fashionable clothes, and 
wears them well, as she spends her weekly fund of 
egg and butter money for the same material com- 
forts your wife enjoys. Her boy gets a high-school 
education, attends a college where he studies im- 
proved farming methods, and comes back to the old 
sod with a prayer of thanks and a body full of 
“rep,” 

Does all this come from the ownership of a few 





“The farm tractor works everywhere, all the time” 
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Fords. Not for a minute. It is reared, however, 
on a motor foundation that has made the American 
farmer the king of his kind. Do you realize what 
this all means to your business? It spells motor- 
accessories profits in a rich but greatly undeveloped 
field—that of the modern, motorized farm. 


The Trail of the Farm Tractor 


OST of us have failed to take into consideration 

the gasoline or kerosene farm tractor as a 
medium for motor-accessories sales. It is only 
one of the big mistakes we have made through un- 
derestimating the farmer. Last spring I attended 
a tractor demonstration in Southern Illinois, and 
for months afterward, I couldn’t even see the farm 
horse. There were dozens of tractor models on 
display, doing everything that old Dobbin ever did, 
and a host of things that he never was able to do. 
Many of them used steam as a motive power, but 
there were plenty of classy-looking models that fed 
on gasoline or kerosene, and they hooked up with 
their steam-fed brothers on terms of equality. It 
looked good merely as a show, and I wondered if 
the farmer was really making use of these motor- 
ized horses in his regular farm work. 

Just as an experiment I visited’ten large farms 
of the better grade in different parts of the big 
Middle Western corn belt. On seven out of the 
ten, I found farm’ tractors in active operation, while 
two of the others were using rented tractors part 
of the year. I saw immense fields plowed with gang 
plows that were pulled by motor-driven tractors; I 
saw tractor-operated corn pickers, harvesting the 
crop in one-tenth of the usual time; I saw a gasoline 
caterpillar tractor operating an ensilage machine, 
cutting the corn stocks into fodder and forcing it 
through steel pipes into the silo; I saw another 
dragging six loaded farm wagons to market; still 
another was running the saw that provided the 
farmer’s winter supply of firewood, and a few days 
later I saw ‘the same tractor threshing out his 
wheat and barley. 

That much I saw for myself, and from the good 
housewives I met I heard other tales of water 
pumped, cream separators and churns operated, and 
washings turned out by the tractor method. 

But to get back to the accessories angle. The 
engines in those gasoline and kerosene tractors are 
almost identical with those used in automobiles and 
trucks. They take the same types of sundries to 
keep them in active service. In fact, they use prac- 
tically the same essentials as the pleasure car, with 
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“Motor, motor, my kingdom 





the exception of tires, windshields and a few simi- 
lar devices. I even noticed a horn on one tractor 
used for hauling purposes. 


The Motor Driven Seeder and Cultivator 


ERHAPS you don’t know that the gasoline and 

kerosene motor is gradually pushing the faithful 
horse from the domain of seeding and cultivating. 
There are farms to-day where the corn is placed 
in the ground by a motor-driven planter, that does 
away with the old back-breaking method or the use 
of the farm horse. The farmer no longer uses his 
voice to yell: “Whoa!” “Giddap!” “Back up!’” 
or to cuss the awkward animal who refuses 
to follow the line. He sits comfortably on 
his motor planter, has an unobstructed view 
of his field, steers it easily and accurately, 
and regulates the dropping of the seed to a 
nicety. He turns quickly and evenly at the 





: for the stationary engine on the farm 


for a motor” says the modern farmer 





end of each double row, and he doesn’t have to 
get up an hour earlier in the morning to feed his 
motive power. Also his expense stops when he 
quits work. 

Likewise, when the corn reaches the cultivating 
stage, he doesn’t have to keep his boy home from 
school to ride the horse, while he trudges down the 
dusty rows. Again he rides, with a clear view of 
his crop, and there is no obstinate brute to walk 
on the young corn or browse off the tender shoots. 
He does more work, does it more easily than ever 
before, and the expense is less. The next two years 
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will see hundreds of these machines in the big corn 
belts, and if the hardware dealer is awake to his 
opportunity, he can sell thousands of dollars’ worth 
of motor accessories to motor-implement owners. 


The Farm Motor Truck Is a Veritable Gold Mine of 
Accessory Sales 

WILL not say much regarding the pleasure auto- 

mobile in this article because the hardware 
dealers generally concede its possibilities from an 
accessories standpoint. However, it may be news 
to you that 40 per cent of the cars sold in 1917 
went to the farming trade. The proportion of motor 
trucks may not run so heavy, but the farmer re- 
ceived his share of the output and will buy many 
more in the days to come. 

The farmer truck owner can haul many times 
his former load of farm products, and can do it in 
a much shorter time. He can also utilize it to haul 
fertilizer-and move supplies to the different fields. 
If he runs a truck garden, his use for it is still 
greater, and during the summer months, the roads 
leading to our larger cities are thronged with prod- 
uce-laden trucks. 

Here is a motor-vehicle field that is rich in acces- 
sory needs. The truck uses practically every ac- 
cessory that goes to the automobile, even to tires 
and chains and many other items that have no place 
on the tractor. Every day it is crowding the horse 
off the larger farm and saving time, expense and 
labor for the farmer. If you have been neglecting 
the accessory side of the farm motor truck, you have 
been passing up a veritable gold mine. Think it 
over, and list the farm motor truck with your best 
accessories prospects. 


Facts About the Portable Gas Engine on the Farm 


NOTHER very profitable field for the sale of 
motor sundries, and one that has to a great 
extent been overlooked by the hardware trade, is 
the small portable gas engine used on so many farms 
to-day. Sometimes these engines are mounted on 
improvised trucks, and move about under their own 
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power. One that I have seen is used to carry slop 
to the farmer’s hogs and to carry milk from the 
barn to the milk house. At the same time it js 
instantly available for pumping water, running en- 
silage cutters, separators, fanning mills, churns and 
washing machines, or for furnishing power to 
operate the dynamo that gives the farmer his light. 
It is inexpensive, as compared to the truck or trac- 
tor, but it gives the small farmer ample power for 
light work. 

In this same class is the power-spraying machine, 
now used so extensively in the well-kept orchards 
of the Western fruit belts. There spraying is com- 
pulsory and neglect is punishable by law. The power 
sprayer consumes large’ quantities of motor sun- 
dries, as well as dozens of other items carried in 
the hardware stock. Don’t forget the portable gas 
engine when planning your accessories campaign 
for the coming year. You can make it a profitable 
outlet for many sales that will build up volume and 
increase net profit. 

The Stationary Gasoline Engine Is a Steady Motor 
Accessories Customer 

S the portable gas engine is a user of motor 

sundries, so is the stationary type, only to a 
much larger extent. Almost every farm in some 
sections of the country has a stationary gas engine 
among its regularly used implements. In the irri- 
gated districts it is almost a necessity and has re- 
placed the picturesque water wheel of former days. 
Not only is it used by the irrigation companies, but 
the individual farmer makes use of it to handle his 
own water supply. It is also to be found in the 
basements of hundreds of modern farm _ houses, 
where it is used primarily for pumping water and 
performing other household duties, while at the 
same time it stores up power for the home-lighting 
system. 

There are also many up-to-date farms on which 
are to be found well-equipped machine shops for 
the handling of farm repairs. The machinery of 
these shops is almost invariably operated by either 


The farm motor does all manner of work 
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a portable or stationary gasoline engine, which is 
used to turn the grinders, and run the various saws, 
drills, ete. A forge completes the equipment and 
fits the farmer to do all ordinary repair work. 
These shops require many of the tools carried in 
the hardware stock, while the engine is just an- 
other customer for motor sundries and repairs. 
Can you afford to pass up this avenue of accessories 
profits? 


The Motor in the Cotton Fields of the South 


w= the price of cotton soaring as it is at the 
present time, it is well for the Southern mer- 
chant to take into consideration the time when the 
motor will become a bigger feature in the handling 
of the cotton crop. 

Already the tractor and the truck have come into 
use on many plantations of the South, and now the 
dusky cotton picker of Civil War days bids fair to 
be supplanted by a motor-driven rival. We illus- 
trate one model of a mechanical cotton picker, of 
the tractor type, which has been tried out with some 
measure of success. 

These machines may not as yet have achieved 
perfection, but sooner or later American ingenuity 
will make them practical as well as economical. This 
is merely suggested to show the various farm fields 


The farmer’s motor truck requires spark plugs and tires 








into which the gasoline motor has entered, each of 
which offers an opportunity for accessories sales. 
Each year these fields grow larger, the demands 
heavier, and with the labor shortages caused by the 
war, they are bound to become more and more a 
factor in hardware sales. 

Just now the merchant’s greatest rival, the mail- 
order house, is handicapped in making shipments to 
the wealthy, and somewhat impatient buyer, known 
as the farmer. As a result, the man behind the 
plow is turning more and more to the retail dealer 
for his farm supplies. Community development is 
healing old breaches, and cementing new friendships 
that will work for a closer understanding between 
the merchant and his farmer customer. What a 
business in motor sundries this new order of things 
will create! 

We are all agreed that the motor accessory is a 
profitable line if a reasonable turn-over can be 
secured, but we haven’t figured on anything but the 
Flivver to speed up that turn-over. Forget the auto- 
mobile for a few minutes and consider the lines I 
have mentioned. Clean the road dust out of your 
eyes, and take a square look at the man who can 
help you double your accessory business. Gentle- 
men—let me introduce you to your best motor-ac- 
cessories prospect—THE MOTORIZED FARMER 


A motor-driven cotton picker for the Southland 
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The Stove Man and three of the queens that keep him working overtime 


By H. D. STERLING, 


Long known to HARDWARE AGE readers as 
“The Stove Man” 


Brief Sketch of the Stove Man 
By HIMSELF 


HEN a fellow is asked to write his 

biography he usually starts out by 
saying that he was born of poor but re- 
spected parents and winds up by pro- 
claiming that he is a self-made man. He 
always devotes some space narrating some 
of his sparring matches with OLD MAN 
EXPERIENCE. I am going to cut out all 
this stuff. But I will say, in justice to the 
reader, that I was born in Missouri. I 
raised such a protest that my parents almost 
immediately hustled me over the line into 
Illinois. 

In the course of the last twenty years I 
have followed about every profession known 
to science. For the last few years, having 
artistic ability, I have held the position of 
Stove Man, using my mechanical knowledge 
in the repairing of junk stoves and cleaning 
flues, with an occasional chance to develop 
my artistic talent in the decorating of some 
hundreds of stoves each year with stove 
blacking. As a pastime, and in order to 
combat the high cost of living high and 
provide warmth and sustenance for the 


HERE is good money in TOOTS—no matter 

i where the TOOT originates, whether it be 
one of those deep “Step Lively” TOOTS from 

the interior of a Sparton motor horn or the dying 
appeal that squawks forth with the pressure of a 
rubber bulb, one of the old-style kind that cost about 


four Queens in My Household, I have most 
of the time worked three shifts: daytime, 
noon hour and nighttime. 

I have achieved some notoriety as a win- 
dow display man, doing the decorating for 
several stores in varied lines. These in- 
clude hardware, auto accessory and electri- 
cal stores. : 

As an excuse for my HARDWARE AGE edi- 
torial effusions, outside of the mere fact 
that shoes have doubled in price since last 
year, I want to say that I have watched a 
number of stores die natural deaths, just 
simply fade away. I have watched others 
seemingly on the downward path suddenly 
spring to life and become successful. 

Early in life I learned that where there 
is an effect there is a cause. I have diag- 
nosed cases like this, and through observa- 
tion and practical experience from the very 
rear end of business I have been able to 
gain a lot of ideas that sometimes escape 
the observation of the men up front. 

These ideas are what I am disseminating 
among the readers of HARDWARE AGE under 
the heading of GETTING YOUR SHARE. 

Gentlemen, I thank you for your kind 
attention. 


four hundred smacks and came with a well-known 
motor car attached. 

The main thought is this: When a motorist toots 
his horn in front of your store how does it sound? 
Does it sound like a two-bit toot or like the jingle 
of ready cash? Does it resemble a toot for a small 
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piece of poultry netting or a toot that portends 
the purchase of MOTOR HARDWARE? In a way 
does it not depend on your conception of what con- 
stitutes HARDWARE? You stock hardware for 
practically every need. You can shut your eyes and 
by concentrating your thoughts you see a storefull 
of all-purpose hardware—tools that range from 
those in use by the amateur mechanic up to articles 
used in the construction of great buildings. Your 
stock is up-to-date and about the only sales some 
of you lose are those calling for AUTO AC- 
CESSORIES. Now auto accessories are just an- 
other kind of hardware—MOTOR HARDWARE. 
In motor hardware we have a line that is clean, 
attractive, very much in demand and one that sells 
at a dandy profit. 

Now think it over. Take your own delivery sys- 
tem, for instance. How many requisitions have you 
signed the past year, including tires, lubricating 
oils, fan belts, grease cups, spot light, bumpers, skid 
chains speedometer, spark plugs, batteries, tungsten 
lamps, brake lining, air pump, grease, grease gun, 
air gage, reliners, vulcanizers, tire patches, inner 
tubes, tire powder, jacks, radiator cement, metal 
polish, body polish, etc. 

You will find some in the list that you have had 
occasion to buy the past year. All are MOTOR 
HARDWARE. Now if you are in the hardware 
game and have been content to drift along, answer- 
ing only the two-bit toots at your door, why not 
emerge from your shell, put in a line of MOTOR 


Motor hardware for the garage 
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HARDWARE and become a real live hardware man 
in a live-wire town. 
Some More Toots 

O far we have mentioned’ but one kind of toot, 

the toot emanating from the automobile horn, 
but we still have several lesser toots that demand 
their share of attention. The police force will take 
care of some of them, and with our stock of lubri- 
cating oil we will take care of the motorcycle and 
the farm tractor. And if we are located near a 
body of water we should be able to get some of the 
motor boat business. 

When you hook up with a good quality line of 
motor oils you are side-kicking with a line that is 
a business builder, a line that will not only bring 
repeat orders, but will bring to your store motorists 
and others who will purchase general hardware and 
motor hardware. When starting your motor hard- 
ware department it is a mighty good idea to make 
a thorough study of the map before starting on 
your trip. You will be less likely to load up with 
some freak accessories that may prove stickers. 

To start with, tires bat the biggest average in 
your motor hardware department. In connection 
with tires, it is queer but some hardware men seem 
to shy at the idea of handling them. If properly 
handled tires do not deteriorate in value any faster 
than garden hose. The average merchant will load 
up with a few thousand feet of garden hose and he 
will reap a profit on every foot. The same profit 
is in the tires, and they will milk just about as 


man as well as car owners 
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freely as garden hose. Inner tubes and patches 
along with shoes and inner liners find a ready sale. 

Spark plugs are about as staple as nails. There 
is a constant demand for horns, tire pumps, goggles, 
jacks, vulcanizers, batteries, canteens, water bags, 
flash lights, fire extinguishers, coveralls, sponges, 
chamois, auto polish and cleansers, along with all 
kinds of tools for use in the garage or home repair 
shop. Special attention should be given to tools 
needed by the motorist and repair men. Tool kits 
and socket wrench sets along with special tools for 
engine repair work find a ready sale. In rainy 
or winter weather there is a big demand for chains 
and such articles as fiber mats for the running-board 
and small digging-out shovels. When the weather 
begins to get crimpy auto robes, anti-freezing com- 
pound, electric foot warmers and vacuum bottles are 
in order. If you handle sporting goods along with 
your regular hardware stock you will find that the 
addition of- a motor hardware department will 
greatly increase your sporting goods sales. 

Parts of the above list form a basic foundation 
on which to build a profitable motor hardware busi- 
ness. Unless you have ample capital it is better to 
start in a small way and gradually let the depart- 
ment expand itself. 

We have been paddling around in a shallow part 
of the pool. Pretty soon we are going to dive in, 
but before we go into deep water the main idea 
is this—there is no such thing as auto accessories. 
What we sometimes call auto accessories are really 
MOTOR HARDWARE, and MOTOR HARDWARE 
is a brother to BUILDERS’ HARDWARE and 
HOUSE FURNISHING HARDWARE. They all 
run neck and neck in the race to put big, hard, round 
iron men in your cash drawer. 


A Display Stand Suggestion 


A® a display stand suggestion here is an idea that 

may be worth considering. Among the auto- 
mobile distributors in your town there is no doubt 
one that would be glad to give you the use of a car 


for display purposes in your store. A neat base 
could be made to boost the car up a few inches from 
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the floor. Then the wheels could be jacked up so 
as to take the weight from the tires. This car is 
the display stand. You could attach such articles 
as auto horn and bumpers (front and rear), shock 
absorbers, tail light, special lenses in front lights, 
spot light, cushion pedal pads, fiber mats, auto 
robes, auto robe locks, auto clock, luggage carrier, 
fire extinguisher, electric trouble lamp, electric 
cigar lighter, windshield cleaner, etc. 

At one side on the base could be displayed tire 
pumps, jacks, pull-u-outs, etc. Here’s the idea— 
Supposing a customer comes in and wishes to buy 
a tire pump. You have them at different prices. 
It is quite natural that you would wish to sell a 
good one. Perhaps you have one of the kind where 
you can unscrew a spark plug and convert a cylinder 
into a compressor—if so you can let the air out of 
a tire while you are explaining the features of the 
pump in question. Then start your motor and in 
a moment the tire is inflated. Does it help out the 
sale? 

If the price is prohibitive you can show what a 
certain hand-pump is capable of doing with small 
exertion. Does it help the sale? 

You can show the windshield cleaner. Show how 
it operates and the method of attachment to the 
car. You can show the use of any jack at a moment’s 
notice. Show how to attach and operate a pull-u- 
out. Show the convenience of the electric trouble 
lamp—how shock absorbers or snubbers are at- 
tached. You can throw your engine over, turn on 
the lights and show what a certain headlight lens 
will do. 

There are dozens of articles in motor hardware 
that you can attach to the car, and by a practical 
demonstration give a hundred per cent better selling 
talk. 

This make of car gets a lot of free publicity. You 
are pleased to answer any questions regarding it 
and any prospective customers are turned over to 
the house lending you the car. On display stands 
near the car you can show small articles in motor 
hardware such as special wrench sets, articles that 
will create sales through suggestion. 


Window display—Automobile polish 
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Removable 


Starting the Spring Campaign 
T HIS article wouldn’t be Stove Man stuff if 

we didn’t throw in a window or two for good 
measure, but before we get to that point let’s get 


together and outline our campaign for our spring . 


drive on motor hardare. To start with, of course, 
we will play our windows up strong, but at the 
same time we are going to do a lot of personal 
letter stuff. 

We have a list of our regular customers and then 
we are forming a list embracing the owners of all 
new cars purchased in the local district. We can 
compile this list very easily and keep it up to date 
if we live in the average town, but if we are in a 
fair-sized city we can make arrangements with a 
clerk in the Secretary of State’s office for a list of 
all the new licenses in the city with the names and 
addresses of the owners. The new owner is more 
approachable as a customer than an old one, for 
from you he is about to receive his first invitation 
to visit your store and become acquainted. 

When you have a large mailing list you have a 
certain source of profit, but in order to extract that 
profit you must work the list. You must revise it 
and keep it up to date and you must be able to cul 
the dead ones from the live ones. 


Some Sales Letters 
As a parting shot at a dead one here is a letter 
that should get a riser: 
Dear Sir: 

In looking over our records we find that for 
some months we have not had the pleasure of 
serving you. 

We note that the last article you purchased 
WOE 3 oe auto tire. 


window 











beése—Tires featured 


We would like to know if this tire has given 
you the service expected in a high grade tire. 
We like compliments but we would much 
rather hear the complaints because the adjust- 
ment of complaints are what constitute our 
solid foundation upon which we have built our 
business record of service and square dealing. 

Yours very truly. 

Here is good bait to use on the hook when angling 
for the motor hardware business of the purchaser 
of a new car: 

Dear Sir: 

We have just learned that you recently.pur 
chased a new ...... motor car. We wish to 
compliment you on your choice of car and at 
the same time offer the suggestion that when 
in need of any article in the line of motor hard- 
ware—that you give us a trial. 

We consider ourselves as headquarters for 
the motorist. Wecarry...... lubricating oils 
and greases and have a free air service station. 
We are proud of our service and we believe 
that if you will but give us the opportunity 
to serve you—that you will find us alert and 
up to the minute in merchandising motor 
hardware. 





Yours very truly. 
Here is a seasonal appeal that frequently leads 
to sales in other lines besides those articles enum- 
erated: 


Dear Sir: 

The time is approaching when motoring 
gives to the motorist the greatest joy from the 
investment—the fall of the year—when the 
leaves are turning golden and the crisp air 
gives you that million dollar feeling. 

The main thought at this season is comfort. 
For your comfort while motoring we suggest 
that you call and inspect our line of auto 
robes. 










































We alsu stock a nice line of such seasonal 
articles as foot warmers, camp kits, vacuum 
bottles in cases, auto chairs, etc. 

We have a new local road map showing the 
back country. We will gladly give you one of 
these maps any time you call. 

Yours very truly. 
With the first signs of a rainy spell it is well to 
get action on wet-weather specialties. A letter like 
this starts a thought growing. 


Dear Sir: 

The rainy season is here and as you nro 
doubt know from experience—mud and wet 
pavement will decrease your tire mileage. 

As TIRE DOCTORS for the motorist we 
stock a very complete line of shoes, reliners, 
patches, repair gum and vulcanizers. 

A small stone bruise to-day under the action 
of mud and wet streets may distintegrate the 
outer casing—making a big repair job neces- 
sary. One of our vulcanizers will seal the cut 
or bruise in a very few minutes. 

This store is a store of SERVICE. The 
quality of our products is well known—the 
quality of our SERVICE we will be glad to 
prove to you at any time. 

Yours very truly. 

This letter calls attention to the arrival of new 
stock. It calls attention in an original way that 
will very likely be remembered. The mission of a 
personal letter, like the mission of a window display, 
is to implant a buying thought: 





Dear Sir: 

Do we TIRE you? 

That’s our business. 

If we TIRE you now—we will RETIRE you 
later. 

We have just received a new stock embrac- 
ing the following well known brands: 

United States, Fisk, Mohawk and Firestone. 

If you wish us to TIRE you—please motor 
over so that together we may select the right 
tire for your needs. 

Yours very truly. 

Now here is a letter that is more or less of a freak, 
but at the same time the recipient will likely remem- 
ber the contents: 

Dear Sir: 

A number of motorists have recently been 
fined because their rear lights failed to work 
properly. 

We find that we are overstocked on Never- 
outs—the Neverout is a rear end light that is 
true to its name. 

Now here is a word of caution: If ever out 
at night—you’ll need a Neverout. If neverout 
—you’ll never need a Neverout, but if ever out 
without a Neverout—a motorcycle cop will 
FIND YOU OUT. 

Come in and see the Neverout—they are a 
bang up tail light at a reasonable price and 
they are just what the name implies. 

Yours very truly. 

This series of letters suggests other letters on 
other subjects. Quite frequently a party enters 
and requests a certain article, and while doing the 
buying remarks that Mr. Blank suggested your 
store. This is very likely to go over our heads, but 
if we are live wires we will make a note of the occur- 
rence and we will frame up a letter about like this: 


Dear Mr. Blank: 

Mr. Ward purchased a spotlight at our store 
to-day. He informed us that you advised that 
he make the purchase at our store. 

This is mighty nice of you. 

We appreciate things like that and this let- 
ter is simply an acknowledgment of our ap- 
preciation. 

We thank you and at any time we may be of 
service to you—we are yours to command. 

Yours very truly. 

A letter like this will be remembered by Mr. Blank 
and you can count him in as a solid customer, and 
after all solid customers are what build up a busi- 
ness. 





Mardware Age 


Some Accessory Window Displays 
i placing motor hardware before the public your 
windows must be worked overtime. The dis- 
play shown feaures mechanics’ and automobile re- 
pair tools, along with a few shop supplies. A display 
like this is interesting not only to the mechanic, 
but to the amateur who is constantly buying tools 
for special needs in the overhauling of his car. 

Taking into consideration the three factors of 
modern selling, advertising, display of goods and 
personal salesmanship, we find that the display end 
of the game is a factor where the cost is very little. 
It is a factor that is productive of big results and 
needs the attention of some one man who has a clear 
realization of the value of good displays. 

This man should also have charge of the show 
and wall cases and should at all times keep them in 
apple pie order. 

In the display of auto polish the background, 
display stands and base are blue with yellow trim- 
mings, the colors that adorn the cans. For traffic 
stoppers the little garage, the flivver and Mutt and 
Jeff were harnessed up to stop the public. Jeff is 
equipped with a can of paint and a brush and seems 
possessed with an insane desire to rehash the fliv- 
ver’s outward appearance. Mutt expostulates, and 
hands out the line of talk featured on the upper 
center show card: 

“Say Jeff! 

THIS .s52 socs ovee 18°98 Foal ate polish: 
Why, Jeff, it makes this old tub look like a 
million dollars. No use to paint it another 
color—apply .... .. . and bring out the 
color already there.” 

The other two cards bring out additional fea- 
tures regarding the worth of the polish. This style 
of display can be used to show the merits of any 
auto polish. Half of the flivver hood shows the 
effect of Mutt’s energy with the polish, and his argu- 
ment is convincing to not only Jeff but the general 
public, as is attested by the fact that many of the 
cans were sold from the window display before the 
picture could be taken. 

The third window display picture features tires. 
It is a picture taken inside of the store. The pic- 
ture was taken to feature a dandy scheme in the 
way of a portable show window. This store has 
four large windows and a special base is built for 
each window. They are built the right height so 
that the bottom is flush with the bottom of the 
glass. They are mounted on castors and when the 
display needs changing or the window needs wash- 
ing they are pulled back away from the window. 
This gives the display man a chance to arrange his 
draperies, stands, etc., and to place his goods with- 
out leaving any unsightly footprints on the drapery 
cloth. 

If a window display of exceptional merit has been 
on display for a week it is pulled out and wheeled 
over to the other side of the store fronting on a 
different street and the one over there takes its 
place. This window base is like a California bunga- 
low. It has some built-in features. Doors are ar- 
ranged in front and when open they show a roomy 
interior where display cloths, show cards, stands, 
etc., are stored. The sides and back of each display 
base is paneled to a height of about eighteen inches. 
The finished fixture is painted gloss white. Gray 
material is used on the floor to display the mer- 
chandise on. 








This motor hardware department by the Stove 
Man will be continued in next week’s issue 
when Mr. Sterling will discuss accessory de- 
partment arrangement (illustrated). 






























Here's Expert Advice on What to Buy 
for Your Motor Accessory Department 
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By JOHN KNOX 
Salesman, Pruden Hardware Co., New York City 


EDITOR’S NOTE:—HARDWARE AGE is fortunate in having obtained from Mr. Knox these four 
suggested “initial stock orders” for a hardware man’s motor accessory department. The com- 
piler is one of the star accessory salesmen of the country. He has prepared these lists out of his 
long experience among retailers of accessories. Check wp YOUR accessory stock by these lists. 

The prices shown in the Accessory Assortments cover, in most cases, the current cost of 
articles of standard advertised brands, which, in every instance, prove to be the most ready sell- 
ers. In some few cases it will be noticed the prices shown are particularly low. This is only 
on articles where there is a demand for that class of merchandise. The writer has endeavored 
in each assortment to include only articles that have proved to be the best sellers, and has sug- 
gested quantities which would be sufficient for a representative stock. The cash discount on 
accessories is usually 2 per cent—10th prox. 

The prices shown in the Tire Assortments are based on current prices in effect, covering 
any one of three or four popular advertised brands of tires, which carry with them the usual 
guaranty of 3500 miles. Cash discount on tires is always 5 per cent—10th prox. 


Initial Stocks Costing $100, $250, $500 and $1000, with Corresponding Tire Stocks 
Accessory Assortment No. 1, Net Cost $100.00 





Cost Total Cost Total 
Price Cost Retail Total Price Cost Retail Total 
6 }” Reg Spark Pl ugs @$0.45 e “a $2.70 @30.75 ea $4.50 lpr 34x4 Anti-Skid Chains. , @$5.25 pr $5.25 @ 7.00ea $7.00 
@ 35 2.10 @ 60 * 3.60 12 34” Cross C hains @ 06 ea 72 @ Os “ 96 
° is @ 35 “ 2.10 @ 60 * 3. 60 12 4” Ga 067° 80 @ 09 “ 1.08 
,a6 « @ .60 2.40 @ 1.00 * +.00 12 y" . . @ 07}* 90 @ 10 “ 1.20 
1 Cyl. Tire Pump, Single bbl.. @ 1.00 * 1.00 @ 1.50 “ 1.50 2 pr. Chain Repair Pliers @ 38 * 76 @ 50 “ 1.00 
ie “ .@ 2.40 2.40 @ 3.50 * 3.50 1 set (3) Carbon Scrapers a 10 set 10 @ 1.00 set 1.00 
1 * “ Double * .@ 1.40 * 1.40 @ 2.50 “ 2.50 l (3) Bearing > @ 1.35 * 1.35 @ 2.00 “ 2.00 
1} Ton desk @ 1.00 1.00 @ 1.50 * 1.50 6 Boxes Assorted Cotter Pins. @ O8 box "48 @ 15 box 90 
s.* “ | with Aux. ste 6 Lock Wash- 
hd “2 2.50 2.50 @ 3.50 * 3.50 @ Os “ is @ 16 “ 90 
2 Comb. Oil & Grease Guns. .@ 1.20 * 2.40 @ 2.00 * +.00 63 0-1 Plain Grease Cc ups @ 10 ea 60 @ 15 ea 90 
2 Tire Pressure Gages . @ 874° 1.75 @ 1.25 * 2.50 6 2/0-} @ 12 * 72 @ i 4 1.08 
25 Valve Plungers @ 04 * 1.00 @ 06 * 1.50 4 Steel Tire Irons @ 30 1.20 @ 50 “ 2.00 
12 Valve Caps @ 034° 12 @ 05 * 60 3 Battery Hydrometers. a 60 * 1.80 @ 1.00 “ 3.00 
6 Valve Repair Tools @ i ° 90 @ . 1.50 10 3-4V., 2C.P., oy - Bulbs @ 14 ‘ 1.40 @ 23 “ 2.30 
6 Tire Pump Connections @ 15 * 90 @ 25 ‘ 1.50 10 3-4V., 2C.P., D. “ @ 14 1.40 @ : 2.30 
: 3)” Dbl. Wing B. | 0. Patchés @ 26 “ 1.04 @ 50 2.00 dea 4 AY 2C -P., 8.C oe 14 “ 1.40 @ 23 * 2.30 
44” @ 2g « 1.16 @ 5 3.00 10 6-8 2 AE P., D.C * “¢@ 14 ‘ 1.40 @ 23 2.30 
24)” * : : “ @ 3¢ 68 @ 1.00” 2.00 56-8V.,21C.P.,8 “ @ 21 “ 105 @ 135° 1.75 
61 1b. Cans Tire Talk a 16 * 60 @ 7 * 1.20 5 6-8 V. a ic P., BS * ¢ ay * 1.05 @ 35 1.75 
6 “ Cementless 109 V., 18 c i @ me. ~ 2 18 1.80 @ 30 3.00 
Patches @ 25° 1.50 @ 50 * 3.00 5 12-16 \ 2C P., ~~ = 17 85 @ 27 1.35 
6 Tubes Patching Cement, 5 12-16 v., 15C BP. ae 20 1.00 @ 33 1.65 
"x4" (a 13 * 72 @ 20 ¢ 1.20 6 }pt.c ans C arbon —— 43 2.58 @ 65 3.90 
1 lb. 1 oz. rolls Tire Tape, 16 63 oz. Swab btls. Orange 
to lb @ 34 Ib 44 @ 05 * 80 Shellac @ 12 72 @ 25 1.50 
1 lb. } lb. rolls Tire Tape, 4 to 6 3 oz. btls. 3-in-1 Oil @ 25 1.50 @ 35 2.10 
) (a 32 * 32 @ 16 * 60 3 Cans Radiator Cement @ 15 1.35 @ 75 2.25 
1 lb. 4 lb. rolls Tire Tape, 2 to 6 4 oz. Cans Grinding Compd. @ 30 “ 1.80 @ 40) “ 2.40 
Ib @ iw 32 @ 25 * a0 3 1 pt. Cans Body Polish (@ 10 * 1.20 @ 60 1.80 
10’ rex! Red Rubber Tubing. @ O7 ft 70 @ 15 ft 1.50 . 
10’ }”C. L. Pump Tubing @ 06” 60 @ 15 ¢ 1.50 Total Cost $100.00 Total $158.63 
1 Gass Comb. Vule anize r @ 2.28 ea. 2.28 @ 3.50 ea 4.50 Profit 58 6-10. 
3 Heat Unit @ 1.00 * 3.00 @ 1.50 * 4.50 
6 1-lb. Bags Cotton Waste. @ 20 * 1.20 @ 30 1.80 Tire Assortment No. 1, Approxcimate Cost 3100.00 
| i ee : @ 18 lb. 90 @ 1.25 “ 1.25 Cost Retail 
6 Magneto Files @ 12 ea. 72 G 20 “ 1.20 Price Price 
12 Dry Cells -— <a 3.60 @ +0 = +. 80 1 30x3 Clincher Plain Casing @ $11.50¢a. $13.80 
30 Battery Connections @ .03* 909 @ .05 * 1.90 1 30x34 “ Non-Skid @ 17.75 “ 21.35 
3 Dry C ell Ammeters @ Gy * 2.01 @ 1.00 * ; 00 1 32x34 Straight Side Non- “Skid C asing @ 20.45 “ 2455 
2 te Cli ip Terminals @ 02 “ 24 @ 04 “ 45 1 34x4 @ 30.60 3. 65 
2 . @ .02 * 44 @ .O4 48-1 30x3 ~Red Tube @ 2.90“ 3.75 
1 Hood Horn @ 2.67 * 2.67 @ 3.50 “* 3.50 1 30x34 - a 3.20 “ 4.65 
1Cowl Dash 8-Day Clock == ns 132x3} * « @ 4.05 “ +.90 
, Key @ 3.65 * 3.65 @ 6.00 * 6.00 13424 <¢ « @ 5.10“ 6.25 
1 4” Round Dim. Mirror @ 75 * 75 @ 1.25 * 1.25 1 31x4 - - fa 4.75 “ 6.00 
10’ Duplex Cotton Lamp i : 
Cord @ .034 ft 35 @ .05 ft. 50 Total. $100.90 $121.90 
10’ Primary Ignition C ab le @ 03 “ .30 @ 06 “ 60 Te 5%. 10th P 
10’ Magneto @ .04 * 40 @ .10 “ 1.00 P, —_ a Se th Prox. os 
1 pr. 30x34 Anti-Skid C hain. @ 3.75 pr. 3.75 @ 5.00 pr 5.00 rofit 2 -10% not including Cash Discount 
1 pr. 32x34 @ 4.13 * 4.13 @ 5.50 * 5.50 (Continued on next page) 
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Accessory Assortment No. 2, Net Cost $250.00 


Cost Total Cost Total 

































































Price Cost Retail Total Price Cost Retail Total 
12 4” reg. Spark Plugs... . @$0.45 ea. $5.40 $0.75 e “a $9.00 § 12- 16 V., 15 C P., OC. neue” 
i293” * x Ses . @_ «35 4.20 60 7.20 “B” Bulbs @$.20 ea. $1.00 $.33 ea. $1.65 
ae 6 * . 6: : G@ 35 4.20 60 * 7.20 6 }-pt. Cans Carbon Remover. $ — 2.58 .65 3.90 
TE g - . G 60 7.90 1.00 ° 12.00 6302. Swab Btls. Orange Shellac e a * 1: a. ee 1.50 
67” Long “ «(Buick 6 3 oz. Btls. 3-in-1 Oil. .@ 95 * 1.50 35 “ > 10 
Special) @ 60 “ 3.60 1.00 * 6.00 6 Cans Radiator Cement -@ .45 * 2.70 75 +. 50 
2 Single Bbl. Tire Pumps @ 1.00 2.00 1.50.° 3.00 64 oz. Cans Grinding Com- 
5S = aa x ™ @ 2.40 4.80 3.50 * 7.00 pound R @ —_— 1.80 40 “* 2.40 
2 Double “ * . : @ 1.40 2.80 2.30 * 5.00 6 1 pt. Cans Body Polish @ .40 * 2.40 .60 * 3.60 
2 4 Ton Jack @ 1.00 * 2:00 1.50 “ 3.00 10 ft. « Sell No Wire eye” 
-Ton ae with Aux. Step Linir me ht. 1.40 25 ft. 2.50 
Hea @ 2.50 “* 5.00 3.50 7.00 10 ft. 1}” ak reg. Brake Li ining. « . Bs 4.20 —* 5.80 
3 Pa «oat Oil & Grease 10 ft. 1 x7” _ 5.10 .68 6.80 
Guns 6.1.20 °* 3.60 2.00 “ 6.00 10 ft. "x _ . 5 @ _ * 5.70 —* 7.60 
4 Tire Pressure Gages.. @ 87} 3.50 1.25 “ 5.00 1 Ib. “y Countersunk Copper 
50 Valve Plungers. . @ 04 2.00 06 * 3.00 Rivets. . .-@_ .65 Ib. .65 1.00 lb. 1.00 
12 Valve Cans @ 033 * 42 05 60 1 Ib. as "x}" = ountersunk Cop- 
6 Valve Repair Tools ; @ ~~ 90 25 1.50 per Riv @ .65 * .65 1.00 * 1.00 
6 Tire Pump Connections @ io * 90 25 “ 1.50 1 Ib. x} " p EE Cop- 
6 7 Double Wing B. O. Patches @ _. * 1.56 50 “ 3.00 per Riv ets @ .65 * .65 1.00 “* 1.00 
64 “ « « - @ 29 1.74 75 * 4.50 1 Box Assd. 3 ply Rac meg: Hose 
2 4} 4” * . ¥: “ @ 34 =“ 68 1.00 * 2.00 containing, . ft. a“. 2", oe 
25 “ @ (38 « 76 1.00 “ 2.00 Te Ci ae @ 3.51 box 3.51 10.00 box 10.00 
3 sir" Outside B. Oo. ‘s @ 65 1.95 1.00 “ 3.00 6 2" 5 Cc lamps .eeeee@ .40 doz. .20 .10 ea. 60 
: : - @ 78 1.56 1.25 “* 2.50 6 1}” re : @ 42 * 21 —_— 60 
1 lb. ‘Cans Tire Talc. ; @ 10“ 60 .20 * 1.20 6 14” vd 3A : @ .45 * .23 —_—* 60 
5 Cans Cementless Patches @ .25 * 1.50 0 “ 3.00 613” * ys ws @ .48 * 24 Re 60 
6 Tubes Patching Cement 1”x4”.@__.12 72 20 * 1.20 6 2” ” - e* wie we * 25 .10 * 60 
1 Ib. 1 - Rolls ‘Tire Tape (16 to 62)” « “ : 
Ib @ 34° Ib. 34 05 * 80 6 5 lb. Cans Cup Grease... @ .75 can 4.50 1.50 * 9.00 
i lb. } Wb. Rolls Tire Tape (4 to 65lb. “ Transmission 
».) @ 32 * 32 15 ° 60 Grease : @  * 4.50 1.50 * 9.00 
L Ib. : Ib. Rolls Tire Tape (2 to 6 1 gal. Cans L ight Oil er aa 4.80 1.25 “ 7.50 
) @ ‘ .32 ie 50 61gal. “ Medium Oil.....@ .80 * 4.80 1.25 “ 7.50 
LO ft. e "xh" Red Rub ber Tubing @ 07 ft. 70 15 * 1.50 1 Little Roadster Tool Kit. @ 
10 ft. BC. *. Pump Tubing.....@ 06 .60 15 * 1.50 rae ..-@ 2.00 set 2.00 3.00 set 3.00 
{ Gasoline Combination Vulcan- 1 Tourist Tool Kit (20 Tools)... @ 4.40 4.40 6.50 “ 6.50 
izer.. ...@ 2.28 ea. 2.28 3.50 “ 3.50 1 Set (5) A.L.A.M. Fin. Open 
6 Heat Unit Tube Vulcanizer...@ 1.00 “ 6.00 1.50 “ 9.00 End Wrenches. . @ 2.40 * 2.40 3.20 * 3.20 
6 1-lb. Bags Cotton Waste.....@ .20 “ 1.20 .30 * 1.80 1 Set (6) U. S. Std. Fin. Open 
25-lb. “ “ eer a ae. 1.86 1.25 * 2.50 End Wrenches. . os: * $.73 3.40 * 3.62 
6 Magneto Files aie mae .@ “a ~ 72 = 1.20 1 Set Offset Steel Tube Socket 
25 Dry Cells -@ .30 * 7.50 40 * 10.00 SN sk stn a oles 08 bs @ 5.96 * 5.96 7.00 “ 7.00 
25 Spring Batte ry C onnections. @ .03 * 75 05 * 1.25 6 pr. 6” Comb. Nickel Pliers... . @ *.20 pr. 1.20 . 50 pr. 3.00 
25 Plain @ .O1 * 25 .03 * -75 34” Wooden Hdl. Screw Driv- 
$ Dry Cell Ammeters . ._@ .67 * 2.01 1.00 “ 3.00 ERE Peer ee 15 ea .45 .25 ea 75 
{2 3%” Clip Terminals... .. @ .02 * 4 04 ¢ -48 36” Wooden Hdl. Screw Driv- 
2. * - Sh ea ate 02 ° . 24 04 “* .48 | ESTAR @ .20 * 60 an 1.05 
{ aia Horn.. ' .@ 3.00 3.00 4.00 * 4.00 31} Pony Screw Drivers... @ .20 * 60 wa” 1.05 
t Electric Horn se .@ 5.25 * 5.25 7.00 * 7.00 12 Midget Screw Drivers on 
1 Cowl Dash 8-day Keyless SE weve sus ; eves 506 Gon. 95 .15 * 1.80 
Clock @ 3.65 “ 3.65 6.00 * 6.00 
1 4” Round Diminishing Mirror G ed -@5 1.25 ° 1.25 PopvuLar ACCESSORIES FOR ForD: 
1 5” > 7 * 75 1.26 * 1.25 6 Cylinder Head Gaskets. . .@ .30 ea. 1.80 . 50 ea 3.00 
25 ft. Duplex Green Cotton ~ 6 Large Outlet Hose Connec- 
Lamp Cord @_ .03} ft 88 05 ft 1.25 MR a sce ackas cones @ .09 * 4 A6* 90 
25 ft. Dbl. Braid Primary ‘I gni- 6 Small Inlet Hose Connections. & —_— *.42 .15 * 90 
tion Cale. @ we * 75 06 1.50 6 Fan Belts (1916) : @ .20 * 1.20 —_* 1.80 
25 ft. Rubber Cov. "Magne to 6 8 (1917-18) sate ‘@ —_ ” 1.30 30 “ 1.80 
‘able, 3” - OF * 1.00 16 ° 2.50 2 sets Commutator Wires (5) in 
20 ft. 1” Flat Oak Belting @ 15 1.50 25 * 2.50 Loom. . Vivexse ae we 1.10 .75 set 1.50 
10 ft. 3 ” .@ 11 1.10 20 * 2.00 2 Timers Complete........... @ .95 ea. 1.90 1.50¢ea 3.00 
100 ft. 2” Raw Hide Belt Lacers.@ 1.70 C ft 1.70 04 * 4.00 2 — Gauges. Caine ae .60 —* 80 
1 pr. 30x33” Anti-Skid Chains... @ 3.75 pr 3.75 5.00 pr 5.00 pire . enapirsoneian Brake 
1 pr. 30x34” Ril-o-skid “ @ 2.13 * 2.13 3.65 * 3.65 Lin @ _ .80 box 4.80 1.25 box 7.50 
I pr. 32x34” Anti- Skid “ @ 4.13 4.13 5.50 5.50 1000 35 "xy" Brass Split Rivets.@ 1.68 M 1.68 50 C 5.00 
1 pr. 34x4” ” =n ae 5.25 7.00 * 7.00 1 22x9”’x6?” Tool Box .++e00@ 1.25 ea. 1.25 2.50 
24 34” Cross C hains emt ...@ .06 ea 1.44 O08 ea 1.92 394” Adj. Auto Wrenches... .@ a = 1.35 1.95 
24 4” si , eae 06} “ 1.62 09 * 2.16 1 Cutout Complete...... -_ ia * 1.00 1.50 
12 4)" . Ml + naa @ .07} “ 90 10 “ 1.20 1 Oil Tail Lamp.......... @ 1.50 * 1.50 2.00 
125 , i sociessaveuss GS oS 0 * 1.08 2 * 1.44 1 Electric Tail Lamp. ‘Oo .w * .70 1.25 
6 or. Chain Repair Pliers i @ .38 * 2.20 0 3.00 ——- —— 
2 sets (3) Carbon Scrapers @ 40 set 80 1.00 set 2.00 jpotal Cost. . ; Pes $250 00 Total. . $402.63 
1 set (3) Bearing Scrapers @ 1.35 * 1.35 2.00 * 2.00 Profit, 62%. 
12 Boxes Assd. Cotter Pins. .@ 85 doz. 85 15 ea 1.80 . 7 
l “ Lock Washers... @ 85 a5) 15 “ 1.80 Tire Assortment No. 2, Approximate Cost $250.00 
6 3/0-4 ” Plain Brass Gre ase Cups @ 10 ea 60 46 * .90 Cost Retail 
6 2/0-}" “@ «42 * 72 ig: * 1.04% Price Price 
6 2/0-}” Ratchet “ . “@ .28 1.68 35 “ 2.10 1 30x3 C line ther Plain GC asing... @ $11.50e $13.80 
63/0-}” “ ” . * @ 5: 1.32 30 1.80 1 30x3} Non-Skid oo F.7e ” 21.35 
4 Ste el Tire Irons : .@ es 1.20 50°“ 2.00 1 32x34 Straight Side Non-Skid Cc asing @ 20.45 * 24.55 
3 Battery Hy rome ters @ 60 * 1.80 1.00 3.00 1 31x4 Clincher @ 27.95 * 33.50 
10 3- ,, nf 2 ©. S.C. Mazda 1 32x4 Straight Side e * @ 28.45 “* 34.10 
"Bulbs a .@ ao 1.40 23 2.30 1 33x4 56 ” @ 29.90 * 35.90 
10 3- 4 v. .P., D.C. Mazda 1 34x4 a “ “ “ @. 30.60 * 26.65 
> Bulbs : a. 44 1.40 23 =‘ 2.30 1 35x44 . ” 6s * @ 42.45 * 50.95 
10 6-8 V., C.P., S.C. Mazda 1 30x3 Red Tube oe @ 2.90 * 3.75 
a Bulbs eS 1 * 1.40 23 “ 2.30 2 30x3} “ ~ @ $3.80 ea 7.60 @$4.65 ea 9,30 
10 6-8 V., .P., D.C. Mazda 1 32x34 . A ae er, 4.05 ea. $.90 
ae Bale .@ ee 1.40 23 “ 2.30 1 31x4 - . J ee a 4.75 6.00 
5 6-8 V., 21 C.P., S.C. Mazda 1 32x4 . @ $4.85 ea ies 4.85 ea. 6.05 
“B’" Bulbs : Se; le 1.05 5 1.75 1 33x4 ‘a . ato ee 4.95 “ 6.15 
5 6- 8 V., 21 C.P., D.C. Mazda 1 34x4 x . @$5.10ea.... 5.10 @ 6.25 ea 6.25 
“BH Bulbs @ .21 “ 1.05 .35 “ 175 “DORs * cea sosseeee@ 6,65 ec. 8.25 
109 V., 18 C.P., D.C. Mazda aie - 
“B 5 Babe. ie. 18° & 1.80 .30° 3.00 TR ic scivtee Loeveeeee $249.90 $301.45 
5 12-16 V., 2 C.P., 8.C. Mazda Terms 5°, 10th Prox. 
‘B” Bulbs teens oe ee 085 i 1.35 Profit, not including Cash Discount, 26%. 
Accessory Assortment No. 3, Net Cost $500.00 
Cost Total Retail Total Cost Total Retail Total 
12.Reg. Spark Plugs, }” @$0.45 ea $5.40 $0.75 ea $9.00 6 Brass Plated Oil Guns, 1”x8”...@ $.28 ea. $1.68 $.40 ea $2.40 
i 2 4 Fess (a 35“ $.20 60 * 7.20 6 Tire Pressure Gauges.........@ .87} * 6.36 1:26 7.50 
12 tO @ +35 o 20.60 * 7.20 100 Valve Plungers. ......... .@ 3.70 °C. 3.70 .06 “ 6.00 
12 4” -@ .60 * 7.00 1.20°* 12.00 50 ae > RE Tee ...@ 3.50 * 1.75 .05 “ 2.50 
6 Long = ‘ i” (Buick 12 Repair Tools cocovle ole O64. 1.80 26 * 3.00 
Special) @ 60 * 3.60 1.00 “ 6.00 12 Tire Pump Connections. = we * 1.80 25 * 3.00 
6 Reg. Spark Plugs (Metric).....@_ .60  “ 3.60 1.00 “ 6.00 1233 "Double Wing B.O. Patches@ .26 ‘ 3.12 .50 “ 6.00 
6 S. A. E. Spark Plugs, }”. en 60 “ 3.60 1.00 . 6.00 124” . @ .29 3.48 we 9,00 
2 2 Sins gle Bbl. Tire Pumps.......@ 1.00“ 2.00 1.50 * 3.00 1 “ “ « « @ .34 204 1.00 ° 6.00 
2 *. . sa -@ 2.40 * 4.80 3.50 “ 7.00 “ “« “ “ @ .38 2.28 1.00 ‘ 6.00 
2 Double “ : a --@1.40 * 2.80 2.50 * 5.00 : Outside « « @ .65 3.90 1.00 6.00 
2 }- Ton Jacks @1.00 * 2.00 1.50 * 3.00 1 , “ “ @ .7& * 3:12 1.25 ° 5.00 
21 with Aux. Step 121 I 1b. Cans Tire Tale eS = | 1.20 20 * ». 40 
Head @ 2.50 * 5.00 3.50 7.00 12 Cans Cementless Patches = 6 * 3.50 50 * 6.00 
; Combination Oil and Grease 12 Tubes Patching Cement 1”x4” @ .12 1.44 20 * 2.40 
Guns @1.20 “ 3.60 2.00 * 6.00 2 Lbs. 1 oz. rolls Tire Tape (16 to 
Combination Oil and Grease lb.) ; @ .34 Ib 6S 05 1.60 
Gun, 12 0z ° @ 4.00 * $.00 5.00 * 5.00 


(Continued on next page) 
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Total Retail Total Cost Total Retail Total } 
2 Ibs. } Ib. rolls Tire Tape (4 to 121 ga al. Cans Light Oil @ $.80 ea $9.60 ” 25 ea 15.00 a 
ere -@ $.32 Ib. $.64 $.liea. $1.20 121 “ Medium “ eS a * 9.60 7; * 15.00 t 
Lb. vib. rolls Tire Tape (2 to >) ie Heavy “ @ .8o * 9.60 25 * 15.00 - 
ans @ .32 * 96 .25 “ 1.00 1 Little a ister Tool Kit (9 fs 
25 foot  igje Red Rubber Tub- Tools) @ 2.00 “* 2.00 3.00 * 3.00 yt 
a these thaberee.s%e O07 ft. 1.75 15 ft. 3.75 1 Tourist Tool Kit (20 Tools) @4.40 * 4.40 6.50 “ 6.50 ‘ 
25 foot i” C. I. Pump Tubing. ‘@ —_— °* 1.50 15 ¢ 3.75 1 Set (5) A.L.A.M. Fin. Open if 
| Gaateee) ‘omb. Vulcanizer . @ 2.28 ea. 2.28 3.50 ea. 3.50 End Wrenches. .... @ 2.40 set 2.40 3.20 set 3.20 ” 
12 Heat Unit Tube Vulcanizer...@ 1.00 “ 12.00 1.50 “ 18.00 1 Set (6) U.S.S. Fin. Open End i 
12 1 Ib. Bags C otton Waste @ .20 * 2.40 30 * 3.60 Wrenches @ 2.72 * 2.72 3.62 -_ 
6 he ae 5.40 1.25 * 7.50 1 Set Offset Steel Tube Socket 
12 ’ Magneto ES ee any See @ .32 * 1.44 a * 2.40 Wrenches... @ 5.40 * 5.40 7.00 ? 
50 Sj” rer .@ .30 * 15.00 a * 20.00 12 pr. 6” Comb. Nickel Pliers @ 2.25 doz 2.25 6.00 ¥ 
50 Spring Battery Connections @ .03 * 1.50 06 * 2.50 12 4” Woode on Hdl. Screw Drivers @ .15 ea 1.80 3.00 ¥y 
50 Plain .@ .O1 * 0 03 * 1.50 12 6” @ 20 * 2.40 4.20 4 
Beg Cell Ammeters..........@ .67 “* 4.02 1.00 * 6.00 12 14” Pony Screw @ .20 * 2.40 .3 20 a 
2% Clip Terminals Teper, a |, 24 .04 * .48 12 Midget “ DriversonCard@ .95 doz. -95 Af 1.80 5 
> & aes @ .02 * 24 .04 « .48 ; Splitdorf Magneto Ww rene hes...@ .05 ea. 30.—i«ws 60 +e 
SAMUEL. ss severccecsc, @ 3.00 “ 9.00 4.00“ 12.00 6 Bosch @ .08 * 48 15 90 he 
| Electrie Horn. . @ 5.25 “ 5.25 7.00 “ 7.00 6 }” Long Priming Cups <7 ae 1.56 .35° 2.10 Pe 
1 Cowl Dash 8- Day Clock (Key- 6 }” Short Priming Cups @ 6% ° 1.50 .35° 2.10 { 
Die wckctecenccheuns .-@ 3.65 * 3.65 6.00 “ 6.00 3 }” Angle Long Priming Cups... @ 30 * 90 .40 * 1.20 ‘ 
14” Round Diminishing Mirror 6 }” Pet Cocks : @ S * 1.08 .30 “ 1.80 ; 
(Windshield) @ .7% * a 1.95" 1.25 31 pt. Galv. Comb. Measures...@ .31 “ 0 .50° 1.50 hs 
1 5” Round Diminishing Mirror 3 1 qt. . @ .36 * 1.08 .50 “ 1.50 i 
(Windshield)......... ; ) 75 1.25 * te: Migleiehe * : @ .45 * 1.35 .65 ° 1.95 it 
1 4” Fender Mirror (Windshield). é 1.35 ‘ 1.35 2.25 * 2.25 34pt. Tin . @ .2 * 87 .40 * 1.20 ‘ f 
50 ft. Duplex Green Cotton Lamp -”—- * ys @ .34 * 1.02 §0 « 1.50 ay 
Ree Yer @ .03} ft. 1.75 .05ft 2.50 31lat. is @ .45 « 1.35 .65 “ 1.95 | 
50 ft. Dbl. Braid Primary Ign ——- * bs @ .67 * 2.01 85 “ 2.55 e 
GANS 4-9'6-65:44.0% «eas o * 1.50 <—* 3.00 3 4pt. “* Funnels.... @ «ma * 72 40 “ 1.20 re 
0 ft Rubber Cov. Magneto ry ie = ae @ .27 81 50 “ 1.50 Ke 
Ge Os viscvestcrcreres -04 * 2.00 .10 * 5.00 31 at. * : @ a3 ° 99 60 “ 1.80 bf 
25 ft. 1’ Flat Oak Belting pheoane @ .15 3.75 .25 “ 6.25 1 Offset Funnel @ 2.25 “ 2.25 3.00 “ 3.00 q 
25 soo: oe: a, 2.75 .20* 5.00 1 14x5" Tubular Flashlight......@ 60 “ 60 1.00 “ 1.00 ik 
100 ft. i” Raw Hide Belt Laces cco Ren CC. 1.70 .04 * 4.00 1 1}”"x8 “ Fibre @ & * 84 1.40 * 1 40 { 
2 pr. 30x34 Anti-Skid Chains. .@ 3.35 pr. 6.70 5.00 pr 10.00 11%” x6)” (yg. End Tubular a i 
2 * 30x34 Rid-o-Skid ad ..-@ 2.43 * 4.86 3.65 * 7.30 light, Fibre. .90 * .90 1.50 * 1.50 st 
1 * 32x34 Anti- Skid « -@ 3.67 “ 3.67 5.50 “ 5.50 1 1}’x84’" L & End Tubular wa” 
1“ 34x4 . @ 4.67 * 4.67 7.00 * 7.00 light, Fibre. . @ 1.02 * 1.02 1.70 “ 1 70 q 
1 * 36x43 i wa oe G6. * 5.34 8.00 “ 8.00 1 1}”x84” Lg. End Tubular Flash- 
50 34” Cross Chains...........@ .05}ea 2.75 08 ea 4.00 light, Nickel. @ 1.44 * 1.44 2.40 * 2.40 { 
50 4” . - PPT ene @ .06 * 3.00 09 * 4.50 1 Ixljx34 Vest Pocket Flash- f 
254." °* el ah re ont @ .064 * 1.63 10 “ 2.50 light, Cloth Cov. @ 60 * .60 1.00 * 1.00 Fg 
25 5” 2s ” ate Mae @ .Oos * 2.00 = 3.00 1 1x2}x3} Coat Pocket Flash- | £ 
6 Pair Chain Repair Pliers. @ = .38 pr. 2.28 50 pr 3.00 light, Cloth Cov. 90 * .90 1.50 * 1.50 t 
3 Set (3) Carbon Scrapers... @ 40 set 1.20 1.00 set 3.00 1 §x14x14x24 Vest Pocket F ar ; if 
2 * (3) Bearing “* @1.35 * 2.70 2.00 “ 4.00 light, Nickel @ .60 * -60 1.00 * 1.00 } 
12 Boxes Assorted Cotter Pins... @ 85 doz. 85 .15 ea. 1.80 1 3x2}x3” ros Ly ket F lashlight, 
12 Lock Washers@ .85 “ 85 one * 1.80 Nic kel € @ .75 * ze 1. °° 1.25 nt 
2 3/0- ” Plain Brass Grease 1 3x1 }x3” Vest Poc ket ea, a) 
Cup hs sa @ » * 1.20 1§ * 1.80 Nickel 46 * 45 a: we 75 é 
2 3 oO i Plain Brass Grease 1 jx14x24’ Vest Pocket Flash-— : 
Cc up @ _ * 1.44 18 “ 2.16 light, Nic kel Cov @ .45 * .45 75 * 75 if} 
2 0-}" Ratchet Brass Grease 1 4”x2}x2}” House Lamp, Nickle.@ 1.20 “ 1.20 2.00 “ 2.00 f 
Cups . @ = 3.36 35 * 2.40 12 ft. \ is opper Tubing -@ .08 ft 96 .15 ft 1.80 
12 3/0-}” Ratchet Brass Grease 12° #” ” = ae — «a ” 1.20 «38 * 2.16 
Cups @ a * 2.64 30 “ 3.60 | el x . ‘. eo ™ * 1.68 aa" 2.40 ¢ 
6 Steel Tire Irons ; P @ 30 1.80 50 “ 3.00 24 Sheets No. 0 ;E mery ( ‘loth. .-@ .05 ea .20 .08 ea 1.92 
6 Battery Hydrometers. . @ 60 3.60 1.00 * 6.00 24 1 = «— * 1.44 Me 2.40 
10 3-4 V., 2 C.P., S.C. Mazda 4 «(« * 13 “ @ .07 “ 1.68 .12 ¢ 2 $8 
“B” Bulbs ; @ 14 * 1.40 7° 2.30 5 Ibs. Red and Black Pac king A? 
10 3-4 V., 2 C.P., D.C. Mazda Wire Ins @ .85 bb. 4.25 1.25 1b 6.25 ai 
“B” Bulbs : @ _— 1.40 2“ 2.30 6 4 lbs. Spools Mogul Packing ¥ 
10 6-8 V., 2 C.P., S.C. Mazda Wire, Ins @ .30 ea. 1.80 40 ea 2.40 : 
“B" Bulbs or .s* 1.40 23 “ 2.30 6 Balls Cotton Ww icking , @ ee .42 6 * .90 
10 6-8 V., 2 C.P., D.C. Mazda 1 Box Assorted Fuses (100)......@ 6.00 box 6.00 ke 10.00 ; 
“B” Bulbs @ i 1.40 23 * 2.30 12 Pair Anti-Door Rattlers......@ 2.00 doz. 2.00 .35pr 4.20 is 
10 6-8 V., 4 C.P., S.C. Mazda 2 
“B” Bulbs @ m 1.60 27 ° 2.70 Porviar ACCESSORIES FOR ForD bt 
10 6-8 V., 4 C.P., D.C. Mazda 12 Cylinder Head Gaskets @ .30 ea 3.60 50 ea 6.00 7 
“B” Bulbs oo: @ .16 “ 1.60 a7 * 2.70 12 Outlet Hose C onnections. @ .0o9 * 1.08 i. 1.80 ; 
10 6-8 V., 15 C.P., S.C. Mazda 12 Inlet “ @ .07 “ "84 15 “ 1.80 % 
“B" Bulbs @ .18 “ 1.80 .30 “ 3.00 12 Fan Belts (1916) - <2 ° 2.40 .30 “ 3.60 4 
10 6-8 V., 15 C.P., D.C. Mazda 12 “~~ (1917-18) eo 2." 2.64 30 “ 3.60 i 
“B” Bulbs ose . @ .18 * 1.80 30 * 3.00 6 Set Commutator Wires in Loom 4 
5 6-8 V., 21 C.P., S.C. Mazda . . ae ma 1 RRS ee : ...@ .55 set 3.30 .75 “ $50 "3 
ae: ‘B Bulbs. vo @ .21 1.05 35 “ 1.75 6 Timers ¢ ‘omplete j @ 95 ea. 5.70 1.50¢a 9.00 3 
5 6-8 V., 21 C.P., D.C. Mazda — e sae _. 6 Oil Gauges.. @ .30 * 1.80 .40 “ 2.40 ; 
, B Bulbs %, o *s ; @ 21 1.05 35 “ 1.75 12 Boxes Onion Lining @ 80 box 9.60 1.25 box 15.00 ee 
20 9 V., 18 C.P., D.C. Mazda : on : 1000 -f5x #5” Brass Split Rivets... @ 1.68 M 1.68 .50C 5.00 é 
“B” Bulbs sa «ae 3.60 2 * 6.00 1000 ext? “ “ “ @265 “ 2 65 75 « 7 50 F 
10 12-16 V., 2 C.P., S.C. Masda en ” im = 2 22x9 63 ” Tool Boxes @G 1.25 ea 2.50 2.50¢ea 5.00 : 
“B" Bulbs. . Re sus Gs @ 17 1.70 .27 * 2.70 693" Adj. Auto Wrenches......@ .45 2.70 .65° 3.90 ’ 
10 12-16 V., 15 C.P., 8.C, Mazda shone a nf 2 Cut-outs Complete ..-@ 1.00 “ 2.00 1.50 ¢ 3.00 { 
: 3 Bulbs. 6: Wie @ .20 2.00 33 “ 3.30 2 Oil Tail Lamps : @ 1.50 “ 2.50 2.00 “ 1.00 i 
> 6-8 V., 2 seas .C. Nitrogen 2 Flee » Ts ns 7 “ 95 « > = ; = 
C. Bulbs : ; se au" 1.05 36 * 1.75 2 Electric Tall Lamp @ 1.40 1.25 2.50 7 i 6 
9 6-8 V., 21 C.P., S.C. Nitrogen Total 2 ‘ $500.00 $814.°5 : Ps 
Cc Bulbs @ 21 * 1.05 35 “ 1.75 Profit, 63% ° Y +: 
59 V.,21C.P., D.C. Nitrogen C. | 
Bulbs : @ .21 * 1.05 35 “ 1.75 Tire Assortment No. 3. Approzimate Cost $3 % 
5 12-16 V., 24 CP. D.C. Nitro- Tire A tir Vo. 3, Approxrim Fosal $500.00 x 
gen C. Bulbs ; a 22 * 1.10 37 “ 1.85 Cost Retail Total 2 
12-16 V ,_ 24 C.P.,8.C. Nitrogen = . 1 30x3 Clincher Plain Casing @$11.50 ea. $11.50 $13.80 $13.50 & 
C. Bulbs @ .22 1.10 37 1.85 230x3} “ Non-Skid “@ 17.75 “ 35.50 21.35 12.70 ’ 
12 }-pint Cans Carbon Remover.. @ 43 5.16.65 7.80 1 32x3} Straight Side Non-Skid Casing... @ 20.45 ea 14.55 $4 
12302. Swab Btls. Orange Shellac @ 12 1.44 25 3.00 131x4 C linehe r ..@ 27.95 * 33 50) " ‘ 
i23 02 * 3-in-1 Oil @ 25 3.00 35 4.20 1 32x4 S “ “ ..@ 28.45 * 34.10 
12 Cans Radiator Cement fa 45“ 5.40 75 9.00 133x4- “ “ “ ..@ 29.90 * 35.00 2’ 
1240z. Cans Grind. Compound .@ 3.35 doz 3.35 40 * 4.80 2 34x4 “ “ “ 4 na 
121 pt “ Body Polish (a 10 ea 4.80 60 * 7.20 @: 30.60 e: a. 61.20 6 63 73.30 4 & 
25 it }” no wire Brake Lining @ 14 it 3.50 25 ft 6.25 134x4} “ “ @ 40.65 48.75 ‘ 
fj: reg @ 39 3.90 58 “ 5.80 1 35x43 S “ “ @ 42.45 * “1 4 ia) 
“ 5 (a 5 4.50 68 6.80 1 36x43 “ “ “ @ 43.05 * 1.70 {! } 
. @ 51 5.10 76 7.60 135x5 “ “ @ 48.25 ° 57. 85 + 
. ss G 56 5.60 st 8.40 1 37x5 “ : ” @ 51.05 61.25 § 
‘ Fs e . (a 63 6.30 94 9.40 1 30x3 Red Tube @ 2.90 . F a 
‘Countersunk Copper ; P 230x34 “ “* @ $3.80¢a 7.60 @4.65 ea 9.30) ’ 
) : tivets a 65 Ib 1.30 1.001b 2.00 1 32x3} « t.05 100 
) t lbs. .yx4” Countersunk Copper 1 31x4 “ . " @ 4.75 * 6.00 ? 
) Rivets (a 65 3.60 1.00 * 4.00 1 32x4 “ “ G@ 4.83 a6 
) < lbs. yx” Countersunk Copper 1 33x4 : : @ 4.95 6.1 
) - Rivet (a 65 ° 1.30 1.00 2.00 1 34x4 “ “ @ 5.10 6.25 ; 
) l x y Radiator Hose con- 1 34x44 * ” @ 6.55 s.10 I 
) i 3 ft. em. 1°, 14°, 14”, 135x454 ° “ @ 6.65 4 2 
) : Tet ry @ 3.51 box 3.51 10.00 box 10.00 1 36x44 “ ‘ '@ 6.75 S40 4 
) 12 1” Hose C janips « 40 doz 10 10 ea 1.20 13535 << * @ 7.7 9.65 4 
) 12 @ .— * 2 10 1.20 1 37x5 « « @ 8.05 10.10 i 
") 12 fa 45 ¥ 45 10 1.20 ? 
‘) 12 12 « ( | es 4s 10 1.20 Tots al $510.35 $615.25 ; 
) 122 ad fa HO 50 10 1.20 Tern , 10th Prox 2 ai 
“ dIb. ¢ ans Cup Grease @ 75 ea 9.00 1.50 * 18.00 Profit 5%, not including Cash Discount. if 
9 ; 
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12 Reg. Spark Plugs, }” @$0 15 es a. 
fg P . a @ 35 “ 
12 i* (a 
12 . ‘' @ 
12 Long “ " ?” (Buick 
Spec.) @ 
6 Re “y. Spark Pi lugs, Metric @ 
10 A. E. 44 a 
12 . S.A E Long P lugs @ 
12 i Reg. > (a 
6, « “ @ 
2 Single Bbl. Tire Pumps @ 
2 “ “ “ @ 
2 Double Bbl. “ . @ 
2% -Ton Jac tks @ 
2 1- with Aux. Step 


Head @ 
1 1-Ton Jacks with Telescope 


Handle @ 
1 1-Ton Chain Jack @ 
3 Comb. Oil and Grea ase Guns @ 
1 8 02. waited iG) 
Liz* e . @ 
1 16 “ @ 
6 Brass Plated Oil Guns, 1x” .@ 
6 Tire Pressure Gauges @ 
100 Valve Plungers @ 
50 Valve Caps @ 
12 Valve Repair Tools @ 
12 Tire Pump Connections @ 
6 9 gaan Wing B O Patches @ 
12 ¢ (a 
12 " . . ‘ i @ 
644" 4 “ “ « @ 
6 5” ‘ 7 
6 34"- ‘” Outs ide B 0. Patches @ 
4 447-5” . @ 
12 1 lb. cans Tire Tale @ 
12 Cans Cementless Patches @ 

12 Tubes Patching Cement, 
1”x4” @ 

2 Ibs. a rolls Tire Tape (16 to 
(ai 


2 lbs. ‘i ‘lb. rolls Tire Tape (4 to 





».) @ 

3 Ibs. 3 lb. rolls Tire Tape (2 to 
lb.) (a 
25 ft. %”xh” Red Rubber Tubing @ 
25 ft. iC, [. Pump Tubing @ 
1 Gass. Combination Vulcanizer. @ 
12 Heat Unit Tube Vulcanizers. . @ 
12 1 lb. bags C otton WwW as ste a 
3 5 lb. @ 
2 Magneto Files. @ 
4 Dry Cells @ 
50 Spring Battery C onnections @ 
50 Plain ‘i @ 
6 Dry Cells Ammeters @ 
12 &” C ‘lip Termin: als a 
12 +,” @ 
oy .* “ (a 
3 Hand Horns tu 
1 Electric Horn @ 

1 Cowl h seeded Clock (Key- 
les: (Gi 

L< my Dash 8-day Clock (Rim 
Wind) @ 
1 4” Round Diminishing Mirror. @ 
15” « 4 « G 
14” “ Fender Mirror (a 

50 ft. Duplex Green Cotton 
Lamp Cord @ 

50 ft. Dbl. Braid Primary Ign. 
Cable a 

5O f&. Rubber Cov. Magneto 
Cable, #%” @ 

25 ft. Bri 1ided Secondary Cable, 
a 
25 ft. 1” <3 lat Oak Belting s @ 
25 ft. 3 @ 
10 ft. ” Belting. @ 

1 doz Hinges for }” Flat 
fa 

Hinges for 1” Flat 
a 
aw Hide Belt Lacers. @ 
“ “ “ @ 
Anti-Skid Chains... @ 
Rid-o-Skid “ @ 
Anti-Skid of @ 
~ = @ 
fa 
@ 
fa 
-e (a 
tt 37x5” " . @ 
50 34 Cross Chains @ 
50 4” . 3 a 
2544" “ @ 
25 8” . @ 
1 set 30”-32” C keslis Adjusters @ 
i = gee" * @ 
: * a a 3 @ 
6 pr. Chain Repair Pliers @ 
3 set (3) Carbon Scrapers @ 
2 “ (3) Bearing Scrapers @ 


12 Boxe $ Assorte od Cotter Pins... @ 


12 Lock Washers @ 
= Taper Pins... @ 
12 3/0- Plain Brass Grease 
C up ; @ 
12 2/0- ‘a ‘Plain Brass Grease 


Sups @ 

12 2/0-%” Ratchet Brass Grease 
Cups ‘ .@ 

12 3/0-}” Ratchet Brass Grease 
Sups . 5 oe 
12 2/0-}” Plain Steel Grease 


ENO. oan 5 bo. -@ 
12 3/0-}” ‘Plain Steel Grease 

CD  5063:44.0:03 vee 
6 Steel Tire Irons....... .@ 


6 Battery Hydrometers........@ 
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Accessory Assortment No. 4, Net Cost $1000.00 


Total 

.00 
7.20 
7.20 
2.00 


1 Motometer (Medium) @$7 
1 Fire Extinguisher (Nickel) @ 
10 3-4 V., 2 C.P., S.C. Mazda 
“B"’ Bulbs @ 
10 3-4 V., 2 C.P., D.C. Mazda 
“*B”’ Bulbs a 
10 6-8 V., 2 C.P., S.C. Mazda 
“B”’ Bulbs @ 


10 6-8 V., 2 C.P., D.C. Mazda 
“_p” fa 
10 6-8 V., 4 C.P., S.C. Mazda 


@ 
10 6-8 V. 4 C.P., D.C. Mazda 





‘B Bulbs @ 

10 6-8 V., 15 C.P., S.C. Mazda 
“B"’ Bulbs a 

10 6-8 V., 15 C.P., D.C. Mazda 
“B”’ Bulbs a 

5 6-8 V., 21 C.P., 8.C. Mazda 
“B” Bulbs @ 

5 6-8 V., 21 C.P., D.C. Mazda 
“B"” Bulbs @ 

20 9 V., 18 C.P., D.C. Mazda 
a he Bulbs @ 

10 12- 16 V.,2C.P., S.C. Mazda 
a Bulbs a 

10 12-16 V., 15C.P., S.C. Mazda 
“B” Bulbs @ 

5 6-8 a_i 21 C.P. ,D.C. Nitrogen 
”’ Bulbs a 

508 ¥., 21 C.P., 38.C. Nitrogen 
Bulbs a 

59 V., 21 C.P., D.C. Nitrogen 
“" : Bulie, @ 

5 12-16 V., 24 C.P., D.C. Nitro- 
gen ‘‘C”’ Bulbs @ 

5 12-16 v 2M C.P., . Nitro- 
gen “on Bulbs’ @ 
12 3} pt. Cans Carbon Remover .@ 

12: — Swab Btls. Orange Shel- 
a a 
12 } pt. Btls. Orange Shellac @ 
63 sei. (Gi) 
61“ « “« « @ 
6 1 qt. - ws ° @ 
12302. * 3-in-1 Oil @ 
12 Cans Radiator Cement @ 

12 4 oz. Cans Grinding Com- 
pound @ 
12 1 pt. Cans Body Polish @ 
6 1 pt. “Brass Polish ..@ 
6 1 qt. sd si 6 oe, 
34gal. “ = * @ 
12 5 Ib. Cans Cup Grease @ 

125 “ Transmission 

Grease @ 
1S i gal. Cc ‘ans Light Oil @ 
iZ i Medium * @ 
|} ie . Heavy “* .@ 
1i25lb. * Auto Soap @ 
2ith. °* Hand Soap .@ 
1 5 gal. Medium Oil @ 
15 me Light * @ 
15 “ Heavy . @ 

25 ft. 14’x}” No Wire Brk. Lin- 
ng.. @ 
25 ft. 14”x is” Reg. Brk. Lining.. @ 
10 * 14°x%” “ . “ @ 
10 “ 13’x%” @ 
10 “ 2°x%” “ 5 . @ 
oO * See" : @ 
10 * 2i72%" * 5 @ 
10 “ 24’x*” @ 
10 * 24%x}” a 
10 * 3°x%” s . @ 
2 Ibs. 4”x3”C.8.C opper Rive ‘ts. @ 
[* 2 * @ 
2° xi” @ 

1 Box 7 P ly uannae Radiator 
Hos' a 

1 Box 1 " Radiator Hose (6-3 ft. 
lengths) @ 

1 Box 13” Radiator Hose (6-3 ft. 
lengths) . . G 

1 Box 1?” Radiator Hose (6-3 ft. 
lengths) @ 

1 Box by Radiator ‘Hose (6-3 ft. 
le »ngth ” ee @ 

1 Box 2}” Radiator Hose (6-3 ft. 
lengths) . @ 
1 Box Assd. Hose C lamps (100). @ 

1 Little Roadster Tool Kit (9 


Tools) .@ 
1 Tourist Tool Kit (20 Tools) @ 
1 Set (5) A.L.A.M. Fin. Open 
End Wrenches @ 
1 Set (6) U.S.S. Fin. Open End 
Wrenches... .@ 
1 Set Offset Steel Tube Socket 
Wrenches. .@ 


24 pr. 6” Comb. Nickel Pliers. . . @ 
12 4” _— Hdl. Screw Driv- 


er, a 

12 6” Wooden Hdl. Serew Driv- 
ere @ 
12 iW" Pies Screw Drivers. .... @ 


12 Midget Screw Drivers on 
Car - @ 
6 2” Knife Handle Screw Drivers @ 
64”. « “« “ “« G 
so * . a . = 
3.8 oz. Mach. Ball Pein Ham- 
SOPs eae esta 
3 12 oz. Mach. Ball Pein Ham- 
me ° e occ’ 


ors ; 
3 1 Ib. “Mach. Ball Pein Ham- 
‘a 


a: ; 
2 6” Knife Hdl. Monkey Wren- 
rr she Se, 
2 8” Knife Hdl. eect Wren- 
ches.... soecevecele eA 


(Continued on next page) 
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210" Kalle Hdl. Monkey Wren- 
che @$1.17 ea 
26” Stillson Ww renc shes @ .90 
28” @ 1.00 * 
210” * : @ 1.15 “ 
26 "adj. “S" Nut Wrenches... @ 90 “ 
i ° ni - @ 1.10 * 
26 ’ Crescent Wrenches. @ 60 “ 
2 8” .@ a 
6 53” Nickel Comb. Pliers (Best 
Grade) @ 4.385 doz 
6 6” Nie el Comb. Pliers (Best 
Grade) @ 5.75 * 
68” Nic Kel Comb. Pliers (Best 
Grade) ..@ 6.85 * 
6 Sp titdorf Magneto Ww rene hes @ 05 ea 
6 Bosch @ os * 
3 Cotter Pin Extractors @ os “ 
1 Hs ind, Drill, Capacity No. 0 to 
@ 2.75 * 
1 Bre ast Drill, 3 jaw Dbl. Speed, 
No. 0 to ?” 3.80 
2 Large Chain Valve Lifters. @ 1.00 * 
1 Small @ .75 * 
6 }” Long Priming C ups sn 26 “ 
6 }” Short @ 25. * 
3 1” Angle Long sarees ups. e a* 
6 4” Pet-Cocks...... \) i 
6 }” Cg: Pps rnt ¢ 18 
3 Dbl. End Gass. Shut-off Cocks, 
~ @ 38 “ 
3 Dui, E nd Gass. Shut-off Cocks, 
@ .40 “ 
6 Ne *62F Compression Coup- 
lings for } @ .il 
6 No. 62 F C ‘ompression Coup- 
lings for +” @ 12 
6 No. 62°F Compression Coup- 
lings for }” . oe we 
6 No. 66 F Compression C oup- 
lings for }” G@ Os “ 
6 No. 66 F Compression Coup- 
lings for +”. . @ .10 “ 
6 No. 66 F C ompression Coup- 
lings for 2” @ 14 
6 No. 68 F Compression Coup- 
lings for } .@ Os * 
6 No. 68 F Compre ssion Coup- 
lings for +” @ 09 
6 No. 68 F Compression Coup- 
lings for }” .@ 11 * 
6; No. 64 F Compression Coup- 
lings for }” .@ 17 
6 No. 64 F Compression Coup- 
lings for 7%”. . er mW * 
6 No. 64 F Compression Coup- 
lings for }”. se ee 20 “ 
6 No. 69 F Compression Coup- 
lings for }” -@ o9 “ 
6 No. 69 F C ompre ssion Coup- 
lings for %” 10 
6 No. 69 F C ‘ompression Coup- 
lings for }?”.... sia 14 “ 
6 No. 65 F Compression ‘Coup- 
lings for }” .@ 13 * 
6 No. 65 F Compression Coup- . 
lings for 7” ace 14 
6 No. 65 F Compression Coup- 
lings for }”. @ 16 “ 
3 Adjustable Hack Saw Frames @ 90 * 
12 8” Hac k Saw Blades ; @ 60 doz 
12 10” @ 7" 
31 pt. Galv. Comb. Measures.. @ 31 ea 
31 at. - @ .36 “ 
32 = . @ .45° 
3 4 pt. Tin ° @ .29 * 
314 « “ @ .34 “ 
3 1 qt x > @ .45 * 
32 . * @ .67 * 
3 } pt. Funnels @ .24 “ 
ss * ™ @ 27 * 
3 1 qt. - 7 @ 33 
1 Offset Funnel... . ; -@ 2.25 * 
1 1}x5” Tubular Flashlight, 
Fibre Handle........ @ 60 “ 
1 14x84} Tubular Flashlight, 
Fibre Handle @ .8& * 
1 1}x64 Large End Flashlight - 
Fibre Handle 90 “ 
1 14x84 Large End Flashlight, - 
Fibre Handle @ o * 
1 14x84 Large End Flashlight, 
Nickel Handle G@ 44 “ 
1 1xljx34 Vest Pocket oe 
( ‘ovd eo"? 
1 1x2}x34 Coat Pocket C loth ~ 
Covd ; @ .90 * 
1 §xl4xl 4x2} Vest Pocket, 
Nickel Covd .@ .60 “ 
1 jx2}x3 Vest Pocket, Nickel 
Covd oe .48* 
1 {xl}x3 Vest Poc ket, Nickel 
Covd @ .46° 
1 ix14x2} Vest Pocket, Nickel 
—— d er 45 * 
1 4”x23x2}” House Lamp, 
Nickel very ae eae * 
1 Box Assorted Fuses (100). @ 6.00 “ 
1 No. 1 Assortment Copper 
Gaskets, French Type, on 
Board containing 550. @12.00 
Assortment Full Finished 
Open End Wrenches on 
Board containing 96 @45.44 
1 Handy Electrical Assortment 
(100 parts) . @20.00 
1 Assorted Box Iron Wire (72 
Spools)....... a ‘¢ 6.00 
1 2” Nic eek Chinn Bumper ; 5.00 
1 2” Spring Bar Bumper, Nickel +4 9.00 
} Kip Single Dressed Chamois, 
Mi Are @ 1.25ea 
ei pr. Anti-Door Rattlers. . @ 2.00 doz. 
Sit. 3” Copper Tubing. ..--@_ .08 ft. 
2‘ 2k wae 
"= e eos... @ 144 
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24 3 Sheets No. 0 Emery Cloth... @ $.05 ea. 
24 1 ” @ 06 * 
24 bi » 38.8 @ 07 
12 Tubes Prussian Blue @ 16 “ 
5 Lbs. ys Red and Black Pack- 

ing, Wire Insertion @ 85 lb. 
6} lbs. Spools Mogul Packing @ 30 ea 
6 Balls Cotton Wicking @ O7 * 
1 Bar i”x12 2” Solid Bronze, 
1 Bar 1”x12” Solid Bronze. @ 57 Ib 

( appromeees ly 5 Ibs.) 

1 Bar 1"x}"x12” 
1 Bar 1)”x12x Be 
1 Bar 13x3x12, 
1 Bar 1}x ix12, 
1 Bar 1{x1”x12 

Cored Brose (Approxi- 

mate weight, 21 Ibs.) @ 57 
1 lb. .002 Shim Brass @ 1.35 
1 lb. .005 Shim Bre ASS @ 85 
;° ee * @ 70 
1 O10 * ? @ 69 
5 “ Grade A, genuine Babbitt @ 1.10 
5 “ Cheap . @ 35 
10 lb. Wire Solder @ 48 
10 “ 3xjxBar “ @ 48 
1 “ 3” Medium Felt. @ 2.10 
ee ? bi @ 2.10 
1 “ + Sheet Fibre @ 70 
1 a = = @ 70 
1 3 ft. length Rd. Solid Fibre, }”. @ 12 ft 
eG “ ”.@ .26 “ 
ie Be > 7 7 ” :.. @ .80 * 
121” Leather Pump Washers. . @ 20 doz 
zie °° ps 7 @ .30 “* 
121)” @ .32 
12 13” , (a 37 
1213” “ @ .40 
PopuLar Forp AccEssORIES 
12 Cylinder Head Gaskets @ .30 * 
12 Outlet Hose C onnec tions. @ 09 “ 
12 Inlet @ 
12 1916 on Belts @ 20 “ 
12 1917-1 @ 22 * 
6 Set Cmeennue Wires in 

Loom (5) @ 55 set 
6 Timers Complete @ 95 ea 
6 Oil Gauges @ 30 “ 
12 Boxes Transmission Lining... @ 80 box 
1000 yx % Brass Split Rivets... @ 1.68 M 
1000 3>x}” “ “ " @ 2.65 “ 
2 22x9x6? Tool Boxes @ 1.25ea 
6 93” Adj. Auto Wrenches @ 45 “ 
2 Cut-outs Complete @ 1.00 * 
2 Oil Lamps @ 1.50 “ 
2 Electric Tail Lamps @ ze * 
12 Front License Clips @ 1.80 doz. 
12 Pr. Coil Contact Points @ .26pr. 
2 4” Rd. Mirrors @ 60 ea 
1 Single Side Tire Carrier @ 2.00 “ 
1 Double * @ 3.34 
1 2” Nickel Spring Bumper @ 7.88 
1 Speedometer with Cowl Board.@ 7.65 
l Assortme ent Socket Wrenches, 

74 Wrenches on Board @ 33.26 


Profit, 57%. 





Cost 
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3.60 
1.08 
S4 
10 
64 


tute 


3.30 
5.70 
1.80 
9.60 
1.68 
2.65 


2.70 
2.00 
2.50 
1.40 
1.80 
3.12 
1.20 
2.00 
3.34 
7.88 
7.65 


33.26 


$1000.00 


$23.00 $13.80 ea 
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Retail 
$ 08 eg a. 


12 “ 
20 “ 


1.25 Ib 
10 e a. 


15 


75 Ib 


1.25 box 
50 C. 





75 * 
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2.50 ea 


65 “ 
1.50 “ 
2.00 “ 
1.25 ° 

25 * 


40 pr 
1.00 ea 


3.00 
5.00 
10.00 


& 


12.00 “ 


Retail 


34.10 “ 


35.90 


36.65 * 


46.15 


73.95 “ 


73.95 “ 


59.60 
3.75 
4.65 


4.90 “ 


6.00 
6.05 
6.15 
6.25 


7.90 “ 


8.00 * 


8.10 * 


8.25 
8.40 
9.65 
10.10 


Tire Assortment No. 4, Approximate Cost $1000.00 
Cost Total 
Price Cost 
230x3 Clincher Plain Cas- 
ing @$11.50 ea. 
t 30x33 Clincher Non-Skid 
Casings @ 17.75 71.10 
32x33 S. S. Non- Skid Cas- 
ings @ 20.45 40.90 
2 31x4 Clincher Non-Skid , 
Casings @ 27.95 55.90 
1 32x4 8S. Side Non-Skid Cas- 
ings @ 28.45 28.45 
1 33x4 8S. Side Non-Skid Cas- 
ings @ 29.90 29.90 
4 34x4 8S. Side Non-Skid Cas- 
ings ; @ 30.60 122.40 
1 32x44 8. Side Non-Skid Cas- 
ings @ 37.50 37.50 
1 33x44 8. Side Non-Skid Cas- 
ings @ 39.25 39.25 
1 34x43 8. Side Non-Skid Cas- 
ings @ 40.65 40.65 
1 35x44 8. Side Non-Skid Cas- 
ings . @ 42.45 $2.45 
1 36x44 8. Side Non-Skid Cas- 
ings.... @ 43.05 43.05 
1 35x5 8. Side Non-Skid Cas- 
ings @ 48.25 48.25 
1 37x5 8. Side Non-Skid Cas- 
ings @ 51.05 51.05 
1 35x5 8S. 8S. Cord Non-Skid 
Casings @ 61.65 61.65 
1 35x5 Q. D. Cord Non-Skid 
Casings @ 61.65 61.65 
1 34x43 8. 8S. Cord Non-Skid 
Casings @ 19.70 
2 30x3 Red Tubes @ 5.80 
4 30x34 “ S @ 15.20 
4 32x34 “ “ @ 16.20 
2 fo - sa @ 9.50 
32x4 2 $ @ 4.85 
« ® @ 4.95 
& “ @ 20.40 
“ “ @ 6.35 
« 6 @ 6.45 
« s @ 13.10 
« “ @ 13.30 
« . @ 13.5 
° « @ 15.50 
“ “ @ 8.05 
Total e $1000.00 
Terms 5%, 10th prox. 
Profit, not including Cash Discount, 26% 
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175 


Total 
$1.92 
2.40 
2.88 
2.40 


6.25 
2.40 
90 


‘ 


5.49 


6.00 
1.80 
1.80 
3.60 
3.60 


+.50 
9.00 
2.40 
15.00 
5.00 
7.50 
5.00 
3.90 
3.00 
4.00 
2.50 
3.00 
+.80 
2.00 
3.00 
5.00 
10.00 
12.00 


419.80 


$1569.30 


Total 

$27.60 
85.40 
49.10 
67.00 
34.10 
35.90 


146.60 


73.95 


59.60 
7.50 
18.60 
19.60 
12.00 
6.05 
6.15 
25.00 
7.90 
8.00 
16.20 
16.50 
16.80 
19.30 
10. 10 


$1206 70 
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How Jobbers View 
Accessory Business 


By L. S. SOULE 


NE of the leading questions discussed at 
nearly every hardware convention, whole- 
sale or retail, during the past two years 
has been: “Should the hardware dealer sell auto- 
mobile accessories?” Many jobbers and retailers 
have stated emphatically that it is a good line to 
add, while others have taken the opposite view. It 
has now reached a point where it is no longer a 
question of theory, but one of established fact. 
Wholesalers and retailers in all parts of the country 
have proven beyond question that automobile acces- 
sories are adapted to the hardware stock, and that 
they can be successfully sold over the retail 
counter.” 

Some weeks ago, while returning from a retail 
convention where the discussion of this question had 
been exceedingly warm, I decided to drop off in St. 
Louis and interview the Shapleigh Hardware Com- 
pany, to learn, if possible, something that would 
verify my personal beliefs in regard to the accessory 
business. I knew that this big Western jobbing 
house had made a remarkable success of its accessory 
department, and I was confident that they could tell 
me many things that would be of value to the retail 
hardware merchant. It is needless to say that I 
was not disappointed. The opening paragraph of 
this article shows plainly the stand taken by the 
Shapleigh Hardware Company on the automobile 
accessory question. 


“O 


A Business That Is Figured in Car Loads and Train 
ads 

(- history of development in the accessory busi- 

ness of the Shapleigh Hardware Company reads 

like a page torn from the Arabian Nights. It re- 

minds one of the mushroom growth of famous min- 


’ CRARL Es 
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ing camps, except that its foundation is more secure 
and its growth more steady. They are modest, the 
men who have built up one of the largest wholesale 
hardware houses in the United States. Their forte 
is deeds rather than words, yet I was able to glean 
these few facts from my trip through their giant 
establishment. Starting an accessory department 
in 1912, more or less as an experiment, this firm has 
in the short space of six years built up a yearly 
volume of accessory business that is truly enor- 
mous. The one-time experiment is now an estab- 
lished success. It is the lustiest youngster in the 
department list, and it has only begun to attain its 
normal growth. 

For example: This big hardware house receives 
from its tire connections alone an average of one 


The hardware jobber’s accessory catalog is an example 
of perfect printed salesmanship 
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Sample section of Shapleigh Hardware Company’s motor accessory display room. 


The panels are removable. 


This type of display is well adapted for use by the retail dealer 


car load of tires every three days. Such compara- 
tively insignificant items as spark-plugs arrive from 
the manufacturers in carload shipments. Tire 
chains come exclusively in car lots, as do also auto- 
mobile bumpers. In addition to all these, many of 
the other heavier items of the line, such as demount- 
able rims, wire wheels, tool boxes and automobile 
springs are invariably purchased in full car lots. 

A trip through the big stockroom, however, does 
not reveal any over-accumulation of the articles men- 
tioned. -The accessories are moving out in exactly 
the same proportion that they are being received. 
They are being shipped to retail merchants in all 
parts of the Shapleigh Hardware Company’s big 
trade territory, and, in turn, are being sold over 
the retail counters to the owners of motor cars. 
As one of the firm’s department managers so aptly 
says: “Does it not seem strange that such a large 
proportion of the retail hardware trade is still 
almost completely passing up a line which we have 
developed into one of the very largest departments 
of our business?” Surely the experience of this 
great jobbing house should go far toward convinc- 
ing the skeptical retail dealer of the possibilities of 
this profitable lines. 


Completeness of Stock a Vital Factor of Success 


NE of the things that impressed me most 
strongly was the thoroughness with which the 
Shapleigh Hardware Company has gone into the 


automobile accessory business. Practically every 
sundry that can be used on or about a motor car is 
to be found in their stock. In commenting upon 
this fact I learned that it is to this very thing the 
firm attributes the remarkable growth of the acces- 
sory department. They feel that they have built up 
their accessory business by putting in a complete 
line, one that comprises every article that the auto- 
mobile owner wants or needs, rather than by stock- 
ing a few staples and letting the balance of the line 
go. A study of their 1918 accessory catalog is a 
positive revelation. It is so complete and compre- 
hensive as to be almost an encyclopedia for the 
accessory trade. They argue that the completeness 
of their line is the vital factor in their success, and 
that it is bound also to be a vital factor in the suc- 
cess of the retail dealer who handles the line. In 
other words, they believe that the retail dealer must 
have in his stock every necessity that the automo- 
bile owner may require, it being considered better 
for him to have a hundred dollar investment divided 
into quantities of twelfths, sixths and fourths of a 
dozen, than to have the entire amount tied up in 
larger quantities of a few items. 

They point out that the average dealer is prone 
to pick a few pliers, screw drivers and wrenches 
from his stock, buy a dozen or two spark-plugs, a 
few sets of tire chains and possibly a couple of inner 
tubes, group these items in one place in his store, 
and then advertise that he carries a line of automo- 
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bile accessories. The result is that he disappoints 
about 90 per cent of his customers, who shortly 
conclude that he is a hardware merchant but not 
an accessory dealer. Now, the garage man around 
the corner does not make any great show. He prob- 
ably hasn’t over $200 or $300 invested in accessories, 
and these are usually poorly displayed, yet when a 
customer walks in and asks for three feet of igni- 
tion wire he generally has it in stock. He also has 
dry-cell batteries, pliers, screw drivers and wrenches 
in probably a greater variety than the retail hard- 
ware dealer. If the dealer is to meet his competi- 
tion, he must duplicate his variety. 

Again it was pointed out that the hardware man 
who does buy a fairly comprehensive line of acces- 
sories usually places the items in his stock, as he 
would a keg of nails, expecting the car owner to 
come and buy them of his own volition. Dealers 
who pursue either of the above methods can hardly 
hope to achieve success. 


Jobber Aids Retailer 


HEN the retailer decides to take on the auto- 

accessory line, he finds the jobber willing to 
aid him very materially in putting the new line on 
a paying basis. If the dealer is new at the game, it 
is the policy of the Shapleigh Hardware Company to 
get him to allow them to select his initial stock for 
him, and the firm employs an expert automobile 
supply man to look after this phase of the business. 
This expert first ascertains the size of the dealer’s 
town, the makes of cars used in his locality, the 
kinds of roads’ near his town, and the amount of 
general stock he carries. A stock of accessories is 
then carefully selected to fit the peculiar needs of 
the dealer in question. This expert does not aim to 
select a big line, from the standpoint of individual 
items, but endeavors to include such a variety as 
will adequately care for the business, so that a car 
owner who visits the store can always find the item 
he requires. 

The firm always suggests to the retail dealer that 
he take one of his clerks, preferably a young man of 
from 20 to 30 years of age, and put him in charge 
of the newly created accessory department. They 
suggest a young man, because they consider the ac- 


Hardware jobbers help retailers sell motor acces ories 
with display signs, etc. 











Hardware Age 






cessory business to be a young man’s game. It is 
rarely an old man who has made a success of it. 
The dealer is urged to make this clerk responsible 
for the accessory sales, and to turn over to him a 
show window for displaying the new line. They 
also suggest that he take the nickel-plated ware, 
silver ware and holiday goods, so often found in 
the front display cases of the retail dealer the year 
around, move them to the rear during the summer 
months, and devote this space to accessory displays. 
They advise him to instruct each clerk that he must 
not fail to ask every customer who enters the store 
whether or not he is the owner of an automobile. 
If so, he is to invite him to inspect the accessory 
department, showing him how complete it is, and 
impressing him with the fact that the store is pre- 
pared to fill all his accessory wants; that it is not 
necessary for him to go elsewhere for automobile 
sundries, hut that he can order them by ’phone, by 
mail, or when he is purchasing other items, and 
can have them placed on his charge account the 
same as other merchandise. 

They also suggest that the dealer secure a list, 
which he can easily do from the secretary of state 
or the county clerk, of all the automobile owners 
in his territory, and that he write each of them a 
letter calling attention to the new accessory line, 
and inviting him to inspect it personally when next 
in town. Suitable announcements should also ap- 
pear in the local papers. This combination of a 
complete stock, attentive help, attractive displays, 
local announcements and personal letters cannot fail 
to bring satisfactory results if properly handled. 


Suggested Initial Accessory Stock for a Retail Store 


DB pcersentey my conversation with one of the com- 
petent men of the Shapleigh Hardware Com- 
pany’s Accessory Department, the question of the 
approximate initial stock for an average retail 
dealer was brought up, and it was suggested that 
the amount of money invested in accessories should 
be about 10 per cent of the capital employed in the 
regular stock. Thus, if a dealer carries a $1,000 
stock of general hardware, $100 would be a proper 
investment in automobile sundries. A $2,000 stock 
would justify a $200 investment, and a larger stock, 
up to, say, $10,000, would run in about the same 
proportion. A thousand dollars invested in sun- 
dries, outside of tires and tubes, should furnish a 
very nice stock for even the larger towns. 

If a line of tires and tubes is to be carried, the 
investment should, in his judgment, be in about the 
same proportion as for sundries, and the firm 
strongly recommends that the merchant carry tires 
and tubes to give volume as well as profit to the 
business. They point out that while many hard- 
ware dealers have hesitated to carry tires and tubes 
on account of the supposed trouble involved, on 
tubes there is no more opportunity for trouble than 
on any first-class guaranteed line of tools or cut- 
lery. The “come-backs,” if a good tube is selected, 
are very few. 

On casings which are sold under a mileage guar- 
antee there are, of course, some adjustments to be 
made, but the proportion of these against the sales 
is considerably under 10 per cent, and in most cases 
under 5 per cent. Manufacturers will always make 
equitable adjustments on defective tires, and after 
a little experience the merchant will be able to 
handle adjustments in a way to make the tire game 
help rather than hinder his business. 

Nearly every store of any size throughout the 
country employs a tinner, locksmith or repair man, 
who is working only from half to three-fourths of 
his time. The Shapleigh Hardware Company be- 
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lieves it is good business for the merchani to teach 
this man to take off and put on tires, attach bumpers 
and spot lights, put in spark-plugs, put anti-freezing 
compound into radiators and give other service of 
the kind furnished by garages. This will not add 
one cent to the merchant’s labor outlay, but it will 
build business. As the sales grow, the dealer should 
install a gasoline-filling station, put in free air 
service, add more complicated parts and attachments 
and gradually build the accessory department into 
the largest and most profitable of his business. 


A Don’t List for Dealers 


” advising the hardware dealer to stock automo- 
bile accessories, the Shapleigh Hardware Com- 
pany has a list of “Don’ts” for the man about to 
enter the game. It runs as follows: 


“Don’t let anybody sell you an item 
on which you have to make a practical 
demonstration on the customer’s car 
in order to land the sale. 

Don’t buy a lot of ignition parts that 
you don’t know anything about. 

Don’t buy goods that the automo- 
bile owner or your shop man is inca- 
pable of attaching. 

Don’t overbuy on seasonable items. 

Don’t buy freak spark-plugs. 

Don’t attempt to stock magnetos, 
starting and lighting systems, spark 
coils and goods of similar character, 
unless you are prepared to attach 
them and demonstrate them. 

Don’t decide because a salesman of- 
fers you “a wonderful, money-saving 
device,” that your fortune is made. 
Fight shy of such items until their 
real worth is established. 

Things that impress you as good, 
try out in a small way. If they do 
what is claimed for them, push them; 
if not, get rid of them. There is, 
however, no reason why you should 
not sell and make a profit on such 
goods as tire boots and patches, patch- 
ing rubber, tire chains, tire covers, 
valve parts, pressure gages, pumps, 
spark-plugs, fuses, horns, foot pedals, 
cut-out valves, timers, hub caps, radi- 
ator hose, tool boxes, fan belts, valve 
grinders, coil box locks, padlocks, 
lamps, spotlights, headlight glasses, 
lenses, lamp bulbs, flash lights, wire 
cable, switches, hydrometer syringes, 
battery testers, battery connectors, 
sponges, chamois, bumpers, small vul- 
canizers, radiator cement, rubber ce- 
ment, tread fillers, grease and oil 
guns, carbon removers, valve remov- 
ers, cap and set screws, nuts, lock 
washers, jacks, wrenches, pliers and 
other items of similar character.” 


The Garage Man Has His Eye on the Hardware Business 


66 HILE the hardware men of the country have 

been so confidently discussing the taking 
over of the automobile-accessory line, the ga- 
rage men and accessory dealers have not beer 
entirely idle. They have also had their discussions, 
and have been advocating the plan of putting in 
hardware, especially the machinist’s line of hard- 
ware. Some of them are already doing it.” Ac- 
cording to one of the prominent men in the Shap- 
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Peete, 
A model show window in the accessory display rodm 
of Shapleigh Hardware Company. The display is 
simple but attractive, showing a piece of plantation 
rubber, a “ham” of up-river rubber, a fine para, sea 
island fabric and three tires 


leigh organization, the average garage man is now 
selling more wrenches, pliers and screw drivers 
than are being turned out of the average hardware 
store. Do you get the significance of that asser- 
tion? If the garage man has developed the sale 
of these three items to such a degree, isn’t it barely 
possible that he can also develop sales of other 
hardware items to a similar volume? 

Isn’t it about time that the hardware dealer 
began stopping the inroads that are being made 
into his business by others? The 5 and 10-cent 
store is taking the knicknack business, the drug 
store is taking toll from the cutlery business, the 
grocer is selling enamel ware and small house fur- 
nishings, and now the garage man comes along 
with a proposition to grab all the best tool business. 
What are you going to do about it? 


A Message from the Jobber 


CAN only close this article with the admonition 

as given me by those clear-headed fellows who 
handle accessories for Shapleighs: 

“Tell the retail dealers to wake up, get out of 
the rut and get in line. The handwriting on the 
wall is plain, and the hardware dealer who thinks 
he must handle nothing but the old hardware lines 
is doomed. He must add new items to his stock. 
He must advance with the times, and there is no 
new line that is more in keeping with the hardware 
business than the automobile accessory line. It is 
a. small business now in comparison to what it will 
be in two years, five years or ten years. The only 
thing that seems destined eventually to replace the 
automobile is the aeroplane, and the flying machine 
requires the same kind of accessories as the motor 
car. The hardware dealer who puts in the accessory 
line is playing a safe game, and the sooner he does 
it the bigger business he will build and the greater 
profits he will gain.” 

This is the advice of a big jobbing house in re- 
gard to a big merchandise line. With its record of 
success, who is more able to intelligently advise 
you? The jobber is back of the retailer in the 
fight for bigger, better business. Do your part. 
Go in and make good, as the Shapleigh Hardware 
Company has done. 
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Adventures in 
Hardware Shopping 





Buying Some Automobile Accessories 


By FRANK FARRINGTON 


ccessful Merchant and Recognized Authority on Retailing 


HEN it came to getting the car ready for 
W the opening of the season there were sev- 

eral things to be bought. There’s nothing 
strange about that, because anybody who owns a 
ear is always buying something in the way of sup- 
plies or accessories. You never get the thing so 
well equipped that you can’t improve it any. That’s 
why automobile accessories make such a good line 
for the hardware store. 

Well, I had a leaky radiator, for one thing, and 
I knew there was some kind of dope that would stop 
that, because I had seen it advertised. I wanted a 
pair of good goggles, and I had to have some spark 
plugs; and if I gave a list of all the things I’d like 
té have had it would take up a page. 

For some months I had been getting occasional 
letters and circulars from one of the hardware stores 
in our town, the biggest one. They were announc- 
ing and booming the addition of a line of automobile 
accessories, and they seemed to be very anxious 
to get my business, if I could judge by the tone of 
their advertising communications. I thought I’d 
just try them on these new spring wants. The 
garages carry most of the things I want in the 
accessory way, but you know how it is in a garage— 
it isn’t like buying in a store. They don’t have 
things displayed much, and instead of clerks you 
may have to buy from a mechanic whose hands 
blacken the things he handles, and he probably 
doesn’t like the selling end of the job anyway. The 
hardware store really has a good deal of advantage 
when it comes to merchandising supplies and acces- 
sories. 

I walked into this hardware store, expecting to 
see an automobile accessory department, or a big 
case filled with such goods, with a sign over it; 
but I couldn’t see any automobile goods anywhere 
except some tires in the window. ‘Where’s your 


“T’ve got a little list” 
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“What I call an educated 
bonehead” 


automobile department?” I asked the 
clerk. 

“We haven’t any regular department for those 
goods,” he replied. “What did you want to get? 
We have a very full line, but the goods are kept in 


drawers, and wherever it is most convenient.” 


accessory 


Wanted to Back Out 


7 be honest, I was disappointed, and wanted to 
back out, but I couldn’t very well do that, so | 
asked: ‘“What’s the best kind of spark plugs?” 
“Why, there’s a million kinds of spark plugs,” 
the clerk responded. “I guess they’re all good ones. 
We’ve got the Hotstuff and the Blueblazes and the 
Quickshot.” 
“What is the difference in them?” 
“Why—er—the Hotstuff sells for one-fifty,” and 
he began to get out samples of the three kinds and 
read the labels on the boxes, “‘and the other two are 
a dollar each. I guess the Hotstuff is the best plug. 
It says right here on the box that it gives a very 
fat spark, and every plug is guaranteed absolutely.” 
“A dollar is all I ever paid for a spark plug,” | 
told him, “and they have always worked all right. 
Of course, ifthe Hotstuff ones are enough better, | 
might be glad to pay the difference. They might 
be cheaper in the long run.” 


“Yes, that’s the idea,” said the clerk. ‘“They’re 
cheaper in the long run.” 
But that was all he knew about it. I am not 


sure that he knew what a spark plug was for. He 
certainly could give me no idea why one kind was 
more expensive, or worth more, than the others. 
I passed up the spark-plug proposition for the mo 
ment and asked him if they had anything to stop a 
leak in a radiator. 

“Oh, yes, we can solder it up for you. Bring 
the radiator in any time. We have a good repair 
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man in the shop, and he knows all about radia- 
tors.” 

“T don’t want it soldered,” I said. “It’s just a 
little leak, and there’s a kind of stuff you can put 
into the water and it works around through the 
radiator and plugs up the leak.” 

“You don’t know the name of it?” 

No, I didn’t remember the name. I suppose that 
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was where I was:lame. I asked him if I could 
go up in the shop and see the repair man. I thought 
he might know the name of that leak-stopping stuff. 
Oh, yes, I could go right up those stairs there, and 
he seemed glad to have me go. I found the repair 
man, and the clerk had been right about him. He 
knew all about radiators. ‘You don’t want any sol- 
dering for that little leak. Get a can of Leakstop 
when you go downstairs.” I asked him if the clerk 
knew where it was. “Yes, he knows where anything 
is if you know the name of it, but if you only know 
what it’s for you might just as well save your breath. 
He’s what I call an educated bonehead.” 

That name seemed to apply very well. I got the 
Leakstop, but I did not stay to consider any other 
purchases, and the educated bonehead did not make 
any suggestions or remind me again of the spark 
plugs. 

Trying Again 


| KNEW the Johnson Hardware Company carried 
automobile accessories, and I had long seen in 
the advertising the catch phrase, “Ask for Mr. John- 
son.” Their place was right on my way, and I went 
in and asked for Mr. Johnson. I noticed the clerk 
seemed surprised at my not wanting him to serve 
me. He said: “Mr. Johnson is busy. If you would 
leave your card I could tell him what your line is, 
and arrange for him to see you later perhaps.” 
Well, that was a new one on me. I never before 
was asked for my card when I went into a store 
to buy, but I grasped the situation. This clerk 
thought I had come to sell. I guess not many folks 
ask for Mr. Johnson. I am just a little pigheaded 
at times, though, and I said: “I haven’t anything 
to sell. I want to buy, and your advertisement says 
‘Ask for Mr. Johnson,’ so I’ve asked for him, and 
I want to see him. Trot him out.” 
The clerk acted as if he thought I might be a 
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little dippy, but he went back to the office and 
brought out Mr. Johnson. “Did you wish to see 
me?” asked the dapper little Mr. Johnson, looking 
over his glasses. He was an old-fashioned-looking 
merchant. I told him why I had asked for him, and 
added that I supposed he advertised in that way be- 
cause he wanted to get in personal touch with his 
customers and know them better. 

“Oh, no,” he said. “I had a clerk for a while 
who had a lot of advanced ideas about advertising, 
and he put that phrase in my advertising, and | 
guess we haven’t changed that advertisement since 
he left. I will be glad to have George show you 
anything you wish to see. You will excuse me. 
I am very busy.” 

This idea that it would be better shopping in a 
store than in a garage did not seem to be working 
out just the way I had expected, and I had just 
about concluded that I might as well go over to 
the Central Garage and buy the things I wanted 
when I saw a new sign down the street. It stuck 
straight out from the Upjohn Hardware, and it read, 
“AUTOMOBILE ACCESSORIES.” I went right to 
it. I had forgotten the Upjohn store. As a matter 
of fact, I had never patronized it, anyway. The 
proprietor had never helped my business any, so I 
had not happened to drift his way. 

As soon as I entered I saw a duplicate of the out- 
side sign, in smaller size, over a section where there 
were displayed automobile goods of all sorts. A 
clerk was working in that department, and I went 
to him. He greeted me pleasantly, and remarked: 
“This weather makes a fellow think of getting the 
car in commission, doesn’t it?” 

I agreed, and I asked him which was the best 
spark plug. 

“T don’t know,” he said. “There are many kinds, 
and I believe most of them are good ones. I'll tell 
you what we have found out here, and you can judge 
for yourself.” He got out several kinds of plugs 
and laid them on the counter. “Here is the plug 
we sell most of, but I think that is because it is a 
popular-priced plug, and it is used very generally in 
cheap cars. These three kinds here are good, and 
each one has some motorists who claim it is the best. 
This plug here,” and he picked up one that seemed 
to have some different features about it, “has some 
advantages that I believe are important.” 

He went into detail about the mechanical con- 
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struction of that plug and contrasted it with the 
cheaper ones. He actually showed me so I could 
understand several advantages that were worth con- 
sidering, and he made it plain that under ordinary 
circumstances the better plug would outlast two 
cheap plugs, and give better service besides. He 
knew all about spark plugs. I bought a set and 
asked him how he came to know so much about the 
line. 

“It’s my business to know about any line I have 
to sell, and I have studied the literature of the mak- 
ers of these various plugs and I have talked to 
the salesmen. I made notes of all the good points 
I picked up and I learned those points. How are 
your tires this spring?” 

My tires were good, and I told him so. 

Real Salesmanship 

66 AVE you looked them over for little cuts? It 

will pay you to take some Rubberdough and 
fill every hole that goes through to the tread. 
If you do that not one of those holes will get bigger. 
If you don’t, you know any of them may develop a 
blowout later. You probably have a can of Rubber- 
dough, haven’t you?” 

No, I hadn’t. I hadn’t even thought to look over 
the tires for small cuts. I knew there were no big 
cuts in sight. To be brief about it, I took with me, 
in addition to the spark plugs, a dollar can of Rub- 
berdough. 

Something new in the way of a jack caught my 
eye as I started out, and I inadvertently hesitated 
to glance at it. That was a fatal hesitation. The 
clerk saw me. “Let me show you something about 
that jack,” said he. 

I had seen these new jacks advertised in the maga- 
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zines, and had wondered how they worked, but | had 
a perfectly good jack, and didn’t need a new one, 
However, I was interested. The clerk soon had 
this jack on the floor and had me working it enthusi- 
astically. “That’s fine,” I said, “but I have one 
good jack now.” 

“Did you ever have to change tires or put on 
chains where you couldn’t get a jack under the axle, 
or any other place where it would lift and leave your 
wheel free?” 

“T’ve had to dig down in the mud a foot to get 
room for the jack, and also I’ve had to be pulled 
out because I couldn’t get jacked up,” I admitted. 

“And the answer to that,” said my intelligent 
clerk, “is to have two jacks in the car, and you will 
come to that some day, especially for long trips. 
Then you can set one jack under the hub of the 
wheel and raise it up until you can get the other 
jack under the axle. If a man has room for them, 
he will save more time and trouble, and maybe 
money, by having two jacks than by almost anything 
else he can carry.” 

I don’t know whether I am easy or not, but ‘when 
I got home I had two jacks, and one was the one I 
was shown at Upjohn’s. 

I forgot to mention one other incident in connec- 
tion with this store and this clerk. I was out of 
the door when I happened to think of the goggles. 
I opened the door and called back: “You don’t keep 
goggles, do you?” 

“We have a supply coming, and they will be here 
to-morrow morning. Will you let me bring the as- 
sortment over to your office, so you can look them 
over? Needn’t buy if you don’t want to, you know.” 

“Bring them over,” said I, “but don’t bring any- 
thing else with them.” 


Where Folks Buy Automobile Accessories in Lancaster 


Side view of accessory department of Reilly Bros. & Raub hardware store, Lancaster, Pa., where real 
merchandising to motorists has won out 















































H. W. Alger, manager, Hib- 
bard, Spencer, Bartlett & Co., 
Automobile Accessory Dept. 














































R. H. Smith, buyer, Hibbard, 


Spencer, Bartlett & Co., Au 
tomobile Accessory Dept. 


Automobiles and Motor Accessories 
—QOur Third Largest Industry 


Big Chicago Jobbing House Urges Hardware Merchants to More Generally 
Stock Motor-Vehicle Accessories— Specialize in Their Sale 


COMPANY, Chicago, II]., among the first 

of the big jobbing houses to engage in 
the automobile supply business on a large scale, is 
not only recommending, but is urging, the retail 
hardware merchant to sell motor-car supplies, as a 
logical, practical and profitable addition to the hard- 
ware line.” 

It was H. W. Alger, manager of the firm’s big 
accessory department, who voiced the above senti- 
ment in response to the inquiry: “Should the hard- 
ware dealer handle automobile accessories?” It is 
not the snap-judgment answer of a novice. It is 
the verdict of a man who knows, based on tangible 
facts. 

Ten years ago, if the above suggestion had ema- 
nated from the conservative house of Hibbard, 
Spencer, Bartlett & Company, it would have occa- 
sioned much surprise and comment in hardware 
circles, because at that time there existed many un- 
certain and unsound conditions in the automobile 
trade. As a matter of fact, this large Chicago 
concern, whose policy has always been regarded as 
a barometer for safe merchandising, was, until a 
few years ago, counseling its customers to go slow 
in the matter of motor supplies. There were ap- 
parently many good reasons for this attitude, the 
chief one being that the business was passing 
through its transitory stages, and was not yet on a 
firm merchandising basis. There were no stand- 
ards established, by which the buying of stocks 
could be regulated, and there were no means by 
which to determine the ultimate direction of the 
demand. 

Since that time the trade has witnessed the 
standardization of automobile parts and accessories, 
and the consequent elimination from the market of 
useless items and articles of questionable merit, 
until now the average dealer can safely and profit- 
ably engage in this rapidly expanding business, 
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provided he chooses a representative source of sup- 
ply. The element of risk encountered is no more 
than that of any other legitimate business venture, 
while the opportunity for profit and business growth 
is probably greater than in any of the newer hard- 
ware lines. 

Steady Growth of Orders Necessitates a Special 

Department 

ALTHOUGH Hibbard, Spencer, Bartlett & Com- 

pany were extremely careful in the matter of 
advising the retail dealer to take on the accessory 
line, the firm was by no means slow in conducting 
its own experiments and investigations. Back as 
far as the year 1908, the attention of H. W. Alger, 
head of the Sporting Goods Department, had been 
directed to the rapidly increasing number of small 
orders from retail dealers, for articles that are now 
classed as “automobile accessories.” In mary cases 
the items called for were not even carried in the 
firm’s big jobbing stock, and it was necessary to 
pick them up from local automobile supply houses. 
Naturally such a state of affairs could not long 
exist. 

Mr. Alger quickly saw that there were wonder- 
ful possibilities in the new demand, as well as great 
opportunities to build up additional trade in many 
items regularly carried in stock. He realized, also, 
that success could only come through the estab- 
lishment of a regular department for the handling 
of automobile sundries, and through his efforts the 
firm was soon induced to give the venture a fair 
trial. To-day the offspring of that idea is not only 
one of the most interesting departments in the big 
Chicago jobbing house, but it has established itself 
among the leaders in point of size and profit. 

Naturally the first intensive sales efforts were 
directed along the lines of tires and tubes, since 
these items were more standardized than those in 
other divisions of the accessory line. A well-known 

(Continued on page 210) 
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“Remember that 
practice makes 
perfect in letter. 
; ing, more surely 
than in any other 
job you may 
undertake” 


Joseph 
Bertram 
Jowitt 
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Suggestions on Spacing and 
Lay-out 


By JOSEPH BERTRAM JOWITT 











“Don’t try tof¥crowd a whole news- 
paper into a show card—Boil it down” 

















dation forms the principal basic part in the 
construction of a building. Likewise is the 
layout and spacing the foundation for showcard 
writing. Almost any kind of lettering properly 
spaced will present a better appearance than perfect 
lettering poorly spaced. 
Much could be written in a technical way which 


N: one will dispute the statement that the foun- 


would fail to convey to the beginner’s mind as clear 
a solution as is shown on Plates 19, 20 and 21. 
With a soft lead pencil first draw the horizontal 
lines. Then (very faintly) “sketch in” the letter- 
ing like that shown on Plate 19; these faint lines 
will act as a guide and will not show when the 
lettering is finished, or they may be erased with a 
piece of artgum. 
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Here are a few motor accessory show cards that Mr. Jowitt has prepared as suggestions for readers 
of HARDWARE AGE. The illustrations are clipped from advertisements. The cards are made and lettered 
in various colors 
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Study the layout and spacing on the Diamond tire 
card. The line through the center helps divide the 
words equally. There are eight letters in “SQUEE- 
GEE,” all of uniform width. The “R” in “Tires” 
is spaced a trifle more to the right of center line to 
allow for the letter “I’’ taking less space than other 
letters. 


CAhate ZY... 








The lines drawn all over this card are drawn in 
ink because lead pencil lines will not reproduce as 
well as ink in photographing. All of these lines will 
not be necessary when the student becomes more 
proficient in lettering. 


Sketching in Letters 


PLATE 19 gives another idea of layout showing 

the method of “sketching-in” letters with light 
pencil strokes, while the same idea is earried out in 
finished form on Plate 20. 

One fault generally found among beginners is the 
tendency to “crowd” the showcard with reading 
matter. In some cases the story must be told but 
it can always be “BOILED DOWN” and then 
some. 

Composition in lettering is almost too intangible 
to be defined by any mathematical rule. Some let- 
ters must occupy more space, others less, to pro- 
duce the appearance of uniformity. Experience 
through practice and observation will school the 
eye, which must be trained until it is susceptible 
to the slightest deviation from the perfect whole. 

A good way to train the eye in this way is to try 
and “strike” the center of a card by marking with 
a pencil where you think it is. If you have a good 
eye for spacing you will come close to the center 
the first time. It is as simple as guessing how 
many nails make a pound. 

All ROUND letters should be spaced a trifle more 
closely to each other, such as C, G, O and Q, and the 
full-space letters, such as M, N, D, B, H, K, R, U, 
S, X, Z, E, should have more space between them. 

All open letters, W, Y, V, P, T, L, J, A and F, 
should be closely spaced on account of their open 
shapes. 

Words should not be divided at the end of a line. 
A little study and care in layout will make this un- 
necessary. 

The next article of this series will illustrate and 
thoroughly explain how to draw pictures for show 
cards by the scale method of copying and enlarging 
which is used by bulletin and wall-picture painters. 





Tire Tips and Accessory Kinks 


Ideas and Systems That Build Up the Automobile Accessory Business and 
Make the Handling of Tires Pleasant and Profitable 


By L. S. SOULE 
The Man Behind the Counter 


and attempting to conduct a business on sheer 

luck is like trying to run an automobile 
without oil. There is only one shortest road to 
success in any line and often that road is not 
charted on the official maps. It is up to us to 
locate it. There is no chance to sidestep or pass 
the buck. Often we win or lose through the adpo- 
tion or rejection of some simple idea or system 
that hardly shows its value on its face. 

Back in the good old kid days when a dime 
looked bigger than a dollar does to-day, I bumped 
into my first money-making kink and the memory 
of it sticks with me to the present time. It was 
in a little Minnesota town, where there were fev 
opportunities for the owners of bare feet anc 
freckles, and a few of us used to grab off our fall 
spending money by harvesting hazelnuts. We 
would walk for miles gathering the green pods 
or shucks, which were then spread out on the roof 
of the wood shed to dry. The nuts would then be 
threshed out in a gunny sack with a baseball bat 
and sold by the quart to the corner grocer. If 
luck was with us we could clean up the munificent 
sum of twenty-five cents, by working five evenings 
a week and that part of Saturday which Dad al- 
lowed for recreation. The returns were hardly 
enough to buy the candy necessary to hold the af- 
fections of the yellow-haired girl in the next block. 
Strictly speaking, the business was unprofitable. 

Necessity is the mother of invention and our 
income needed a parent badly. Finally two of us 
evolved the scheme of making a_ mechanical 
thresher, and after several failures we finally 


Tanda is a kink or a system to fit every trade, 


Home-made tire rack used by Shipley Hardware Com- 
pany, Lafayette, Ind. 


Overhead tire rack in store of J. W. Bush, Oakes, N. D. 
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constructed a rude model from the cast-off parts 
of two old fanning mills. Compared with a mod- 
ern threshing machine it would hardly be consid- 
ered a howling success, but it certainly did speed 
up our nut output. We cleaned up our available 
supply of dried material in a half hour’s time and 
pulled down a week’s pay. Next we conceived the 
plan of threshing on shares for the other kids of 
the community, and business prospered. 

There were no more long hikes for us over the 
dusty roads and no more long hours of nut pick- 
ing in the hot sun. We moved the invention to a 
shady spot, took turns at the crank and whacked 
up on the returns. For several seasons the prob- 
lem of fall spending money was solved. We had 
demonstrated that the hazelnut business was a 
profitable one under right conditions. Just one 
simple kink had turned the trick and put us on 
Easy Street. True it was only a kid stunt, but it 
carried a hunch that has been valuable many 
times since the original firm discarded short pants 
and donned shoes for keeps. 

Perhaps a few new ideas on the handling of 
tires and accessories may do as much for you in a 
business way as that thresher stunt did for us in 
the old kid days. 


A Special Room for the Tire Stock Will Facilitate Sales 


[UBING the past two years The Man Behind 
the Counter has seen the inside of several 
hundred hardware stores where automobile ac- 
cessories are handled, and has asked more ques- 
tions than the Government puts on an income tax 
blank. In almost every case the dealers ques- 
tioned have complained about the would-be friend 
who has queered tire sales by butting in at the 
wrong time, and the idea struck me that the best 
way to solve this problem is through the establish- 
ment of a special tire room. You have a special 
room for builders’ hardware and for stoves, why 
not for tires? 


House Your Selling Stock of Tires in Neat and 
Serviceable Racks 
NEAT, well-balanced display has much to do 
with creating that favorable first impression, 
on which a successful sale so often depends. It 
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Exhibit E—A movable tire rack that can be made of 


pipe. It can be placed anywhere in the store and dis- 
plays tires attractively 
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is a good plan, therefore, to store your tire stock 
in well-made serviceable racks, fitted to your wall 
or floor space. Such a system makes your stock 
more convenient and renders it more important in 
the eyes of the prospect, than if the tires are 
piled indiscriminately on the floors or on tables. 
HARDWARE AGE has at various times illustrated 
tire racks used by hardware dealers, any of which 
can be easily constructed in your store during 
leisure time. With this article we also illustrate 
one in use by a prominent firm in Indiana, whose 
tire sales run well around $40,000 a year. It is 
fashioned from common black pipe and extends 
from the floor to the ceiling along one entire wall 
of the firm’s tire room. 

There is nothing complicated about it, and a 
few hours’ work will duplicate it in your store. 
The rack can be varied in size, or can be modified 
to make an overhead rack, suspended from the 
ceiling, with a space for shelving to accommodate 
the tube stock below. 

Another rack in use in the store of J. W. Bush, 
Oakes, N. D., is constructed of wood strips. This 
rack is fastened to the store ceiling and the space 
below is utilized for a display of ranges. 

I am also furnishing a drawing for a suggested 
portable tire rack for use on the main sales floor 
of a store. (Exhibit E.) Like the rack first men- 
tioned, it is to be constructed of pipe, but is to be 
mounted on casters to 
facilitate moving. This 
device is planned to ac- 
commodate two rows of 
tires, while the bar 
across the top can be 
used to display spot 
lights and other acces- 
sory items. If none of 
these devices are adapted 
to your particular needs, 
get busy and design one 
that will fill the bill, but 
at any rate get those 
tires off the floor and 
into arack. It will mean 
better business and 
larger profits. 


Exhibit B—Tag to be at- 
tached to tires in stock 


BLANK © COMPANY 


Blank, [1ll. 





Sold To 
Address 











Pointers on Handling 
the Tire Stock 


IRES, like any other 
commodity, will de- 
teriorate if kept too long 
in stock, and it therefore 
behooves the dealer to 





Tread 


Serial No. 





Sold To 





Address 
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move out his oldest stock first. This can be done 
by storing the new tires in a separate place until 
needed in the racks, and by marking each tire in 
the display stock with a key number which will 
designate the date of arrival. Let the first fig- 
ure be the number of the month, the second 
one or two, as the case may be, the day of 
the month, and the last figure the year. Thus 
the number 3257 would indicate that the tire was 
received in stock during the third month (March), 
on the twenty-fifth day and in the year 1917. 
When making sales it is comparatively easy to 
turn out the oldest tires, keeping the stock always 
fresh. 

So far as possible leave the factory wrappings 
on the tires until they are sold. This protects 
them from dirt and scratches and saves time and 
paper when the tires are turned out. 

Keep an accurate record of all tires sold, for 
use in case adjustments are demanded. The cus- 
tomer may be right, but you can’t afford to take 
his bare word as to date of purchase in case he 
wants a tire replaced. Almost invariably the time 
limit will be short, if the customer’s memory and 
imagination are given free rein. This means a 


loss to you and losses must be avoided if tire 
profits are to be made. 

A simple method for handling such a record is 
through the use of a perforated tag, the lower 
part of which can be filed in a card index. 


I have 


Exhibit A—Card for indexing automobile owners in 
your trade territory 





Name Address 


Type Of Car 


Customer Yes No 








Form letters 


Date Mailed 























Inquiry 











suggested a form which can be used to advantage 
where the tire stock is not too large. (Exhibit 
B.) 

As you will notice, this tag is perforated near 
the center, so that the lower half can be easily 
detached and both parts have spaces for recording 
the date of purchase, the tire number, size, bead 
and tread, serial number and the name and ad- 
dress of the purchaser. These spaces, with the 
exception of the date and the purchaser’s name 
and address, can be filled in when the tire arrives 
in stock. 

When the sale is made the additional data can 
be recorded, and the lower part of the tag can be 
torn off and placed in the card index. If a tire 
is returned for adjustment the merchant looks up 
the purchaser’s name in the file, locates the card 
and immediately has all the necessary information 
at hand. 


A Large Tire Stock Requires the Use of a Tire Record 
Book 
F the tire stock is a reasonably large one, good 
business judgment demands the use of a rec- 
ord book, in which all information concerning 
tires is entered. There are two methods by which 
such a record can be handled to good advantage. 
In one, each size of tire is given a separate page 
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when stock arrives, balance from sales slips. 


Size Tire 








34 X4 
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Exhibit C—Puge for tire record book where system of indexing by tire sizes is used. Serial numbers entered 
By checking against stock losses can be detected 


BLANK HARDWARE COMPANY TIRE BOOK 12 
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and the book is indexed according to the sizes. sizes are selling. Other columus can be added to las 
With the other system size is merely an item in’ give any other information desired, and the care- ib 
the entry and the pages are indexed according to ful use of either of these records will add greatly Ht 
the names of the customers. to the profits of the tire department. rf 
Bade a ge nt ee A Card Index Mailing List for Prospective Customers a 
(Exhibit C.) The spaces are headed as follows: PRACTICALLY every live dealer now acknowl- t 
Serial No. . Tire No. Sold To edges the importance of an accurate mailing hy 
Address Date Remarks. As the list in building up a good tire and accessory busi- Fs 
stock arrives in the store the serial numbers and ness. All the information for such a list can be ia 
tire numbers are entered directly from the in- procured from the official who issues the automo- 
voice, then when the tire is sold the name and _ bile licenses and its use gives a substantial basis 
address of the purchaser are entered on the sales for an advertising and form letter campaign. t 
slip. Later the bookkeeper makes the proper en- When such a campaign is contemplated a card in- ' 
tries in the tire book, opposite the serial number. dex can be used to decided advantage. I have de- a 
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on which his purchase is recorded. The spaces This allows for the name of the prospective 
on each page are headed in sequence as follows: customer, his address, the type of car he owns, % 
Sold to Address Serial No. ——. whether or not he is already a customer of yours, $ 
Tire No. Size Date of Sale. With and what his rating is. Then comes a series of 


this system the serial and tire numbers can be 
entered as in the first case, or all the entries can 
be made at date of sale. The one big advantage 
of entering all serial numbers from the invoices 
is that the stock can be checked up at intervals 
against the record and the loss of any tires de- 
tected. If a tire is stolen a check of the record 
shows exactly what tire was taken and aids in 
tracing the loss. 

With the first system, as all tires of any cer- 
tain size are entered on the date received. a val- 
uable check is given on rate at which the different 





Exrhihit D—Tire record when indexing is by names. 
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Entries made ot time of sale, or serial numbers can he 
entered as stock comes in. Valuable information in making adjustments 


BLANK HARDWARE COMPANY TIRE BOOK 














spaces numbered to correspond with the form let- 
ters, with a blank space below each number in 
which to enter the date such literature was mailed. 
There is also an additional space Where inquiries 
can be noted. This system allows the merchant 
to get the full value out of his mailing list by 
making sure that all the form letters and adver- 
tising matter are mailed out in sequence. It can be 
further develoned or cut down as local conditions 
warrant. Perhaps this is only another nut idea, 
but it has made good for others and can do the 
same for vou. At least it is worth a trial. 
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“Getting “Em” 


By 1. HORACE VOGEL 


Salesman with M. I. Davidson, 


hardware merchant, Brooklyn, 
ge 


‘‘We introduced our- 
selves to. local motor- 
ists by giving them our 
definition of the all 
important word 


SERVICE.” 


HAT’S the answer? You’ll go into a swell 

café, get a sandwich and a cup of coffee 

and cheerfully pay a dollar for it. Then, 
on another occasion, you’ll visit the Grab-a-Lunch, 
directly across the street, get that same sandwich 
and coffee for a dime, and go out sore. 

What’s the answer? 

Service! 

A couple of years ago when the building business 
started to decline, it became necessary for us to turn 
our attention for the time being from builders’ hard- 
ware to some other line. We chose tires and motor 
car accessories, and it’s a mighty good thing for us 
that we did. It looked a bit hopeless at the start, 
with the many second-hand tire dealers poisoning 
the mind of motorists with their advertisements on 
“New tires slightly blemished’”—using low prices 


***The average motorist 
is beginning to realize 
that actual thrift means 
not immediate cheap- 
ness but systematic, 
long-run economy.” 


as a bait for which many tire users “fall” to this 
very day. 

We, however, adopted a policy of “Service” and 
proceeded to educate the public to the fact that ulti- 
mate cost should be held far more important than 
initial investment. The average motorist is begin- 
ning to realize that actual thrift involves not im- 
mediate economy but a systematic long-run economy. 

To strengthen this inevitable theory we sell tires 
and accessories of what we consider the very best 
makes. These are naturally the highest priced 
goods, but we know they’re good and we back them 
to the limit. 

We introduced ourselves into the minds of local 
motorists by giving them our definition of the word 
“Service” on the back cover of a good tire maga- 
zine, sent through the mail. Here it.is: 


Note the variety of automobile accessories in this window display by 


Mr. Vogel for the M. I. Davidson hardware store in Brooklyn. 


Three 


of the show cards feature special auto finishes, which are becoming 
profit makers in hardware stores everywhere 
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This section of the automobile accessory department in the Davidson 
store shows how thoroughly a hustling hardware man has gone after 


the business of motorists. 


~ 


WHAT WE MEAN BY SERVICE! 


We extend to you the privilege of 
coming down to us as often as you like 
for an inspection of your tires. If there’s 
anything wrong, or about to go wrong, 
we'll tell you, show you how to prevent its 
getting worse, and how to prolong Tire 
Life in general. 

We offer this “service” to you abso- 
lutely without charge, whether your tires 
have been bought here or not, and you are 
placed under no obligation whatever. 

Just roll up in your little boat and have 
your shoes examined by an experienced 
tire man. You know the old adage—“An 
ounce of prevention is worth a pound of 
cure.” 

This is a standing invitation, and when Mr. Mo- 
torist “rolls up in his little boat,” we apply an air 
gauge to his tires, explain the infinite advantages of 
sufficient air, and supply it free at the same time. 
An alignment rod -goes between his wheels and in- 
forms us both to what degree they are out of line. 


Real Tire Service 

FoR tread cuts we recommend a patching cement 

and tire putty combination at a nominal cost, 
with full verbal instructions as to their uses. That 
Spare shoe, whose tread and side walls are fairly 
good, but whose inner fabric is somewhat broken, 
we explain, can be relined at a small expense, to be 
good for an extra couple of thousand miles. Mak- 
ing plain the good of blowout patches, outside pro- 
tection patches, and numerous other accessories of 
their kind, makes for better tire mileage, which is 
Synonymous with satisfaction to the mind of the 


Note the angle display case and the tire rack 
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motorist and mutual friendship of consumer and 
dealer results. Accessory business for the latter is 
also a big result. And what’s more, seven times out 
of ten the man who has had a taste of this service, 
and seen the benefits it provides, comes back for 
more, and “more” means tire sales and plenty of 
them. 

The service plan fits perfectly into the tire and 
accessory business and it is surprising to find how 
well it matches any other. The facts are these, as 
far as we are concerned. : 

Since we entered this field we have learned more 
ways of giving a square deal than we ever knew of, 
and we’re looking for new ones every day. We are 
more enthusiastic about sales in general, and noth- 
ing breeds success like enthusiasm. We try as far 
as possible to convey to our prospective customers 
that self-same confidence in our merchandise that 
we ourselves feel. 

“Service” has added a host of friends to our list, 
and we know that our reputation is being strength- 
ened constantly by mouth to mouth advertising. 
Hardware sales in general have increased materially 
as a result of our having done a service to some 
manufacturers or their representatives at some time 
or other. We often receive calls for hardware from 
sources that we probably would never have dreamed 
of until the auto supply game came along. 

As a salesman, my opinion of the average motorist 
is this: He is, when properly handled, the quickest, 
easiest, most sensible buying man of them all, and 
I’d rather sell to a car owner than any other man I 
know of. 





Taking Toll from Accessories 


How Three-Year-Old Accessory Section of the Shipley 

Hardware Company, La Fayette, Ind., Has Grown 

Into the Most Profitable Department of Their Big 
Hardware Store 


By L. 8. SOULE 


Western Editor 
HARDWARE AGE 





HE Shipley Hardware Company is an old-es- 
T tablished concern. For years Shipley’s has 

been a hardware Mecca for all within a rea- 
sonable distance of La Fayette, Ind. It is as much 
of a landmark as the city square which it faces. 
In fact, up to within a few years ago it had become 
almost too much of a landmark. It had reached a 
point where it was almost standing still. True, 
the firm was making money, just as a good bond 
yields returns on the investment. It was taking in 
a good yearly income and holding on to its cus- 
tomers, yet it was like a train that has pulled into 
the terminal. It was all dressed up and no place 
to go. The profits disclosed through the yearly in- 
ventory were mere duplicates of those for the pre- 
ceding year. They were also a criterion for what 
might be expected in the twelve months to come. 
Things were ripe for a change. 


New Blood and New Business 


UST about this time W. A. Shipley’s son, H. H. 
Shipley, finished his college course and came 
back actively into the business. He was young and 
energetic, and chafed under the sameness of yearly 
returns. He had little use for the so-called quiet 


seasons, and wanted to see the business machine 
humming along every day in the year. To him, the 
existing conditions suggested a rut, and youth de- 
tests a rut. He immediately began to study the 
possibilities of increasing his trade territory, of 
taking on new and more profitable lines, and of 
making that net income grow. His first big idea 
was along the line of stocking automobile acces- 
sories, and after some investigation the firm was 
induced to take the plunge. 

In three short years that experiment has de- 
veloped into the best-paying department of this big 
Indiana store, while the volume of general hard- 
ware business has grown in proportion. 

As I said at the start, the Shipley Hardware 
Company is conservative. It was therefore per- 
fectly natural that the initial stock should reflect 
that conservatism. The first order placed for ac- 
cessories did not total to exceed $300, and it covered 
only a comparatively small portion of the line. To- 
day their tire stock alone totals over $15,000, with 
the other accessories running about $3,000 under 
normal conditions. Any practical accessory that can 
be attached to a car without the use of an expert 
is to be found in that comprehensive and well-bal- 
anced stock. 


Systems That Have Made for Success 


6 ees Shipley Hardware Company did not go into 
the accessory game in a haphazard manner, but 
followed a series of carefully matured plans. First 


Part of the Shipley tire stock. Note the card signs 
giving sizes and types of tires 
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a complete mailing list was compiled, embracing 
all the automobile owners in the firm’s trade terri- 
tory, with notes as to the type of car each one 
owned. This was used as a guide in buying the 
accessories stock, and also as a target for judicious 
advertising. Next a distinct accessory department 
was instituted, with a neatly trimmed floor case and 
a section of shelving devoted exclusively to acces- 
sory lines. 

The store boasts two exceptionally fine show 
windows, and the window trimmer, Mark Cardiff, 
is an expert in his line. The policy was immedi- 
ately adopted of keeping one of those windows al- 
ways trimmed with accessories and kindred lines. 
It was decided to sell tires and accessories for cash 
only, and to mark all selling prices in plain figures. 
Every article displayed in their show windows bears 
a neat ticket on which is printed the name of the 
item and the retail selling price. To that one fea- 
ture much of the firm’s success is attributed. Dur- 
ing the past year the sales of accessories, exclusive 
of tires, have averaged nearly $1,000 per month, 
while as much as a thousand dollars’ worth of tires 
have been turned out in a single day. 

Next the field was carefully canvassed to ascer- 
tain the seasons during which the various items 
sold most rapidly, and advertising campaigns were 
planned to make the most of this knowledge. It 
was discovered that September was the banner 
month for tire sales in the La Fayette territory, 
and a little extra effort on the part of the firm re- 
sulted in $4,500 worth of tires being disposed of 
during that month of 1917. Tire chains were found 
to sell best at a time when the pavements were 
covered with ice. Another carefully planned cam- 
paign was instituted, and 1000 sets of Weed chains 
were passed over the counter during the month of 
January. 





Have Special Sales Room for Tires 


;{XPERIENCE soon taught the Shipley sales force 
that selling tires is much like selling stoves or 


Price tickets are used on all goods in this Shipley accessory window 


ranges. The best results were always obtained 
when the customer was free from outside influence 
at the time of the sale, and when his attention could 
be focussed absolutely on tires. This led to the 
installing of a special tire sales room on the second 
floor of the store, where the tire stock is now neatly 
displayed in a large home-made rack, constructed 
from ordinary black pipe. The rack is divided into 
sections, and card signs are used to indicate the 
sizes and kinds in each section. When a customer 
indicates a desire to see the tire stock he is ushered 
into the elevator and led to that tire rack. In the 
words of Mr. Shipley: “The rest of the sale is 
easy.” . 

New tires are stored in a separate place until the 
older stock is sold, and careful records are made of 
all sales. As all tire sales are for cash, this is 
easily handled. A tire book is kept, in which the 
serial numbers of all tires are entered when the 
shipments come in, then whenever a tire is sold 
the name of the purchaser, his address and the date 
of the sale is entered opposite the serial number of 
his purchase. Every few weeks the tires are 
checked up against the record to ascertain the loss 
of any tires. This gives a valuable clew to any 
tires that may be stolen. 

All tires are purchased outright, just as other 
merchandise is bought, and the firm makes all its 
own adjustments with its customers, settling its 
claim with the tire companies afterward. They 
have never failed to satisfy a customer or to get 
a fair adjustment from the tire concerns. 

No repair work on tires is attempted in the s‘ore, 
although a tire is sometimes put on.for a customer 
if desired. The policy of the firm'has been to 
handle no accessories that’ requiré the services of 
an expert to attach, and ‘to have at ‘all times a‘com- 
plete.line of such accessory if@ms as can be turned 
out over the counter, ‘Somme seconds” in tires are 
handled, but these*gre sold Atrictly as “seconds,” 
and carry absolutely no guarantee. 

There is an annual Automobile Show held in 
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La Fayette by the garage owners and the accessory 
concerns, but the Shipley Hardware Company is not 
allowed to exhibit, according to Mr. Shipley. Ap- 
parently the hardware firm is doing too much busi- 
ness in accessory lines to suit the local garage men. 
When their exhibit was turned down last year the 
firm decided to hold a show of its own, and to tell 
the people of La Fayette just why they were ex- 
cluded from the annual exhibit. The store was 
transformed into a booth, and the lobby of the 
Hotel Fowler was rented and similarly trimmed. 
Then the following advertisement was inserted in 
the local papers, and circulars bearing the same copy 
were distributed broadcast. The week of the Auto 
Show turned out to be the banner accessory sales 
week of the year for Shipley’s. 


Shipley Hardware Co. cannot maintain its 
policy of low prices and be permitted to 
exhibit at the Auto Show, so Shipley Hard- 
ware Co. will not be at the Auto Show 
18 months ago Shipley Hardware Co. 
opened an automobile tires and acces- 
sories department. To-day Shipley Hard- 
ware Co. is the biggest account in Indiana 
of one of the world’s biggest tire manufac- 
tories. Shipley Hardware Co. sells more 
of these tires than any other concern in 
Indiana. Shipley Hardware Co. sells more 
accessories than any other concern in La- 
fayette and probably more than most of 
them combined. 
And there is a very clear reason 
The automobile accessories department 
of Shipley Hardware Co. is NOT a member 


Exclusive of tires, the sales in this Shipley accessory 
department average $1,000 a month 
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of any organization whose purpose is to 
uphold high prices. The accessories de- 
partment is operated on a business basis. 
A price governed only by the price we pay, 
which because of big quantity buying and 
a strictly cash policy, is always rock bot- 
tom—you pay for what you get with the 
exorbitant “organization price” left out. 
We are having a show of our own 

At our big store, 330 Main Street. If you 
are interested in automobile accessories 
and tires, visit this exhibit. Comparison 
of prices will prove interesting. We also 
have an exhibit of Auto Tires in Fowler 
Hotel lobby. 

Automobile Accessories and Tire Depart- 

ment 


SHIPLEY HARDWARE CO., 
330 Main Street. 


This year when formal application for exhibit 
space was made it was again refused, and once more 
the firm pulled its own show with wonderful suc- 
cess. 


General Items of Interest About the Shipley Hard- 
ware Co. 


‘THE store of the Shipley Hardware Company 
is a very narrow one, as can be seen from the 
photograph, but every available foot of floor space 
is used to advantage. There are four floors and 
a basement. The two upper floors are used as stock 
rooms, the second floor houses the tire room and 
a large salesroom for stoves, ranges and refrigera- 
tors, while the basement has been converted into a 
model sales and display room for aluminum ware, 
granite ware and other housefurnishing lines. The 
firm has labored under a 
handicap in the matter of 
easily accessible space, but 
push and sound business 
methods have made it one of 
the most popular hardware 
concerns in that part of In- 
diana. Incidentally the ex- 
perience of the Shipley 
Hardware Company has 
proved that automobile ac- 
cessories can be _ profitably 
sold by hardware stores in 
towns where garages and 
straight accessories stores 
are plentiful. It has also 
demonstrated that tires can 
be handled at a profit if the 
hardware dealer will only 
get behind the line and in- 
sure a good stock turnover. 
This Indiana store expects 
eventually to do an accessory 
and tire business of over 
$50,000 a year, and we be- 
lieve that they will make 
good that expectation in 4 
mighty short time. What 
they have done other hard- 
ware dealers can do. Take 
this tip from Shipley’s: 
“Put in an accessory depart- 
ment and make it a real part 
of the business, rather than 
an obscure side line. Give 
it the best you have in the 
way of intelligent buying 
and selling.” 

-It may pull you out of 4 
business rut and put you on 
the paved track to bigger 
profits. 














Meeting Bristles with Suggestions 


Much “ Brass Tacks’’ Business Transacted in April Gathering of Brooklyn 
Hardware Retailers—Pointers for Every Retailer 


the Brooklyn Hardware Dealers’ Association, 

Incorporated. Their meeting on the evening of 
April 11 is a cracking good example of what these 
boys are doing. 

President E. P. Harris called the meeting to order, 
and introduced Miss Camille Donworth, advertising 
manager for the Mephisto bit. Miss Donworth is also 
president of a motion picture concern which specializes 
on industrial films, and she exhibited a recently pro- 
duced picture showing how Mephisto bits are made, 
and delivered a very interesting talk in connection 
with the views. F 

R. J. Atkinson, who is a member of the New York 
General Committee on the Liberty Loan, then reviewed 
the situation and told what hardware merchants were 
doing in this connection. He said: 

“In order to give you some idea of what a billion 
dollars is, it is only necessary to say that if you would 
take the Bible and put $300 on every word in it, at the 
end you would just have the first billion. 

“It is very necessary that this loan should be 
raised mostly from savings, as the taking of vast 
amounts by the monied interest would seriously cripple 
trade. While we have had a great many taxes levied 
upon us, we have not yet scratched the surface of our 
wealth compared to the warring countries.” 

He then introduced Roy F. Soule, editor of HARDWARE 
AGE, who also spoke on the Liberty Loan, following 
which subscription blanks were distributed. The first 
subscription placed was for $5,000. The Brooklyn Hard- 
ware Dealers have over 100 members, and they are out 
to come through 100 per cent strong on this loan. The 
committee consisting of R. J. Atkinson, P. G. Jones, 
George Brown, H. A. Cornell and F. Horn was ap- 
pointed by the Chair to canvass the trade thoroughly. 
A large number of interesting posters and Liberty Loan 
material distributed to the dealers will be effectively 
used. By unanimous vote $100 was donated from the 
association treasury to the Red Cross, $25 to the 
Y. M. C. A. and $25 to the Knights of Columbus war 
relief funds. 

Two new members, John Bunce & Co., represented by 
A. A. Bunce, and Henry A. Vogt, were then presented 
and welcomed into fellowship. Then came the Ques- 
tion Box. This association certainly is wide awake to 
the possibilities of this feature of a local hardware 
meeting. They have memoranda blanks printed, and 
as each member enters the hall he is given one of these 
blanks and advised to get his thinking cap working. 
These blanks are gathered up later in the evening and 
discussed in open meeting. 


Prices Are Discussed 


: ie first subject Thursday evening related to the 

prices commonly charged for 8-in. light tee and 
8-in. light strap hinges. It was found that the average 
price was 25c. and 30c. a pair for these hinges, includ- 
ing screws. Flathead iron screws were found to retail 
at 70 off, 72% off and 75 off in various sections of the 
city. With the new cost prices of 70, 20 and 10 some 
of these retail prices were eye openers. 

The next subject for discussion was black wire cloth, 
which was found to be retailing for 3c. a sq. ft. in cut 
lots, for 2%c. a ft. in lots of 100 sq. ft. and for 2%e. 
a sq. ft. by the roll. Light galvanoid was found to be 
selling for 4%c. in cut lots, 4c. in 100 ft. lots and 3%e. 
by the roll. 

The subject of 2-in. poultry netting then came up, and 
the common price was 1%c. a sq. ft. in cut lots, with 
roll lots 4c, lower. One dealer was found to be selling 
narrow widths of this netting at 1c. a sq. ft. by the roll, 
which, in view of the fact that narrow rolls of netting 
now cost more per sq. ft. than the wider rolls, was an 
evidence of the lack of knowledge of the true costs of 
his merchandise; proved very constructive to this 


()s of the best locals in the country is known as 


dealer. The common retail price in Brooklyn for 1-in. 
pouitry netting is 3c. per sq. ft. 

No. 7 sash cord is commonly retailed in Brooklyn at 
60c. a lb. A very interesting discussion developed on 
the advisability of selling rope by the foot rather than 
by the pound, and an example fresh from the day’s 
business certainly solved this problem. One dealer told 
how a customer had come in and asked for 50 ft. of a 
certain sized rope and for an approximate price. The 
clerk guessed, and he guessed wrong. When the rope 
was cut and weighed it was found to be worth 45c. more 
than the estimated price. The customer complained 
bitterly and actually went out of the store leaving the 
cut remnant of rope on the dealer’s hands. This dealer 
quickly concluded that he would sell rope by the pound 
and not by the foot. The price per foot, it was brought 
out, could be very easily determined, as rove runs 1200 
ft. to the roll. 

The Question of Help 
HEN came a bomb shell. Does any one know of a 
hardware clerk who wants a job? There was no 
answer. Then came a discussion on the right of the 
shipyards to sell augurs, adzes and broad axes to em- 
ployees at 5 per cent above cost. This discussion finally 
drifted into the subject of lip adzes, and it was found 
that Brooklyn was practically cleaned out of this article. 

Mr. Cornell then led in a very interesting discussion 
on how to handle a customer who had come in with a 
5/16-in. Russell Jennings auger bit, which he claimed 
was soft in the shank. Mr. Cornell replaced the article 
promptly, and the customer standing at his counter 
had taken and pried vigorously with this light tool until 
he had bent the shank of the replaced article. He con- 
temptuously said that it was not good. Mr. Cornell 
asked for opinions as to how this fellow should have 
been handled, and the suggestions should really Mave 
been heard by the complaining customer to be fully 
appreciated. * 

The retail price of square point No. 2 D handle shov- 
els was found to range from $1.25 to $1.50, with cost 
prices in small lots at $14.50 a doz., in dozen lots $14.35 
per doz. and in 5 doz. lots $14.25. 

At these meetings the merchants of Brooklyn bring 
in samples of job lot materials which they desire to 
move. One dealer came in Thursday night with 750 
5/16 x 2% brass machine bolts. He named his price 
but once, and the dealer sitting beside him said “T’ll 
take the lot.” James & Hawkins, prominent Long 
Island dealers, were represented by Mr. James, who 
told of a very interesting system he has of transferring 
slow stock from his cost books to his ledgers, and from 
there checking the slow sellers, which quickly go into 
job lots. He promised an interesting lot of this mate- 
rial would be on the bulletin board for sale at the next 
meeting. 

President Harris announced the appointment of the 
following committees: 


Thomas G. Dun- 


Delegates to Metropolitan Association : 
Atkinson, H. A. 


can, Chairman, 1768 Fulton Street; R. J 
Cornell and E. P. Harris. 

Reception Committee: 
Street; F. Horn, R. J. 
kinson and A. Wilkins. 

Finance Committee: Henry Taylor, Chairman, 2777 At- 
lantic Avenue; A. F. Grafenstadt and Joseph Wade. 

Membership Committee: H. F. Bond, Chairman, 285 
Wyckoff Avenue; George H. Wachenfeld and Thomas G 
McCook. 

Nominating Committee: H. B. 
Third Avenue; Joseph Wade, Joseph 
Wachenfeld and W. Klein. 

Window Dressing Committee: E. C. Krieger, Chairman, 
302 Tompkins Avenue, Joseph Glickman and Charles Kober 


H. A. Cornell, Chairman, 121 Court 
Atkinson, H. R. L. Rohlfs, R. J. At- 


Chairman, 5518 
George H 


Broer, 
Lazoli, 


The meetings of this association are held the second 
Thursday of each month. In their discussion of prices 
no effort is made to set common retail prices, but in 
their round table talks many errors are made clear and 
many examples of poor business policy are uncovered. 
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WASHINGTON, April 15, 1918. 


RESIDENT WILSON signed the Webb-Pomer- 
P ene export bill in his study at the White House, 

last Thursday evening, and then betook him- 
self to a local theater, where, during the course of a 
Liberty Loan drive with which the proceedings were 
enlivened, he subscribed $1,000 to help in the good 
work of canning the Kaiser. The President signed 
the bill with great apparent satisfaction, and will 
follow developments thereunder with the liveliest 
interest, for it was his approval of the project when 
it was first presented to him that gave it the char- 
acter that enabled its promoters to put it through 
Congress in the face of some very bitter opposition 
at the hands of men like La Follette of Wisconsin, 
and others of his ilk. 

Now that the Webb-Pomerene bill has finally been 
placed on the statute books, a bird’s-eye view of its 
provisions, as ultimately agreed upon, will, no doubt, 
be of interest to the readers of HARDWARE AGE. 
Few measures have had more ups and downs than 
this important bill, and few have been amended so 
frequently at various stages along the thorny path 
from House committee to the Executive Mansion. 


What the Webb Bill Really Is 


HE primary object of the Webb bill is not so 

much to legalize new methods of doing business 
as to clarify the atmosphere and to resolve all 
doubts concerning the legality of methods which 
have been pursued to some slight extent, but which 
would be much more widely utilized if business men 
and bankers had no doubts as to their propriety. 

About the time of the passage of the Clayton 
anti-trust law, which amended the Sherman act in 
many important particulars, the interesting ques- 
tion was raised as to whether combinations of Amer- 
ican merchants and exporters could legally be made 
provided their sole object was to operate in foreign 
countries for the purpose of developing an export 
business. Many lawyers believed that neither the 
Sherman act nor the Clayton law prohibited such 
combinations, but there were others who took a 
different view, and insisted that a “combination 
was a combination,” whether designed for domestic 
or foreign trade, 

To clear up these doubts the Webb-Pomerene bill 
was drafted, and, with the combined influence of 
the business men of the country behind it, and with 
the approval of the Federal Trade Commission and 
the President, it was finally put through Congress. 


Its progress was slow and painful, but all’s well 
that ends well, and ample time will be afforded 
American business men to organize their export 
trade associations before the war is over. It is 
quite likely that there will be some activity in 
this direction in the very near future, the objective 
being our trade with neutral countries, especially 
Latin-American. 


Waives Provision of Anti-Trust Law 


The chief provision of the Webb-Pomerene bill 
is found in section 2 of the act, which suspends the 
operation of the Sherman law, in the following lan- 
guage: 

“Sec. 2. That nothing contained in the Act entitled 
‘An Act to protect trade and commerce against unlaw- 
ful restraints and monopolies,’ approved July 2, 1890, 
shall be construed as declaring to be illegal an associa- 
tion entered into for the sole purpose of engaging in 
export trade and actually engaged solely in such export 
trade, or an agreement made or act done in the course 
of export trade by such association, provided such asso- 
ciation, agreement, or act is not in restraint of trade 
within the United States, and is not in restraint of the 
export trade of any domestic competitor of such asso- 
ciation: And provided further, That such association 
does not, either in the United States or elsewhere, enter 
into any agreement, understanding, or conspiracy, or 
do any act which artificially or intentionally enhances 
or depresses prices within the United States of com- 
modities of the class exported by such association, or 
which substantially lessen competition within the 
United States or otherwise ‘restrains trade therein.” 


Many readers of HARDWARE AGE will remember 
that an important provision of the Clayton act for- 
bade so-called holding corporations from acquiring 
stock of other corporations where such acquisition 
would involve any form of restraint of trade. Inas- 
much as export combinations were very apt to be 
organized in the form of holding companies, it was 
necessary to provide an exemption to take care of 
them; hence the framers of the Webb bill incorpo- 
rated the following provision to relieve export asso- 
ciations of the operation of the Clayton act: 


“Sec. 3. That nothing contained in section 7 of the 
Act entitled ‘An Act to sepplement existing laws 
against unlawful restraints and monopolies, and for 
other purposes,’ approved October 15, 1914, shall be 
construed to forbid the acquisition or ownership by 
any corporation of the whole or any part of the stock 
or other capital of any corporation organized solely 
for the purpose of engaging in export trade, and ac- 
tually engaged solely in such export trade, unless the 
effect of such acquisition or ownership may be to re- 
strain trade or substantially lessen competition with 
the United States.” 
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Domestic Commerce Fully Protected 


Ww Congress was perfectly willing to sus- 
pend the Sherman and Clayton acts as to asso- 
ciations organized to exploit foreign trade, it was 
not prepared to permit such associations to cut each 
other’s throats. To safeguard the new law in this 
direction it was deemed necessary to insert a pro- 
vision specifically stipulating “that the prohibition 
against ‘unfair methods of competition’ and the 
remedies provided for enforcing said prohibition 
contained in the act entitled ‘An Act to create a 
Federal Trade Commission, to define its powers 
and duties, and for other purposes,’ approved Sept. 
26, 1914, shall be construed as extending to unfair 
methods of competition used in export trade against 
competitors engaged in export trade, even though 
the acts constituting such unfair methods are done 
without the territorial jurisdiction of the United 
States.” 

It will probably be a good many years before the 
courts determine whether Congress has power to 
prohibit unfair methods of competition where the 
acts constituting such unfair methods are done out- 
side the United States. The important question of 
jurisdiction comes in there, the same question ex- 
actly that induced American lawyers to divide them- 
selves into two camps on the original problem as 
to whether the Sherman act forbade combinations 
in the export trade. The provision quoted can do 
no harm, however, and at least constitutes a definite 
declaration of the intention of Congress. 


Violations of Law to Be Punished 


HENEVER the Federal Trade Commission 

shall have reason to believe that the operations 
of any export combination tend to substantially 
lessen competition within the United States, or to 
restrain trade therein, it is authorized by the Webb- 
Pomerene bill to summon the officers of such asso- 
ciation to appear before it for a searching investiga- 
tion. If it is discovered that any law has been vio- 
lated it may direct the association to readjust its 
business in accordance with the letter and spirit 
of the statutes, and if the association fails to com- 
ply the findings of the commission are to be turned 
over to the Attorney General for such action as 
he may deem proper. 

Taken altogether, the Webb-Pomerene bill comes 
close to being a model statute, and operations to be 
conducted under it by American business men will 
be followed with the liveliest interest. 

War legislation affecting the industries of the 
country is expanding with every daily session of 
Congress. This is in line with the President’s policy 
to subordinate every activity of the people to.the 
winning of the war, but the legislative machine is 
now whizzing away at such a rate that it is difficult 
for the average business man to keep fully informed 
concerning developments. 


Many Metals to Be “Controlled” 


| RECENTLY told you about the plans of the Food 

Administration for taking over control @f tin 
plate and articles made therefrom. This control 
can be established under the terms of the so-called 
supplemental Lever bill, now under consideration, 
the primary object of which is to increase the pow- 
ers of Administrator Hoover with respect to indus- 
tries engaged in the production and preservation of 
food. 

Within the past week, however, a much more im- 
portant and vastly more comprehensive bill has been 
brought forward with the “O. K.” of the White 
House on it, and conflicting in some respects with 
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the Lever bill. This new measure, formally intro- 
duced by Chairman Foster of the House Committee 
on Mines and Mining, authorizes the President, 
through the Secretary of the Interior, to take abso- 
lute control of the production and distribution “of 
those ores, metals and minerals which have formerly 
been largely imported or of which there is or may 
be an inadequate supply.” 

Under this comprehensive designation Secretary 
Lane, on the passage of this bill will assume control 
of the production and distribution of antimony, ar- 
senic, ball clay, bismuth, bromine, cerium, chalk, 
chromium, cobalt, corundum, emery, fluorspar, ferro- 
silicon, fullers earth, graphite, grinding pebbles, 
iridium, koalin, magnesite, manganese, mercury, 
mica, molybdenum, osmium, sea salt, platinum, pal- 
ladium, paper clay, potassium, pyrites, radium, sul- 
phur, thorium, tin, titanium, tungsten, uranium, 
vanadium, zirconium, and of other rare or unusual 
elements the supply of which may, in the judgment 
of the President, be inadequate for war and indus- 
trial needs. 


Ferroalloys and Tin Included 


| 3 does not require an expert to detect the vast 
importance of the category of metals and minerals 
included in this bill. Practically all the ferroallays, 
including chromium, ferrosilicon, manganese, mo- 
lybdenum, titanium, tungsten, uranium and vana- 
dium, will pass from private control to the custody 
of the Government, and Secretary Lane will super- 
sede the present conservation committee as the cus- 
todian and distributor of the tin which Great Britain 
now doles out to us. It is possible, of course, that 
an arrangement may be effected by which the Sec- 
retary of the Interior will control tin only in the 
form of pig, and will permit all tin plate to pass 
under the jurisdiction of the Food Administrator. 

Mr. Foster’s bill carries the tidy little sum of 
$50,000,000 to be used by the Secretary of the Inte- 
rior, under the President’s authority as a revolving 
fund with which to purchase all the metals covered 
by the bill preparatory to disposing of them in ac- 
cordance with the Government’s policy. The Sec- 
retary is authorized by the measure to use his dis- 
cretion in apportioning these products to the Ameri- 
can Government, to the Allies, and to citizens of the 
United States. 


President to Fix Prices 


NOTHER long forward step in price fixing is 

authorized by the Foster bill, which stipulates 
that the President may indicate the prices at which 
the Secretary of the Interior shall acquire the metals 
covered by the bill and the terms upon which they 
shall be sold to other governments and to private 
parties. 

One of the important objects sought to be ob- 
tained by the Foster bill is the substitution of 
domestic for imported products wherever practi- 
cable, with a view to saving cargo space in steam- 
ships, in order that as many vessels as possible may 
be released for the transportation of troops, war 
material and food to the seat of war. Manganese, 
chromium, and several other products included in 
Representative Foster’s list can be supplied in large 
quantities from domestic and Canadian deposits, 
and the Shipping Board figures that a very sub- 
stantial amount of shipping space can thus be saved. 
In the case of tin and other metals which are not 
produced in the United States, the country will still 
have to rely upon importations, but presumably the 
imported products will pass directly into the cus- 
tody of the Secretary of the Interior. 
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Getting More Profitable Lens Sales 


Advertising Man With National Sales Organization 

Tells How Hardware Dealers Can Cash in on the “‘No- 

Glare-Laws’—Why Window Displays Help Increase 
Sales—The Laws in Various States 


By L. M. Luioyp 


Advertising manager Edward A. Cassidy Company, 
a selling corporation, New York City 


E travel our representaives in every State in 
W the Union and every county in the State, and 
the writer has recently made a thorough inves- 
tigation on the headlight glass business. It seems to 
be moving rather slowly. By slowly I do not mean no 
business at all, but it is not what it should be under the 
existing conditions. Practically every State in the Union 
requires the use of dimming devices where headlights 
glare, or specifically prohibit glaring headlights. The 
States listed below regulate the height to which strong 
rays may rise at a given distance from the car and re- 
quire the use of dimming devices to obviate glare, or 
specifically prohibit glaring headlights: 

California, Connecticut, Delaware, District of Colum- 
bia, Florida, Illinois, Indiana, Iowa, Kansas, Maine, 
Maryland, Massachusetts, Michigan, Missouri Nebraska, 
Nevada, New Hampshire, New Jersey, New York, North 
Carolina, North Dakota, Ohio, Oregon, South Dakota, 
Texas, Utah, Vermont, Washington, Wyoming. 

Sixteen of these States, namely, California, Connecti- 
cut, Florida, Iowa, Maryland, Massachusetts, Missouri, 
Nebraska, Nevada, New York, North Carolina, North 
Dakota, Ohio, Utah, Vermont, Washington, specifically 
mention the 42 inch line in limiting the height at which 
strong headlight rays may be used. So you will see that 
the people have legislated against the menace of the 
highways; but it seems that the police and inspectors 
are not sufficiently familiar with the laws to enforce 
them. The majority of motorists are anxious and will- 
ing to comply with the law if they know how to do so, 
but the lack of enforcement on the part of police and 
traffic officials continues to endanger life on the high- 
ways. 


Object of the Laws 


O* course the object of law making to regulate the 
operation of automobiles on public highways is to 
work for the benefit of all, but in reality it compels 
the observance of ordinary precautions that are dictated 
by common sense. Persons who fail to recognize these 
precautions make it necessary to enact such statutes. 

The laws that have been passed regulating the use of 
lights coincide pretty generally as to their intent, al- 
though some are apparently unsatisfactory, and will un- 
doubtedly be revamped later when these States recog- 
nize the superior statutes adopted by the majority of 
States. On the whole, however, the action has met with 
the approbation of the motorists. Complying with the 
law does not entail any great expense, as many manu- 
facturers have arisen to the occasion with products 
which meet the requirements of practically all the laws. 
The motorists also are glad that they are to experience 
permanent relief from the very dangerous condition that 
surrounded driving at night when reckless drivers sped 
about behind the dazzling light of a concentrated beam 
from twelve to forty candle power lamps, oblivious to 
the interests of others. 

When examining the various laws it seems apparent 
that the motorists can comply with the intent of the 
law in practically every State by observing the pro- 
visions which would include the use of headlights that 
are so constructed, treated or equipped to prevent the 


beam of light rising more than forty-two inches above 
the road at a point seventy-five feet ahead of the car, 
yet not so dimming the light but that it will be suf- 
ficient to make the roadway clearly visible five hundred 
feet ahead, and to provide sufficient illumination to re- 
veal objects distinctly at a distance of two hundred and 
fifty feet ahead of the car and ten feet to each side of 
the road at a point ten feet ahead of the car. 


How Dealers Can Sell Lenses 


A® to a rough outline of my idea as to how the 
dealer can sell lenses, after investigation we have 
come to the following conclusion: That everybody in the 
automobile accessory trade should do their utmost to 
see to it that the officials in their locality enforce the 
headlight law. Many dealers are members of automo- 
bile clubs. If they are not they should be. And they 
should go before their clubs insisting that the officials 
see to it that every member of that club has a no-glare 
device on his automobile. By so doing the jobbers and 
dealers will be giving a real industrial service to help 
themselves out in the sale of headlight glasses of every 
description. 

There are many makes of no-glare devices on the 
market to-day which are widely nationally advertised. 
And yet you see thousands of cars along the streets 
from New York to Frisco with the plain ordinary glass. 
The fact that we always notice a marked increase in 
the sale of our device in the locality where the law is 
being enforced shows that it is the non-enforcement of 
the laws which is holding the business back. The job- 
bers are being given all kinds of co-operation through 
‘advertising, and every motorist to whom the dealer sells 
supplies has at least once in his career seen an adver- 
tisement telling him to equip his car with a no-glare de- 
vice. 

We feel that window displays in the dealers’ and job- 
bers’ stores will help bring to the motorist’s attention 
the fact that he must comply with the law. The more 
strongly it is brought home to the motorist the quicker 
he will comply with the law, and when the policeman 
stops him, the very next thing he does is to comply with 
the law by buying a device of some kind or other. 


New New York Law 


B* the way, we have just gotten word that the New 
York State Legislature has passed a new head- 
light law. This bill has not yet gone to the Governor, 
but we have no hesitancy in saying we think he will 
sign it immediately. The new New York law provid?s 
that the manufacturers of no-glare devices shall submit 
their devices to the Secretary of State, whereupon the 
Secretary of State shall submit the device to some State 
institution for a test. Only those devices approved ty 
the illuminating engineers of the State institutions will 
be allowed on the cars in this State. ; 

Sooner or later all cars will have to be equipped with 
really efficient headlights that comply with the law, for 
pressure will soon be brought to bear on the various 
traffic officials that they must enforce the law even \° 
the point of arresting the lawbreaker. 

Ané all of this legislation helps the dealer se!! lenses. 
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$200 Accessory Stock Now $11,000 


Kingston Hardware Man Gives Simple Rules for 
Building Profitable Motor Accessory Business 


With an attractive automobile accessory department like this it is no wonder that the Winne store has achieved 
good success with the line 


: aft q Fae 


By L. S. 
of L. S. Winne & Co., 


and smith supplies was diminishing and that 

the automobile was coming to the front. So we 
purchased a limited stock of automobile accessories 
as a feeler. As time went on, we found that the de- 
mand was growing. We were soon obliged to in- 
crease our stock and so devoted a portion of our 
store to accessories, putting in attractive fixtures, 
show cases, electric lights, etc. At the present time, 
this is one of our best departments, both as a retail 
and wholesale proposition. 

We early learned that to make a success of motor 
accessories it was necessary to have experienced 
salesmen who were familiar with the goods, as there 
is danger in purchasing goods that appeal to the eye 
but are worthless when tried out. 

We certainly think the proper place for the auto- 
mobile owner to purchase automobile accessories is 
the hardware store, where he can find a full supply 
of every kind, including many articles that are not 
carried by accessory stores or garages, but that are 
used on automobiles. 

The stock we put in back in 1914 amounted to 
about $200. To-day our stock in this department 
amounts to more than $11,000. 

Carrying a well assorted stock, carefully selected, 
purchased at the right price, and trying to please 
our customers and not overcharging or overselling 


[’ 1914, we realized that the demand for wagons 


WINNE 
Kingston, N. Y. 


them are the foundation stones for success in this 
branch of trade for hardware retailers. 


Selling Bonds to Foreigners 


HE Tuthill Spring Com- 
pany, Chicago, employs 
about 165 men in its works 
and about 20 in its office. 
The majority of the work- 
men are foreigners. Many 
of them are unable to 
speak the English language. 
At the time of the Liberty 
Loan drive the company ob- 
tained a speaker. The men 
were then called together 
and he made them a rous- 
ing appeal. This was trans- 
lated by one of the work- 
men to those who could not 
understand it, and was sup- 
plemented by some words from the President, Mr, 
F. H. Tuthill. The result was that 142 certificates 
were obtained, aggregating about $7,650. 
Among the office force seventeen subscriptions 
were obtained aggregating $1,100. The. company 
subscribed for $3,500. 


KF H Tuthill, pres., 
Tuthill Spring Co., 
Chicago 
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“Sit in, Son— 


We Like Your Gait” 


HE baby department in the hardware 
field has crawled out of its crib, shed 
its rompers, kicked over its high chair 

and demanded a place on the executive board. 

The old-time lines of hardware, firmly in- 
trenched by years of successful business, 
have sized up the vigorous youngster, pushed 
their chairs apart and said “Sit in, son—we 
like your gait.” 

From a start so small and so scattered that 
it entirely escaped national recognition six 
years ago, automobile accessories in hard- 
ware stores have come to occupy a most im- 
posing and important position. Most of the 
automobile accessories sold in this commu- 
nity are sold through hardware stores. The 
reasons for this are so simple that fifty 
words will cover them. 

Automobile accessories are too beautiful to 
harmonize with the dark, dirty, unkempt at- 
mosphere and surroundings of the average 
garage. ; 

Automobile accessory manufacturers are 
too good business men to leave their product 
to the mercies of distributors whose finan- 
cial rating is such that C.O.D. spreads like a 
red streak of distrust across many of their 
orders. 

Hardware merchants with well-lighted 
stores, with cash discounts, with a trained 
selling force, with the habit of advertising 
and with merchandising initiative, went 
through that sort of competition like a hot 
knife through butter. 

So many of our great hardware wholesal- 
ers have complete automobile accessory de- 
partments that a list of them would read 
like a directory of the jobbing trade. Their 
special automobile accessory catalogs are but 
one evidence of concentration on this line. 
They are selling the garages their supplies 
and have relieved the manufacturers of the 
strain and expense of following and watching 
those small accounts. They are supplying 
thousands of retail hardware merchants who 
have found in accessories a line worthy of a 
big effort. 

This issue of HARDWARE AGE is devoted 
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to the automobile accessory branch of the 
hardware business. The stories of what two 
of the big wholesalers are doing show clearly 
the manufacturers’ market. They are but 
examples. Scores of other great wholesalers 
of hardware are making like records. 

The many stories and illustrations of re- 
tailers’ automobile accessory departments 
show how profits are being made and dem- 
onstrate .how earnest drives for business 
bring in results. 

One of the crack salesmen in the trade has 
carefully compiled the lists of good sellers 
for beginners who in ever-increasing num- 
bers are taking on the line. 

Our “Publicity for the Retailer” depart- 
ment shows how retailers are advertising 
automobile accessories in their local news- 
papers, how the dealers couple their thoughts 
up with those of the producers to pull busi- 
ness. 

In this issue of HARDWARE AGE are excel- 
lent examples of show-card writing turned 
and timed to automobile accessory develop- 
ment now. 

In an article fairly breathing the breath 
of the open country the motor needs and de- 
velopments of the farmer are emphasized. 

From cover to cover this issue of HARD- 
WARE AGE tells why and shows how hardware 
dealers have in six short years assumed 
rightful control of a great business. 

The map on the opposite page has been 
prepared by HARDWARE AGE to show, state 
by state, the great development of this most 
interesting and profitable business. 

What the hardware merchants of this 
country will do with such exceptional oppor- 
tunities may be rather accurately estiniated 
by what they have already accomplished. 
The summer of 1918 will undoubtedly be the 
greatest automobile accessory season on 
record. 

This issue of HARDWARE AGE is dedicated 
to an earnest endeavor to handle that busi- 
ness in such a manner as will even more sol- 
idly cement the baby department to hardware 
stores. 

A million and a half more cars in the 
United States than there were a year ago. 
Sort of justifies the attention we have given 
automobile accessories, doesn’t it? 
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OFFICE OF HARDWARE AGE, 
New York, April 15, 1918. 


HICHEVER way one turns the same conditions 

are found in the increasing volume of govern- 
ment business bearing closely or even remotely on the 
war. An old house whose travelers have been off the 
road for a year now keeps a man in Washington, en- 
deavoring to help government officials make up orders 
properly. On regular business, which is only fair, or- 
ders are coming about as they have during the past 
two or three months. It is interesting to note that 
certain types of tools are sold in large quantities now 
that in pre-war days were of negligible amount, among 
which are for instance gouges and carpenter slicks. 
Because of the specifications placed by government 
buyers many jobbers have been compelled to wait, as 
manufacturers have no alternative but to put through 
government business with the utmost dispatch. 

In the matter of collections, a partner in‘-one manu- 
facturing establishment operating several factories 
where are made a great variety of fine tools decided a 
year or two ago to eliminate the slow customers whose 
practice had ‘been to take more time than they were 
entitled to. To such trade they either refuse entirely 
or quote prohibitive prices, as during such uncertain 
times they cannot afford to take chances in such an 
erratic market. The outcome of this policy has been 
that not one dollar has been lost in that time through 
business failure. 

A house crowded with business has all it can attend 
to, despite the great falling off in its export trade which 
ordinarily traverses the seven seas and reaches practi- 
cally from pole to pole. 

The main difficulty in this branch of trade is lack of 
sea-going tonnage available. Then on such orders as 
are in the hands of commission houses or other direct 
representatives of foreign trade they desire to know 
at once the gross and net weights and cubic contents. 
Then when the factory has complied with this condition, 
as nearly as possible, another requirement is a govern- 
ment permit to ship which runs for 60 days. Often 
this is too little time if all or part of the goods must 
be made, so that by the time the order is ready for ship- 
ment the license has expired and the entire weary proc- 
ess must be repeated. One maker has come to confine 
his efforts to dealing with Great Britain and Aus- 
tralasia. There are goods in a warehouse, packed and 
ready for shipment since last August, tied up because 
of obstacles of: one kind or another. There is a very 
stiff demand for leading items of drain tools, notwith- 
standing high prices and extreme ocean freight rates. 

The head of & leading firm representing 22 factories 
says in 18 of them they are buried with orders. On 
such goods as hammers and sledges they are out of the 
market for the. remainder of the year, chains are sold 
up six months on both heavy and light types, on auger 
bits, chisels, pipe wrenches, etc., they are anywhere 
from 30 to 100 days behind on orders, and on screw- 
—— with kindred lines they average about 90 days’ 

elay. 

The senior partner of a house says they are consider- 
ing the government’s necessities first and themselves 
afterward, not only in supplying goods for government 
requirements to the limit, but that they are opposed to 
the practice by any manufacturers of naming extreme 
prices. A fellow manufacturer in response to that 
sentiment said cynically “That sounds good to me,” 
but the practice is genuine nevertheless, as various 
profiteers have regretfully learned. 

Another firm, direct representatives »f many manu- 
facturers, have all of their salesmen out <n the road 
save one who is their best man who is working in New 
York on the Liberty Loan. This concern, whose dis- 
tribution is world-wide, are shipping but little on for- 
eign account. There are certain lines of goods, includ- 
ing tools used everywhere, for which some ouyers are 
specifying in greatly increased quantities, fearing fur- 
ther advances or that the national government will buy 
or commandeer the supply. Builders’ hardware is still 
very dormant and likely to remain so as long as present 
conditions prevail. 

CopperR.—One of the oldest producers speaks of busi- 
ness in this line as not at all bad, although working 
principally on government orders; also that so far as 
their experience goes they aré getting supplies ef raw 
materials in rather better quantities and with less 
delay. Embargoes, it is added, are not so tantalizing 
in this field as they were, except at certain points snd 
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Trade Conditions and Iron, 


NEW YORK 





Steel and Hardware Prices 





at stated times, when often they are only temporary; 
Philadelphia at the time referred to being tied up tight. 


Copper sheets, mill prices, are 31%c. per lb. base, with ° 
the usual advances of 2c. per lb. for small lots from stock 
Bare copper wire, for electrical purposes, carloads, mill ship- 


ments, is 26c. per lb. base. 

AMERICAN BEAUTY HEATING SPECIALTIES.—The A mer- 
ican Electrical Heater Company, Woodward and Cass 
Avenues, Detroit, Mich., quote the following electric 
heating devices, all of which are branded “American 
Beauty,” as follows: Each, electric irons, $6; cining 
table grills, $8.50; soldering irons, $7.75; glue pots, 
$20 to $35 each. 

AUGER BITS AND CHISELS.—The W. A. Ives Com- 
pany, Wallingford, Conn., quotes 15 per cent discount 
from list on both the Mephisto auger bit and Mephisto 
carpenters’ chisels. 

BrusHES.—The John L. Whiting-J. J. Adams Co., 
Boston, Mass., quotes brushes as follows: Good round 
paint, 40 per cent; medium paint, good varnish, medium 
varnish, good kalsomine, good dusting; also medium, 
floor, and household brushes, all at 40 and 10 per cent; 
medium kalsomine and medium dusting, 50 per cent 
discount, and good, floor and household brushes, 40 per 
cent discount. 

DELTA FILE WorKs.—Delta File Works, 3227 Frank- 
ford Avenue, Philadelphia, Pa., quote files as follows: 
Delta Brand, 40 per cent discount; Delta Utility, Util- 
ity list net; Delta Swiss Pattern, list plus, 20 per cent. 

EXPANSIVE Bits.—The Peck, Stow & Wilcox Co., 
Southington, Conn., quote Clark Pattern expansive bits 
at 50 per cent discount. 

Faucets.—The John Sommer Faucet Company, Cen- 
tral and Morris Avenues, Newark, N. J., quote several 
lines of faucets at 15 per cent discount, namely: Dia- 
mond Lock, Peerless Tin Key, Washington Red Cider 
and Leader Butternut Key. Others, subject to dis- 
count of 20 per cent, are: Boss Tin Key and I. X. L. 
Cork Lined. Victor Metal Key are 30 per cent dis- 
count. The following bear a discount of 40 per cent, 
namely: Duplex Metal Key and Chicago Cork Lined. 
The following brands are 25 per cent discount, namely: 
Reliable Cork Lined and O. K. Cork Lined. 


Fites.—The Nicholson File Company, Providence, 
R. I., quotes files as follows, namely: American, Ar- 
cade, Eagle, Great Western, Kearney and Foot, Mc- 
Clellan and J. Barton Smith brands, each 50 and 10 
and 7% per cent; Black Diamond and Nicholson, 40 
and 7% per cent, and X-F Swiss Pattern, list net. 

LINSEED O1L.—The arrivals of Argentine flaxseed, 
now the sole remaining source of supply until another 
crop in the United States has been sown and harvested 
next fall, is rather freer, based on departures from 
the River Plate 60 to 90 days ago. During the last 
,three or four weeks, however, the departures from 
Argentina have been decidedly small owing to the 
pressure for bottoms in which to transport commodities 
more closely allied to war, especially foodstuffs. The 
Argentine seed market during the last week or two, 
so far as price quotations are known, have shown 
weakness, but transactions in actual seed rather than 
in manipulation are not large, and the value of the 
turnover is comparatively strong. The actual holders 
of seed are not sacrificing it or throwing it on the 
market. While farmers are commencing to plant seed 
now in the United States, which will extend to the 
middle of June, there will probably be but little seed- 
ing for the next three weeks. The planting season 1s 
opening with a pronounced lack of moisture in the 
ground, so that much depends on the weather and 
rainfall to insure a good crop. 

Linseed oil, raw, city brands, is unchanged at $1.55 per 
gal. in 5 or more barrels, and $1.56 for less than 5 barrels. 

State and Western raw linseed oil is about $1.55 per ga 
with little regard for quantity. 

NAVAL StorEs.—Spot prices on turpentine have been 
maintained on a somewhat firmer basis. There 1s 
better inquiry in some places, but the demand generally 
is rather irregular. Rosin in southern primary mar- 
kets is more favorably regarded, but the improvement 
is not so good as in turpentine. 

fee of turpentine, in yard, locally, is 42 to 42%c. per 
gal. 

Rosin, in yard, common to good strained, on the basis of 
280 lb. per bbl., is $6.05 and D grade $6.15 per bbl. 

Rope—Rope makers in some instances, which are 
doubtless practically universal, say they are swamped 
with business all the time, the burden of it being chiefly 
for government service. This applies to the Navy and 
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Army in great part, and for stevedoring purposes, such 
as loading and discharging vessels, for dock and tow 
lines, slings, for vessel equipment generally, tents, etc. 
Regular trade, aside from that for war purposes, is 
fair, although at this time of the year it should be at 
the peak. 

Manila hemp still comes along from Pacific Coast 
ports slowly, with railway managers, it is said, not 
apparently greatly interested as to whether the mate- 
rial comes through or not, although transit facilities 
are admittedly jammed. We have been told of cases 
where representatives of the manufacturers have traced 
cars to say principal New York terminals and actually 
located cars in yards or on sidings, but have been 
unable to get them unloaded, notwithstanding they 
were accessible. 


Manila rope prices are unchanged as follows: Manila rope, 
first grade, is 33c.; second grade, 32c.; and the third grade, 
28c. base per Ib. Manila bolt rope is 38c. base per Ib. 

Sisal rope, first grade, is 23c., and second grade z0c. base 
per lb. Hide, bale and hay rope, medium oiled, first grade, 
is 23%4c., and second grade, 2014c. base per lb. 


Tarred lath yarn is, first grade, 23c., and second grade, 


20c. base per Ib. 

STEEL GONGS AND TORCHES.—The P. Wall Manufac- 
turing Supply Company, Pittsburgh, Pa., quotes the 
following revised prices, namely: Steel gongs, foot or 
hood type, street railway, 20 per cent, and spring or 
locomotive, 50 per cent discount. Torches now are, 
per dozen, No. 8, $24.00; No. 21, $39.00; No. 31, $42.00, 
and No. 10, $48.00 per dozen, net. 


WATER COOLERS, PAILS AND SPITTOONS.—Cordley & 
Hayes, 7-9 Leonard Street, New York, quote water 
coolers each as follows, namely: XXth Century, No. 
56, mahogany, $12.50; No. 56, white, $13.00; No. 16, 
mahogany, $10.00; No. 16, white, $10.50; No. 156A, 
mahogany, $13.50; No. 156A, white, $14.00; No. 116A, 
mahogany, $11.00; No. 116A, white, $11.50; No. 560, 
mahogany, $17.50; No. 560, white, $18.50; No. 160, 
mahogany, $14.00; No. 160, white, $15.00, subject to a 
discount of 30 per cent. 

Star Fibrotta fiber pails are, per dozen, $10.80, less 
25 per cent discount. 

Indu-Namel spittoons are, per dozen, No. 1, $21.60; 
No. 2, $17.20; No. 3, $15.00, subject to a discount of 
25 per cent. 

Wuip Racks.—John H. Best, Galva, IIl., has revised 
prices on whip racks as follows, each: No. 1, with 
display shelf, $15.00, and No. 2, without display shelf, 
$12.50. 

WINDow GLAsSs.—The trade ‘in window glass con- 
tinues to be of almost negligible character both as to 
quantity and value, and as a veteran in the line says, 
“searcely any business at all.” For such trade as is 
passing it is increasingly difficult to get window glass 
already made and ready for shipment at the factories 
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OFFICE OF HARDWARE AGE, 
Chicago, April 15, 1918. 


F Yea: vapenene improvement in the hardware business 
of the country is indicated by reports from both re- 
tail and wholesale sources. Apparently both the city 
and country dealers are turning out more sales than 
during the similar period of last year. The demand 
for machine shop and mill supplies has greatly in- 
creased, while the call for garden tools, axes, handles 
of all kinds, kitchen cutlery, alarm clocks, razors, toilet 
clippers, files, poultry netting, barb wire and seed is 
very heavy. There is also an almost unprecedented de- 
mand for roller skates and various types of propelling 
toys that bids fair to clean out the stocks of the re- 
tailers before summer is fairly here. 

Automobile accessories are also reported to be going 
out in larger volume than usual. The long winter, with 
the icy roads, is reported to have caused unusual wear 
on tires, with the result that sales are above normal. 
In this connection it is well to state that advances are 
scheduled to appear in the near future, due to the 
shortage of cotton duck and the high cost of labor. 
The curtailing of the output of new pleasure cars is 
causing owners of old cars to put them in condition 
for another season’s use, and this is naturally increas- 
ing sales of practically all types of automobile acces- 
sories. Dealers also report many sales of standard 
motor accessories to farmers for use in connection with 
tractors, trucks and gasoline engines. 

Much interest is manifested locally in the recently 
revised priority list, designed to insure fuel and trans- 

_ portation to those industries necessary to the war and 
essential to public welfare. Apparently the hardware 
trade is given a fair share of priority, although some 
lines will naturally be hit rather hard. It is appar- 
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from hundreds of miles away. 
it has become necessary to use all sorts of | 
arguments, one of the most potent probably beimg-that 
the goods wanted are to replace other goods which had 
been taken from warehouse in the past to supply the 
government... Naturally, this makes it necessary to re- 
plenish assortments from which to satisfy even the 
light business coming from regular customers for other 
than war purposes. Architects say that there is but 
little private building but some for government pur- 
poses which must be done while the less pressing needs 
wait. 

Window glass prices are 
The first three brackets, A single thick, 80 per cent; first 
three brackets. B single thick, 82; A and B single, larger 
than the first three brackets, 79 per cent; A double strength, 
all sizes, 80 per cent, and B double strength, all sizes, 82 
per cent. 

WIirE NAILs.—Wire nail sales are larger because 
jobbers are gradually building up their stocks in a 
moderate way. Recently a wholesaler succeeded in 
obtaining six licenses to ship cars, or the equivalent 
of half a dozen cars. It is difficult to move merchan- 
dise into New England because of the impossibility of 
obtaining permits for the movement of railway cars 
east of central Ohio into New England, owing to the 
choked condition of the New York, New Haven & Hart- 
ford Railroad. This is owing to the difficulty experi- 
enced in getting cars back to the West after they have 
been unloaded. Some railway officials are dispatching 
cars where it is practicable to avoid routing them 
through the congestion in large cities. Among the 
local trade it is difficult to determine with any exact- 
ness what the real demand is. There are distributors 
who have orders for thousands of kegs, but no nails 
to apply on the specifications. Merchants who place 
orders keep urging deliveries, but are often unable to 
get goods. 

Wire nails, in store, are still $4.40 base, per keg, and carted 
by the jobber, $4.45. 

Cut NaiLts.—A representative wholesaler believed he 
had a reasonable sufficiency of cut nails, but finds that 
at least a couple of carloads are necessary to fairly 
even up assortments, notwithstanding the compara- 
tively light demand. One house during February and 
March had orders for approximately $25,000 worth of 
cut nails, which were finally shipped, and now the trade 
is progressing quite well. In export there have been 
offerings of some reasonably good orders, including one 
for 3000 kegs. The difficulty with this overseas trade 
is that so much time and money is wasted cabling back 
and forth because of irregular conditions. The New 
York buyers comprehend the situation, but the diffi- 
culty is to explain it to their correspondents at distant 
points. 

Cut nails, in store, are $5.20, and carted by the jobber, $5.25 
base, per keg. 
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ently not the intention of the War Industries Board to 
arbitrarily restrict shipments of coal and supplies for 
less essential manufacturing plants, but such supplies 
and fuel will be held back until the more essential 
products are taken care of. The list is not complete 
as yet, and more industries may later be certified as 
essential to the carrying on of the war. ‘ 
The situation with regard to local supplies of wire 
nails is a peculiar one. The makers declare that the 
shortage is due to the lack of transportation facilities, 
and that there are plenty of nails at the mills if cars 
can be obtained to ship them. Jobbers declare, how- 
ever, that they have been able to obtain cars in several 
instances, but were still unable to get them loaded. 
Jobbing stocks are the lowest in years, and in some 
cases shipments to retailers are limited to as low as 
five kegs per order. All nail orders are carefully scrut- 
inized before shipments are made. Much the same con- 
dition prevails in regard to barb wire, although the 
situation is not quite so acute. Fortunately, retail 
sales are light on account of the building situation, 
otherwise the condition would be really serious. 
Reports from both retailers and jobbers are to the 
effect that collections are fully up to normal, with cash 
sales above those of other years at this season. 
AMMUNITION.—There is very little change apparent 
in the ammunition situation. Jobbers report that they 
are having no difficulty at this time in getting ade- 
quate supplies of shot shells, although there is a serious 
shortage of center-fire cartridges. This is attributed 
to the fact that the government demand is more along . 
the center-fire cartridge line. This situation is not 
apt to improve any in the near future. No price 
changes have been reported. 
We quote from jobbers’ stocks, f.o.b. Chicago: 


To get permit to ship 
itimate 


unchanged as follows, namely: 


No. 22 short 





aba 20 ciao TS St: 
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semi-smokeless, $5 per thousand; No. 32 short, rim fire, semi- 
smokeless, $11.75 per thousand; No. 22 long, semi-smokeless, 
$6 per thousand; No. 32 long, semi-smokeless, rim fire, $13.50 
per thousand. Above prices subject to 20-6 per cent discount. 
Prices on shells are as follows: Peters’ Target, smokless, 3 
drams powder, 1% ounces shot, 1 to 10, $48 per thousand ; 
Peters’ Referee, semi-smokeless, 3 drams powder, 1 ounce 
shot, 1 to 10, $37 per thousand. Discount 20-5 per cent. 

AxES.—The shortage of axes is growing more ap- 
parent every day, and jobbers are only quoting subject 
to stock on hand. The government is reported to be 
a very heavy purchaser, both for use in this country 
and abroad, and the domestic demand is much above 
normal. Much of this domestic demand is also ac- 
counted for by the government demand for various 
kinds of timber to be used in shipbuilding and aero- 
plane construction. Jobbers’ prices have advanced $1 
per dozen on all standard makes, and the market is 
exceptionally firm. Dealers who have not covered their 
axe wants for next fall and winter .are being advised to 
get their orders in as soon as possible. 

We quote from jobbers’ stocks, f.o.b. Chicago: First qual- 
ity, single bitted axes, 3% to 4 lb. $14 per doz.; double 
bitted, $18 per doz. 

AUTOMOBILE CASINGS.—Sales of automobile casings 
have been very heavy so far this spring and bid fair to 
continue strong throughout the season. An advance 
of practically all the standard makes is scheduled to 
appear about April 15, and is attributed mainly to 
the shortage of cotton duck, now so much in demand 
for government uses. Labor is also an important fac- 
tor in the increased costs of tire manufacturers. Job- 
bers are advising dealers to anticipate their fall tire 
wants and place their orders as soon as possible to in- 
sure delivery. 

Bars.—The bar situation presents no new phases at 
this time. There is apparently no let-up in the demand 
from manufacturing sources, and the shortage is very 
noticeable. The demand from strictly retail sources 
is, however, comparatively light. Prices are firm as 
quoted. 

We quote from jobbers’ stocks, f.o.b. Chicago: Soft steel 
bars, $4.10 per 100 lb.; bar iron, $4.10 per 100 Ib. 

AUTOMOBILE BUMPERS.—The demand for bumpers is 
extremely good, dealers reporting sales in excess of 
those for last year. In the larger places, where traffic 
is heavy and accidents frequent, many car owners are 
buying bumpers for both front and rear of their cars. 

We quote from jobbers’ stocks, f.o.b. Chicago: 2-in. channel 
steel bumpers, standard type, $4.75 each. 

BALE TIES AND WIRE.—The demand for bale ties and 
baling wire is naturally light at this time, although a 
few sales are reported by local jobbers. Sales later in 
the season are expected to be heavy, as more fodder will 
be baled for shipment than is usual. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
Bale ties, 60-10-10 per cent off standard list; half sizes, 7% 
per cent less; plain annealed wire, No. 14, $4.35 per 100 Ib. ; 
No. 15, $4.45 per 100 lb.; No. 16, $4.55 per 100 ib. 

BICYCLE SUNDRIES.—The bicycle sundries business 
is reported to be exceptionally heavy this year, due to 
the fact that many riders are using their old wheels 
for another season. There is a very good demand for 
cements, rims, tire fluids, repair kits, puncture closers, 
oils, enamels, spokes, tires, lamps, pedals, handle bars, 
grips, pumps and similar items. Prices are noticeably 
higher in some items than those of 1917. 

BarB WireE.—There is a fairly heavy demand for 
barb wire in this section, and dealers’ stocks are much 
below normal. This is attributed to the shipping condi- 
tions, the lack of cars preventing the mills from getting 
the wire to the jobbers. The wire makers still main- 
tain that their supply is adequate for all immediate 
demand if cars can be obtained. Jobbers have very 
little barb wire on hand and are limiting shipments to 
customers. 

We quote from jobbers’ stocks, f.0.b. Chicago: Painted 
barb wire in less than ecarload lots, $4.40 per 100 Ib.; gal- 
vanized, $5.10 per 100 Ib. 

BUTCHER KNIvES.—The call for kitchen cutlery of 
various kinds, particularly butcher knives and paring 
knives, is still very heavy, and jobbing stocks are held 
below normal, Naturally much of the demand is to be 
attributed to government needs. The manufacturers 
are far behind with their orders, and are unable to in- 
crease their output on account of the scarcity of skilled 
workmen. Prices in these lines are constantly increas- 
ing and shortages are becoming more acute daily. 

Butcher knives with coco-bolo handles, 6-in. blade, $4.25 
per doz.; 7-in. blade, $5 per doz.; 8-in. blade, $6 per doz. ; 
with ebony handle, 6-in. blade, $4.75 per doz.; 7-in. blade, 
$6.25 per doz.; 8-in. blade, $6.60 per doz.; 10-in. blade, $11 
*per doz.; 12-in. blade, $14.50 per doz.; 14-in. blade, $18 per 
doz.: beechwood handle fastened with 3 saw screw brass 
rivets, 6-in. blade, $3 per doz.; 6.-in. blade, $3.85 per doz. ; 
7-in. blade, $4.30 per doz.; 8-in. blade, $5.20 per doz.; 9-in. 
blade, $6.75 per doz.; 10-in. blade, $8.25 per doz.; 12-in. 
blade, $11.25 per doz.; 14-in. blade, $14.50 per doz. 
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BABBITT METAL.—The many small shops and fac- 
tories in operation are creating a good demand for 
babbitt metal from the retail stores, and the opening of 
spring work is making the farmers in many sections 
good customers. No price changes have been reported 
although there are rumors of an advance to appear 
shortly. 

We quote from jobbers’ stocks, f.o.b. Chicago: Standard 
babbitt metal, 13%c. per lb.; Cruso brand, 16c. per Ib.; Tony 
brand, 19c. per lb.; Revenoc, 22c. per Ib. : 

BUILDING PAPER.—Sales of building paper are some- 
what better than those of a few weeks back, but are 
still much below those of normal times. The majority 
of the sales are for repair purposes, as building opera- 
tions are almost at a standstill. Prices are same as 
last quoted. 

We quote from jobbers’ stocks, f.o.b. Chicago: Red rosin 
sheathing paper, 20 lb. rolls, 54c. per roll; 25 Ib. rolls, 68c, 
per roll; 30 lb. rolls, 81c, per roll. 

CuT NAILs.—Local jobbers have a few steel cut nails 
in stock at this time, but no iron cut nails. The 
searcity of wire nails in this district is causing some 
demand for the cut type, although the normal demand 
is usually very light. 

We quote from jobbers’ stocks, f.o.b. Chicago: Steel cut 
nails, in small quantities only, $4.75 per keg base. 

ALARM CLOCKS.—There is little, if any, falling off in 
the. general demand for alarm clocks, and jobbing 
stocks are still below normal. The bulk of the demand 
is from the manufacturing centers and from towns in 
the vicinity of army camps. There is also a constantly 
growing demand from the farming sections, which will 
probably be heavier when farming gets more thor- 
oughly under way. The makers of alarm clocks are 
far behind with their orders, and are meeting with 
the usual difficulties. in getting labor and in making 
shipments. Prices are very firm. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows 
The American alarm clock in less than dozen lots, $11.04 per 
doz.; in dozen lots, $9.67 per doz.; in case lots of 4 dozen, 
$9.43 per doz.; Lookout alarm clocks, less than dozen lots. 
$12.61 per doz.; dozen lots, $12.24 per doz.; case lots of 2 
doz., $11.88 per doz.; Tattoo alarm clocks, dozen lots, $18.24 
per doz.; case lots of 50, $17.52 per doz.; The Slumber 
Stopper alarm clock, dozen lots, radium dials, $23.04 per doz. ; 
Big Ben alarm clocks, $2 each; Baby Ben alarm clocks, $2 
each. 

HAND TOILET CLIPPERS.—Retail dealers in this section 
report an exceptionally heavy demand for hand toilet 
clippers, which is increasing as. summer approaches. 
Reports from jobbers are along the same line, the 
heaviest sales being to the laboring classes and to the 
army men. The demand from the farming sections is 
not heavy as yet, but will undoubtedly be so when warm 
weather arrives. Pronounced shortages are reported 
in some lines already. Prices are strong. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
Yankee clipper, $1.05 each; Khedive, $1.10 each; No. 141, 
$1.58 each. 

Door Mats.—The open weather of the past few 
weeks has curtailed retail sales of door mats, but deal- 
ers report that sales through the winter were very 
eavy. Shipments from the factories have been very 
slow, and both jobbing and retail stocks are light. 
Local jobbers are still quoting at the prices of last 
week. 

We quote from jobbers’ stocks, f.o.b, Chicago: Galvanized 
steel wire mat, 16 x 24, $6.50 per doz.; 18 x 30, $8 per doz.: 
22 x 36, $11 per doz. Flexible galvanized cold rolled steel 
mats, 16 x 24, $10.35 per doz.; 18 x 30, $14.30 per doz.; 22 
x 36, $21 per doz.; 26 x 48, $34.65 per doz. 

EAVES TROUGH AND GUTTER PIPE.—The local demand 
for eaves trough and gutter pipe is comparatively light, 
most of the sales being for repair work or for use on 
factory extensions. Despite this fact, stocks of Chicago 
jobbers are light due to the slowness of shipments from 
the makers. Last week’s prices are still in vogue. 

We quote from jobbers’ stocks, f.o.b. Chicago: 29-gage, lap 
joint eaves trough, 5-in., $6 per 100 ft.; 29-gage conductor 
pipe, 3-in., $6.30 per 100 ft. 

ELECTRIC FANS.—Jobbers are predicting a shortage 
in small electric fans for household use during the com- 
ing summer, and are advising retailers to get their 
stocks in shape to meet the inevitable demand. The 
makers are said to be greatly handicapped in obtaining 
raw material and labor. They are behind with their 
orders at the present time. 

FILES.—There is a continued heavy demand for files, 
that has increased greatly since the advent of open 
weather. Much of the new demand is from the car- 
penter and repair trade, and from the farmers. Stocks 
of both jobbers and retailers in this locality are in a 
depleted condition, and some sizes are very scarce. 
The lists and discounts are same as last week’s. 


We quote from jobbers’ stocks, f.o.b. Chicago, the following 
discounts from list: Nicholson files, 50-10-2%,; New Amer- 
ican, 60-7% ; Disston, 50-10-5; Black Diamond, 50-10 
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Fiy TRAPS AND SWATTERS.—State and government 
propaganda for the cutting down of disease through 
the. destruction of flies is having a noticeable effect on 
the demand for fly traps and fly swatters, according to 
reports from local jobbing houses. Orders already 
placed by retailers are in excess of those of last spring. 
Dealers who have not made preparations to meet the 
consumer demand in this line would do well to place 
orders at once in order to insure prompt shipment. 

GARDEN HosE.—The fact that there has been very 
little rain in this section this spring is creating a de- 
mand for garden hose somewhat earlier than usual. 
There is a great scarcity of the cotton fabric used in 
the manufacture of this line, which is cutting down 
production, and some jobbers are of the opinion that 
the output will be less than the demand. Prices are 
same as. at last report. 

We quote from jobbers’ stocks, f.o.b. Chicago: %-in. 3-ply 
Competition hose, 8%c. per ft.; %-in. 4-ply hose at 12%%c. 
per ft.; %4-in. 4-ply hose at 10c. per ft.; also a good %-in. 
5-ply hose at 10%c. per ft.; %-in. at 944c. per ft. A better 
grade of %-in. 4-ply at 1l5c. per ft.; %-in. at 13%c. The 
white cotton covered %-in. at llc. per ft. 

GARDEN TooLs.—Reports from the retail trade are to 
the effect that garden tools are now moving out in good 
volume. The demand in the vicinity of Chicago is re- 
ported to be even heavier than was anticipated, and 
some of the stores in the suburbs are already turning 
in repeat orders to the jobbers. Sales of shovels, 
spades, hoes, rakes and weeding devices are particu- 
larly heavy. The manufacturers of these lines report 
extreme difficulty in getting handles to keep their 
plants running to capacity. There seems to be little 
doubt that shortages will be very apparent before the 
season is very far along. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 


Spades.—In half dozen lots, D handle, No. 2, size of blade 
7% x 12, $11.25 per doz.; in half dozen lots, long handle, 
$10.75 per doz.; Greenleaf’s D-handle spades, No. 2, $12 per 


doz.; Greenleaf’s long spade, No. 2, $12 per doz.; Spading 
forks, D handle, 4-tine, No. 043, $9.25 per doz. 


Surface Edge Cutters.—9 x 5, $7 per doz.; edge trim- 
mers, $8.40 per doz. 

Garden Trowels.—One piece steel, 90c. per doz.; polished 
steel with riveted shank, 6 in.; 95c. per doz.; 7 in., $1.05 


per doz.; 8 in., $1.15 per doz.; solid socket tempered steel, 
6 in., $6.20 per doz. 

Rakes.—Solid steel rakes with polished edges and gray 
teeth, 12 in., $8 per doz.; 14 in., $8.60 per doz.; 16 in., $9.25 
per doz. Malleable iron rake with curved teeth, 10 in., $2.85; 
12 in., $3.10 per doz.; 14 in., $3.40 per doz.; 16 in., $3.60 per 
doz. Malleable wrench with straight steel teeth, 12% in., 
$4.75 per doz.; 14% in., $5.15 per doz.; 16% in., $5.50 per 
doz. Wire tooth long rakes, 24-tooth, $5.25 per doz. ; 28-tooth, 
$7 per doz. Ole Olson lawn rakes bent head or sraight head, 
26-tooth, $5.60 per doz.; wooden-hay rakes, 20-tooth, $4 per 
doz.; 10-tooth, $3 per doz. Gem Dandelion rake for every- 
thing but leaves, 16 in., $17.50 per doz.; 24 in., $22 per doz. 

Garden Hoes.—High-grade razor steel welded to a soft 
steel back and will always keep sharp, all sizes at $8.25 per 
doz. Solid socket, cast steel with polished blade, 6 to 8 in., 
No. 12, $6.85 per doz.; No. , $5.75 per doz. Blued finish 
hoes, 7% in. blade, 4% ft. handle, riveted shank, $5.75 per 
doz. Blued finish hoes, 7% in. blade, 4% ft. handle, socket 
shank, $6.75 per doz. 

Guass.—There is practically no business in window 
glass, except for repair work, and sales of both re- 
tailers and jobbers in this section are less than one- 
four those of normal times. Reports from architects 
are to the effect that building operations in this vicinity 
are only about 30 per cent of what they were two years 
ago. Very few dealers are carrying anything like 
normal stocks, and jobbers have only small amounts of 
window glass on hand. Prices are unchanged. 

We quote from jobbers’ stocks, f.o.b. Chicago: Single 
strength A, first three brackets up to 50-in., 80 per cent off; 
above the third bracket, 79 per cent off; single strength B, 
first three brackets, 82 per cent off; all sizes of double 
strength A, 80 per cent off. 

Guns.—The gun situation is practically unchanged 
since our last report. There is an extremely heavy 
demand for pistols and revolvers, and local jobbers are 
unable to completely fill all orders received. Recent 
substantial advances have been made in_ revolvers. 
Jobbers have increased prices on single barrel shotguns 
75¢e. each during the past week. 

We quote from jobbers’ stocks, f.o.b. Chicago: Single- 
barrel shotguns, 12-gage, 30 or 32-in. barrel, with plain ex- 
tractor, $7 each; with automatic ejector, $7.35 each; 12-gage 
double barrel shotguns, with hammer, $12.75 each; hammer- 
less, $15.50 each. 

Gem Pans.—The government rulings in regard to 
the use of flour substitutes has created an exception- 
ally heavy demand for gem pans of tin, aluminum and 
cast iron. Jobbers report shipments in almost every 
order that reaches them. There is somewhat of a 
scarcity in this line, and dealers are advised to get their 
stocks in shape as soon as possible. The demand will 
in all probability increase as the war continues. 

GOLF BALLS.—Jobbers and manufacturers of sporting 
goods predict a scarcity of golf balls this season on 
account of the heavy government demand for the raw 
material that enters into their construction. Sales in 
this section are about normal for the season. 
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GALVANIZED TuBs.—The supply of galvanized tubs 
seems to be less than usual, while the demand is fully 
up to normal. Much of the temporary shortage can be 
traced to the embargoes and the poor shipping facili- 
ties. Jobbers report stocks below those of last year 
at this time. Prices are very firm. 

We quote from jobbers’ stocks, f.o.b. Chicago: Standard 
galvanized tubs, No. 0, $6.95 per doz.; No. 1, $8.55 per doz. ; 
No. 2, $9.60 per doz.; No. 3, $11.20 per doz. Medium grade 
heavy galvanized tubs, No. 100s, $13.55 per doz.; No. 200s. 
$15.25 per doz.; No. 300s, $16.95 per doz. 

GALVANIZED PaiLs.—Galvanized pails are moving 
freely at this time from both retail and jobbing stocks, 
while there is also a heavy demand from government 
sources. Manufacturers are hampered in making ship- 
ments, with the result that jobbing stocks are below 
normal. 

We quote from jobbers’ stocks, f.o.b. Chicago: Common 
galvanized pails, 8 qt., $2.65 per doz.; 10 qt., $3 per doz. 
12 qt., $3.30 per dog.; 14 qt., $3.70 per doz.; common gal- 
vanized stock pails, 14 qt., $5.35 per doz.; 16 qt., $5.85 per 
doz.; 18 qt., $7 per doz.; 20 qt., $7.95 per doz. 

HANDLES.—The shortage of hammer, pick, sledge and 
other tool handles is very acute at this time, and job- 
bers are unable to get adequate stocks. The govern- 
ment is said to be in the market for all available hick- 
ory timber, while the cost of production has put many 
small handle factories out of business. The same con- 
dition holds true with regard to agricultural tool han- 
dles, where the situation is very acute. Both shovel 
and steel goods manufacturers state that they are 
having the greatest difficulty in getting a sufficient 
amount of handles to keep their factories running. It 
is said that the extreme cold weather and the heavy 
snows of last winter prevented the cutting and hauling 
of much timber used for handle making. The heavy 
government demand for ash timber is also a factor in 
the shortage. 

Horse CoLuLars.—Horse collars are selling in very 
good volume, the demand from the farming sections 
being particularly heavy at this time. Costs of manu- 
facture in this line have mounted heavily during the 
past year, and retail prices are naturally higher than 
those of last spring. 

We quote from jobbers’ stocks, f.o.b. Chicago: No. 48, half 
sweeney collars, all russet leather, 23-in., $70.50 per doz.: 
24-in., $78.30 per doz.; No. 30, imitation black Scotch leather. 
reinforced throat, 23-in., $52.90 per doz.; cheaper’ collars 
from $10 per dozen up. 

HAMMOCKS.—Practically all makes of hammocks 
have taken an advance of 10 per cent during the past 
two weeks. This is due to the higher costs of material 
and labor. 

KippiE Kars.—The demand for kiddie kars and other 
propelling toys is heavier this spring than usual, and 
some of the local dealers have already sold out their 
spring stocks. Jobbers’ prices remain same as before. 

We quote from jobbers’ stocks, f.o.b. Chicago: No. 1 Kiddie 

Kars, $8.40 per doz.; No. 2, $12.60 per doz.; No. 3, $16.80 
per doz.; No. 4, $21 per doz.; No. 5, $25.20 per doz. 
_ LINSEED O1L.—For several weeks now the price of 
linseed oil has remained stationary, although previous 
to that time the advance was very rapid. The domestic 
demand is fair, considering the fact that little building 
is being done. Jobbers do not expect prices to go very 
much higher at this time. 

We quote to retailers, f.o.b. Chicago: Strictly pure, old 
process linseed oil, in carload lots, raw, $1.54 per gal.; boiled 
$1.55 per gal.; in single barrel lots, raw, $1.65 per gal 
boiled, $1.66 per gal. ‘ 

LANTERNS.—Lantern sales are lighter as longer days 
appear, but jobbers are receiving a good volume of 
orders for future delivery. Prices are same as those 
of last week. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows 
No. 242 tubular, $7.50 per doz.; the large size cold blast, No 
= $11.50 per doz,; No. 299, tubular dash lantern, $10.25 per 
aoz. 

LAcE LEATHER.—Reports from jobbers and retailers 
indicate good sales of lace leather, the small shops and 
the farming trade being the principal customers. The 
increased use of gasoline-driven machinery en the farm 
is making retail sales of lace leather heavier each year. 

We quote from jobbers’ stocks, f.o.b. Chicago: Rawhide 
lace leather, %-in., $1.65 per 100 ft. ; 

NUTS AND BoLts.—The makers of nuts and bolts re- 
port the demand to be heavier than that of a few weeks 
ago, but still only fair. The government is still buying 
in fairly large quantities for shipment to France. Re- 
tail sales are improving daily, the farmer being the 
heaviest purchaser. Prices will remain at the old fig- 
ures until June 30 at least. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
Machine bolts, up to % x 4 in., 40-10 per cent discount 
larger sizes, 30 per cent discount; carriage bolts up to % 
x 6 in., 40 per cent discount; larger sizes, 25 per cent dis 
count; hot pressed nuts, square or hexagon, $2 off per 100 
ib.; lag serews, 50 per cent discount; washers, $3 off per 

0 Ib. 
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_ O1Ls.—Wholesale prices of single barrel lots of oils, 
in iron barreis, f.o.b. Chicago, are as follows: 

Perfection kerosene, 10\c. per gal.; standard white, 1014c. 
per gal.; gasoline, 2lc. per gal.; naphtha, 20%c. per gal.; 
machine gasoline, 37c. per gal.; turpentine, 46c. per gal. ; 
denatured alcohol, 75c. per gal. 

PAINTS.—Reports from all sources indicate a very 
goo@ ‘volume of paint sales, despite the fact that few 
new.buildings are going up at this time. The spring 
moving season is boosting the demand for paints, oils 
and varnishes, while the open weather is allowing the 
painting of many residence buildings. 

We ‘quote from jobbers’ stocks, f.o.b. Chicago: No. 1 house 
paint, 88 per gal.; second grade, $2.50 per gal.; third grade, 
$1.80 per gal. 


OIL AND GREASE GUNS.—The demand for oil and 


grease guns for use around automobiles and gasoline 
engines is very good at this time. 
stocks, f.o.b. Chicago: Rose oil 


We quote from jobbers’ 
guns, 90c. each, 

Rope.—Rope prices are firm, and local jobbers are 
not taking any future datings on rope orders. There 
seems to be plenty of sisal fibre available but manila 
fibre is very slow in reaching the manufacturers, who 
are turning much of their manila rope output over to 
the government. This condition is making it very dif- 
ficult for jobbers to get adequate stocks, and to make 
prompt shipments to the retail trade. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
No. 1 manila rope, 33%c. per lb. base; No. 2 manila rope, 
32%4c. per lb. base; No. 3 manila rope, 28%4c. per Ib. base; 
sisal rope, No. 1, 23%4c. per lb.; No. 2, 20%c. per Ib. 

PouLTRY NETTING.—The demand for poultry netting 
is fully up to normal in this section, but the supply 
appears to be somewhat limited. This is due in a meas- 
ure to the lack of cars for carrying the stock from the 
mills to the jobbing houses. 

We quote from jobbers’ stocks, f.o.b. Chicago, poultry net- 
ting as follows: Galvanized before weaving, 50 per cent dis- 
count; galvanized after weaving, 45 per cent discount from 
list. 

PUTTY AND GLAZIERS’ POINTS.—There is very little 
demand for putty and glaziers’ points in this vicinity, 
except for repair work. It is very doubtful if sales 
show any great improvement this season on account of 
the building situation. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
Putty, in 100-lb. kits, $3.35; glaziers’ points, No. 1. large 
No. 2, medium and No. 3 small, 1 doz. in a package, 60c. 
per doz. packages. 

PERCOLATORS, BREAD MIXERS, EtTc.—Jobbers have 
been advised of an advance in the prices of standard 
makes of percolators, bread mixers and similar items, 
to take effect at once. The advance is approximately 
10 per cent. 

TIRE Pumps.—The demand for tire pumps is well 
around normal, and jobbers report regular shipments 
to all parts of their trade territory. Prices are some- 
what higher than those of last spring. 

We quote from jobbers’ stocks, f.o.b. Chicago: 
steel barrel tire pumps, standard type, 95c. each. 

ROLLER SKATES.—Roller skates continue to sell freely, 
many local retailers having sold more skates already 
this spring than they handled all last season. Jobbers 
have been temporarily out of certain sizes, but have 
recently received heavy shipments from the factories 
and are now in position to fill all demands. 


We quote from jobbers’ stocks, f.o.b. Chicago: Union Hard- 
ware Co.’s ball-bearing boys’ No. 5S, $1.50 per pair; Union 
Hardware Co.’s ball-bearing girls’ No. 6S, $1.60 per pair; 
Union Hardware Co.’s common roller skates with strap, No. 
2, 45c. per pair; Union Hardware Co.’s common skates with 
clamp, No. 3, 50c. per pair. Barney & Berry’s boys’ ball- 
bearing extension skates, No. 1966, $1.25 per pair; Barney & 
Berry’s ball-bearing girls’ extension skates, No. 1968, $1.35 
per pair; Barney & Berry’s ball-bearing extension child’s 
skates, No. 1948, $1.70 per pair; Barney & Berry’s common 
boys’ skates, No. 1951, 50c. per pair; Barney & Berry’s com- 
mon boys’ skates, No. 1951, 50c. per pair; Barney & Berrys 
common girls’ skates, No. 1953, 55c. per pair. 

Razors (old style).—Jobbers report an unabated de- 
mand for the old open blade razor, with a very limited 
production. Very few are being imported at this time, 
although a few are finding their way to this country 
from Sweden. American manufacturers are unable to 
increase their production on account of the scarcity of 
skilled labor. 

We quote from jobbers’ stocks, f.o.b. Chicago: Full hollow 
ground open blade razors, square point, flat rubber handles, 
$17.25 per doz.; three-quarters hollow ground, square point, 
oval rubber handles, $14.75 per doz. 

Razors (safety).—The safety razor business has 
never been better than at the present tnme. Not only 
is there a heavy demand from army sources, but the 
laborer and the farmer appear to be buying in greater 
proportion than ever before. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 


Gillette, $45 per doz.; Auto-Strop, $45 per doz.; Gem in one 
dozen lots, $8.40 per doz.; 3 dozen lots, $8 per doz.; 12 dozen 


2-cevlinder, 
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lots, $7.50 per doz. Ever-Ready, in one dozen lots, $8.40 per 
doz. ; 3 dozen lots, $8 per doz.; 12 dozen lots, $7.50 per doz. 

RAZOR BLADES (safety).—Safety razor blades are 
selling in the same proportion as the razors, with the 
demand increasing all the time. In the last few weeks 
country sales have increased heavily. 

We quote from jobbers’ stocks, f.o.b. Chicago: Gem _ in 
1 doz. sets, 7 blades to a set, $3 per doz. sets; Ever-Ready, 
one card containing 1 gross blades, one-half dozen to a pack- 
age, 24 packages to the card, for $5.28. Gillette and Auto- 
Strop, 75c. per package of 12; 38c. per package of 6. 

SAND PAPER.—Sand paper sales over the retail hard- 
ware counter are fair, but somewhat below those of 
last year. The bulk of the output is being taken by 
the manufacturing trade. Prices are unchanged. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
No. 1 sand paper, best grade, $6 per ream; cheaper grade, 
$5.40 per ream. 

Screws.—The retail demand for screws is growing 
daily as summer approaches, but is lighter than that 
of last year. Much of the output of the makers is be- 
ing converted to government uses. 

We quote from jobbers’ stocks, f.o.b. Chicago: Flat head 
bright screws, 75-10-10; round head blued, 70-10-10; flat 
head brass, 42%4-10-5; round head brass, 40-10-5. 

SOLDER.—There is a fair demand for solder, which 
has shown an increase during the past few weeks of 
open weather. Prices are firm, and there are no indi- 
cations of any decline. 

We quote from jobbers’ stocks, f.o.b. Chicago: Warranted 
half and half solder, 52c. per 1lb.; No. 1 plumbers’ solder, 
50%ec. per Ib. 

STEEL TRAPS.—Some future orders are coming in for 
steel traps for next season, the prices being somewhat 
higher than those of last season. Traps, however, are 
on a lower basis than any other item: in the steel line. 
Sales for next year should be heavy. 


Saws (cross-cut and wood).—Jobbers report that or- 
ders are still coming in freely for both cross-cut and 
wood saws, for delivery in the fall. The consumer de- 
mand is expected to be exceptionally heavy this year 
on account of the increased use of wood for fuel and 
the government demand for certain types of timber. 

We quote from jobbers’ stocks, f.o.b. Chicago: Cross cut, 
2-man, hollow back, with champion tooth, E-8 Disston, No. 
5, $1.40 each; No. Q%, $1.55; No. 6, $1.68; No. 6%, $1.82; 
2-man crown pattern, common tooth, Disston, No. 4, $2.10 
each: No. 4%. $2.35; No. 5, $2.55; No. 5%, $2.80; No. 6, 
$3. Disston’s One-man, No. 23 pattern, No. 2%, $1.57 each; 
No. 3, $1.90; No. 3%, $2.20; No. 4, $2.50; No. 414, $2.80; No. 
5, $3.15. 

Buck Saws.—Best grade, $13.20 per doz.; Medium, $10.20 
per doz.; cheap, $7.90 per doz. 

STEEL SHEETS.—The mills report a fairly heavy new 
demand for steel sheets, most of the makers being sold 
up for several months to come. The government is still 
a very heavy buyer. Retail sales are light in this vicin- 
ity, according to reports from both retailers and job- 
bers. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
28-gage galvanized sheets, $7.70 per 100 lb.; 28-gage black 
sheets, $6 per 100 Ib. 

SasH WEIGHTS.—The sash weight condition is un- 
changed. Retail sales are very light, and the foundries 
are not casting any large amounts. 

We quote from jobbers’ stocks, f.o.b. Chicago: Sash weights, 
in ton lots, $39 per ton; in smaller lots, $40 per t6n. 

SasH Corp.—Sash cord sales are very fair, despite 
the dearth of new building. The cost of production is 
said to be mounting rapidly. Jobbers have all taken 
the recent price advances and are firmly maintaining 
quoted prices. 

We quote from jobbers’ stocks. f.o.b. Chicago: Best grade 
Silver Lake sash cord, No. 7, $18.15 per doz.; best grade 
Samson cord, No. 7, $18.40 per doz.; Revenoc, No. 7, $11.50 
per doz. 

SEINE TWINE.—Sales of seine twine still keep up in 
good volume. The increased cost of production has 
caused manufacturers to advance prices, and jobbing 
prices are likewise higher than at last report. 

We quote from jobbers’ stocks, f.o.b. Chicago: 
42 seine twine, 60c. per Ib 

SpaRK PLuGs.—Sales of spark plugs through retail 
hardware stores are growing daily, due to the fact that 
the line is easily stocked and handled, while it carries 
a very fair profit. 

We quote from jobbers’ 
spark plugs, $7.20 per doz.; 
per doz. 

SPEEDOMETERS.—With the opening of the automobile 
season there is an increased demand for all types of 
automobile accessories, which is reflected in the retail 
sales of speedometers. 


We quote from jobbers’ stocks, 
Ford Speedometer, $7.50 each. 


Sizes 15 to 


Hercules 


Chicago: 
$5.40 


stocks, f.o.b. 
spark plugs, 


Champion 


f.o.b. Chicago: Stewart 











April 18, 1918 


Spot LiGHTs.—There is a very noticeable increase in 
the sales of spot lights with each new season, due to 
the many uses to which the light can be put by auto 
drivers. 

We quote from jobbers’ stocks, f.o.b. Chicago: Old Sol 
spot light, No. 77, $3.25 each. 

STovE PIPE AND ELBOws.—Prices of stove pipe and 
elbows have recently taken a substantial advance, and 
jobbers predict that still higher prices will prevail be- 
fore fall. 

StovE BoArps.—It is reported that the manufactur- 
ers of stove boards will be unable to furnish some of 
the sizes formerly turned out, for this year’s trade. 
Local jobbers have already cancelled as many as eight 
sizes usually carried in stock. Dealers are advised to 
place their orders for stove boards as early as possible 
in order to insure shipments. 


Tacks.—Tack sales have increased since the opening 
of the spring moving season, but are reported to be 
below normal. Prices are unchanged. 

We quote from jobbers’ stocks, f.o.b. Chicago: Upholster- 
ers’ tacks, 6 oz., 25-lb. boxes, 17c. per lb.; bill posters’ tacks, 
6 oz., 25-lb. boxes, 1644c. per Ib. 

TIN PLATE.—Jobbers report somewhat better ship- 
ments of tin plate during the past few weeks, and it is 
said that the amount stored in the mill warehouses has 
been substantially reduced. There is only a fair retail 
demand for tin plate, the bulk of the output going to 
manufacturers. Mills are reported to be running to 
about 90 per cent capacity at the present time. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 


IC coke tin, 20 x 28, 180-lb. boxes, $19.90; 200-lb. boxes, $20; 
214-lb. boxes, $20.25; IC Mohawk tin, 20 x 28, 214-lb. boxes 
$22.90; IC Calvin tin, 20 x 28, 214-lb. boxes, $26.75; IX tin, 
20 x 28, 270-lb. boxes, coke, $22.80; Mohawk, $26; Calvin, 
$30.75. 


TirRE CHAINS.—According to the jobbers, very few 
orders for tire chains, for immediate shipment, are 
coming in at this time. However, there is a very good 
volume of orders for delivery at some future date. 
Most retail stocks were pretty well cleaned out last 
winter, and dealers are evidently planning on heavy 
sales again next fall and winter. 

We quote from jobbers’ stocks, f.o.b. Chicago: Weed tire 
chains, 30 x 3%, $3.75 per pair; 32 x 3%, $4.10 per pair: 
35 x 4, $5.60 per pair. Rid-O-Skid tire chains, 30 x 3%, $2.30 
per pair; 32 x 3%, $2.40 per pair; 35 x 4, $2.85 per pair. 
Weed cross chains, No. 3, $4 per 100; No. 3%, $5.30 per 
100; No. 4, $6 per 100; No. 4%, $6.65 per 100; No. 5, $8 per 
100; No. 544, $10 per 100. 

TENTS.—The demand for tents is fully up to normal, 
from a retail standpoint, while the demand from gov- 
ernment sources is greater than ever before. This is 
causing serious shortages in raw materials, which is 
curtailing the supply. Prices are much higher than 
those of last season. ‘ 

We quote from jobbers’ stocks, f.o.b. Chicago: Standard 
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grade tents with walls, 7 x 9, single duck, 10 oz., $15.50 each; 
8 x 10, $16.75; 9% x 12, $27.60. Discount 30-10 per cent. 

WAGON CoverRs.—The condition in regard to wagon 
covers is similar to that of tents. The demand is good, 
with the supply limited. Prices are firm and may go 
higher. 

We quote from jobbers’ stocks, f.o.b. Chicago: Standard 
grade, 10 x 13, 10 oz., $7.47; 10 x 14, $8.02; 11 x 14, $9.03; 
11 x 15, $9.65. Discount 30-10 per cent. 

Woop CHOPPERS’ WeEDGES.—There has been an ad- 
vance in the price of wood choppers’ wedges of 50c. 
per hundred pounds. The government demand is so 
heavy that the manufacturers are not worrying about 
any domestic demand, and are maintaining prices 
firmly. Picks have also advanced 10 per cent recently. 


WHEEL BARROWS.—The demand for wheel barrows is 
not as heavy this spring as last, on account of the gov- 
ernment attitude in regard to road and construction 
work. Sales are very fair, however. Wood wheel bar- 
rows have advanced 15 per cent in price. 

WHITE LEAD.—Dealers report a fair volume of white 
lead sales, although not as heavy as normal. Prices 
are unchanged. 

We quote from jobbers’ stocks, f.o.b. Chicago: Carter’s 
white lead, in 100-lb. lots, $11 per 100 lb.; IXL white lead, 
in 100-lb. lots, $9:25 per 100 Ib. 

WIRE NAILS.—Despite the statements of the wire nail 
makers that there are plenty of nails piled up at the 
mills, local jobbers are unable to get adequate ship- 
ments. In some instances the jobbers have arranged 
for cars, but still the shipments fail to come. Retail 
sales are lighter than for many years past, but still 
the available supply of nails in this vicinity is appar- 
ently less than the demand. Jobbers are strictly limit- 
ing sales to the retail trade, and are carefully scrutin- 
izing all orders before filling. 

We quote from jobbers’ stocks, f.o.b. Chicago: Common wire 
nails) $4.25 per keg, base; cement-coated nails, $4.25 per 
keg, base. 

WRAPPING PAPER.—Wrapping paper sales are fully 
up to normal, but the shipping situation is such that 
iobbers are hard pressed to keep adequate stocks. 
There has been no change in the prices quoted by local 


jobbers. 

We quote from jobbers’ stocks, f.o.b. Chicago: Krafts wrap- 
ping paper, 944c. per lb.; express wrapping paper, 10%c. 
per Ib 


WIRE STRETCHERS.—Reports from retail sources indi- 
cate heavy sales of wire stretchers this season. The 
demand is said to be general, heavy sales being reported 
from practically all parts of the country, including 
parts of the South where the demand is usually light. 


We quote from jobbers’ stocks, f.o.b. Chicago: O. S. El- 
woods No. 1 stretcher, $9.75 per doz.; No. 2, $9 per doz.; 
combination hoist and stretcher, No. 80, $18 per doz.; tackle 
block stretchers, roller bearing, %-in. rope, $13.50 per doz. : 
\%-in. rope, $25.50 per doz.; plain bearing, %-in. rope, $12.75 
per doz. 


PITTSBURGH 


OFFICE OF HARDWARE AGE, 
Pittsburgh, April 15, 1918. 


A= the only new developments that are coming 
up in the steel trade are those pertaining to new 
contracts for steel of various kinds being placed by 
the Government; and the enlargement of existing con- 
tracts already on the books of the mills. One develop- 
ment of the past week was that definite plans had been 
made by the United States Government for the building 
at once of the largest gun works ever erected in this 
country, or in any other country for that matter, and 
also for a corresponding increase in the manufacture 
of the largest shells at existing plants where these are 
being turned out. The new artillery program will in- 
clude a large number of 16-in. howitzers mounted on 
trucks. The United States has just entered into the 
second year of war, and there is every evidence that the 
requirements of steel by the United States in the second 
year of the war are going to be more than double what 
they have been and probably more. ; 
The output of steel by the mills is steadily growing 
larger, particularly in plates. At present the Carnegie 
Steel Co. is shipping to the United States Government 
at its various ship plants, navy yards and other manu- 
facturing plants fully 90 per cent of all the steel it is 
turning out, more particularly in plates, shapes and 
bars. In March the plate mills of the Carnegie Steel 
Co. turned out 106.213 tons of finished plates, mostly 
ship plates for the Government. The Liberty plate mill 
alone at Homestead, Pa., which was started last Sep- 
tember, turned out 17,240 tons of plates. The best 
previous record in any one month by all the plate mills 
of the Carnegie Steel Co. was 90,960 tons. Prices on 


all kinds of steel products, as recently reaffirmed by 
the Government for second quarter are firm, with the 
exception of nuts and bolts and some other small items 
of finished steel, on which prices are more or less 
shaded. 

Hardware jobbers say the volume of business is fair- 
ly heavy, but they are doing business under a number of 
severe handicaps. One of these is the shortage in the 
supply of many kinds of goods, notably the heavier 
goods in which steel is used, such as implements, axes, 
shovels and other such products. The railroads are 
still slow in delivering goods, the output of manufac- 
turers is much reduced because of scarcity of steel and 
labor, and there are other causes, all of which have a 
bearing in the direction of unsatisfactory deliveries. 
There is also the fact that on many lines of goods im- 
portant to the hardware trade the output is being taken 
more and more by the Government, and this of course 
decreases the supply available for the jobbers. The 
goods that the output is going more and more largely 
to the Government include shovels, spades, picks, axes, 
hatchets and similar lines which are largely used in new 
construction work. The United States Government has 
under way in France an enormous amount of new work, 
and materials for this work are being shipped just as 
fast as the cars can be found to deliver the goods at 
seaboard points. 

On other lines of goods, mostly those used in the 
building trades, the new demand is slow. This is par- 
ticularly true of builders’ hardware, window glass, oils, 
paints and varnishes and other products entering into 
new building construction. 


BICYCLES.—The trade in these goods has largely 






© 


> 
* 
z 


ars 


os 


a Re gee SG 


~ 


aie pe Ss kya 


ge Fem 


Pe ee 


1 


ei ee 


SS eee 


soa 


1 










208 


slipped away from the hardware trade in the last few 
years, the department stores now selling probably 75 
per cent of the bicycles that are marketed. The use of 
bicycles is becoming greater, and hardware stores are 
carrying more in stock than usual, while department 
stores are carrying quite heavy stocks. 


BoLts, NUTS AND RIVETS.—An important meeting of 
the Institute of Nut, Bolt and Rivet Manufacturers, 
that was held in New York recently, developed the fact 
that the meeting was largely patriotic in nature, the 
manufacturers spending most of the time discussing 
ways and means by which they can best serve the Gov- 
ernment in its present great crisis. Since the war 
broke out the manufacturers have filled very heavy 
orders for nuts, bolts and rivets for the Government, 
and are still doing so. These orders have been given 
priority, and have been filled and shipped to the entire 
satisfaction of the Government. The new demand for 
nuts, bolts and rivets from the general consuming trade 
is still quiet, this being due partly to the very large 
falling off in the construction of new steel buildings in 
which nuts, bolts and rivets are largely used. The 
Government discounts, reaffirmed until June 30, are as 
follows: 

Large rivets, $4.65 base; 7/16 x 6 in. smaller and shorter 
rivets, 45-10 off list. Machine bolts, h.p. nuts, 3% x 4 in.: 
smaller and shorter, rolled threads, 50-10 off list; cut threads, 
50-5 off list; larger and longer sizes, 40-10 off list. Machine 
bolts, c.p.c. and t. nuts, % x 4 in.: Smaller and shorter, 
40-10 off list; larger and longer, 35-5 off list. Carriage bolts, 
3% x 6 in.: Smaller and shorter, rolled threads, 50-5 off list; 
cut thread, 40-10-5 off list; larger and longer sizes, 40 off 
list; lag bolts, 50-10 off list; plow bolts, Nos. 1, 2, 3, 50 off 
list; hot pressed nuts, square blank, 2.50c. per Ib. off list: 
hot pressed nuts, hexagon blank, 2.30c. per Ib. off list; hot 
pressed nuts, square tapped, 2.30c. per Ib. off list; hot 
pressed nuts, hexagon tapped, 2.10c. per Ib. off list; c.p.c. 
and t. square and hexagon nuts, blank, 2.25c. per Ib. off list; 
e.p.c. and t. square and hexagon nuts, tapped, 2.00c. per Ib. 
off list. Semi-finished hexagon nuts, in. and larger, 
60-10-10 off list; 9/16 in. and smaller, 70-5 off list; stove 
bolts, 70-10 off list; stove bolts, 2%4 per cent extra for bulk: 
tire bolts, 50-10-5 per cent off list. The above discounts are 
from present lists now in effect. All prices carry standard 
extras. 

Cut NaiLs.—The new demand is only fairly heavy, 
but the mills say they are able to find a ready market 
for all the cut nails they are making, as a good part 
of the steel formerly used in making cut nails has been 
diverted for some months to the manufacture of war 
essentials for the Government. The prices quoted be- 
low on cut nails, it should be understood, are for car- 
loads and larger lots, jobbers charging the usual ad- 
vances for small lots from store. 

We quote cut nails in carloads and larger lots at $4 base 
per keg, f.o.b. Pittsburgh, jobbers and retailers charging 
$4.50 to $4.75 per keg in small lots from store. 

IRON AND STEEL Bars.—Mills continue to report the 
new demand for iron and steel bars as quite active, and 
say they have their output sold up for some months 
ahead. The Government is a very heavy buyer of both 
iron and steel bars, and will be a still much larger user 
when some of the new construction work now under way 
is nearing completion. Heavy shipments of steel bars 
and reinforcing bars are being made by the Government 
to France for new work under way in that country. 
The prices quoted below are for large lots of iron and 
steel bars, jobbers charging the usual advances for 
small lots from store. 

We quote steel bars rolled from old steel rails at 3c.; from 
steel billets, 2.90c., and refined iron bars, 3.50c., f.o.b. Pitts- 
burgh. ‘ 

SHEETS.—Owing to the scarcity of steel, and also 
ning more than 60 to 65 per cent of normal capacity. 
partly to labor shortage, the output of sheets is not run- 
The Government is about ready to place an order for 
close to 55,000 tons of No. 24 gage, corrugated sheets 
for shipment to France to be used in building hangars 
and other structures in that country. Sheet mills ‘are 
well sold up to July and some for a longer period. The 
prices quoted below on the different grades of sheets are 
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OFFICE OF HARDWARE AGE, 
Boston, April 13, 1918. 

S a whole, market conditions in this territory are 

but little changed from the previous week. Trans- 

portation difficulties continue to be the biggest factor 

controlling local conditions, and there is but little sign 

of improvement in deliveries. Seasonable goods are 

not moving as rapidly as would be expected, except 

steel goods, which are going out to the retailer as fast 

as they are received, and consequently stocks in job- 
bers’ hands are limited. 

The return of winter, in the form of a heavy snowfall, 
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in carload lots at mill, jobbers and retailers charging 
the usual advances for small lots. ‘ 
Maximum prices on sheets in carloads and larger lots are 
as follows: Nos. 9 and 10 blue annealed sheets at 4.25c., 
No. 28 Bessemer black, 5c., and No. 28 galvanized, 6.25c., 
rolled from either Bessemer or open hearth stock, all f.o.b 
mill, Pittsburgh, in carloads and larger lots, actual freight 
to point of delivery added. Dealers will charge the usual 
advances for small lots from store. 
_ Saws.—The new demand is heavy, but the supply is 
limited owing to scarcity of steel. Deliveries by the 
railroads are slow and stocks of saws held by local 
jobbers are lighter than for some time. The new de- 
mand for crosscut and wood saws is quite active. It is 
expected the demand for the coming season will be 
fully as heavy as last season. Some manufacturers 
have advanced prices about 10 per cent. 


TiN PLATE.—The mills making tin plate are still op- 
erating at over 90 per cent of capacity, and this is re- 
markable in view of the scarcity in the supply of steel. 
There is some talk that the Government may before 
long take over the tin plate business in the 
same way it took over the railroads, but nothing defi- 
nite on this has been given out. The prices named be- 
low on tin plate are those charged by the mills to job- 
bers and large consumers, very small lots taking the 
usual advances, depending upon locality and the size 
of the order. 

We quote coke tin plate on contracts and in small lots 
at $7.75 per base box, f.o.b. mill, Pittsburgh, effective Nov. 
7, prices on all sizes of terne plates are as follows: 8-lb 
coating, 200-lb., $15 per package; 8-lb. coating, I. C., $15.30; 
12-lb. coating, I. C., $16.75; 15-lb. coating, I. C., $17.75; 20-Ib 
coating, I. C., $19; 25-lb. coating, I. C., $20; 30-lb. ‘coating, 
I. C., $21; 35-lb. coating, I. C., $22; 40-lb. coating, I. C., $23 
per package, all f.o.b. Pittsburgh, freight added to point of 
delivery. 

WINbDow GLAss.—The new demand is still very dull, 
and the outlook for a large volume of business this year 
in window glass is far from encouraging. It is not be- 
lieved that business this year will be more than 25 per 
cent of last year. Discounts are largely nominal, owing 
to the very small amount of new business that is going. 

Window glass prices are unchanged as follows, namely: 
The first three brackets, A single thick, 80 per cent; first 
three brackets, B single thick, 82; A and B single, large: 
than the first three brackets, 79 per cent; A double strength. 
all sizes, 80 per cent, and B double strength, all sizes, 82 
per cent. 

WirE Propucts.—Reports from other wire producing 
centers are that the new demand is dull, and that some 
manufacturers of wire and wire nails are getting short 
of orders and that prices in a few cases have been 
shaded. This is not the case in the Pittsburgh dis- 
trict, as the wire mills here say they have all the busi- 
ness they can possibly turn out in the next three or four 
months, and they have not found it necessary to shade 
the official prices, in fact the order for 30,000 kegs of 

‘wire nails from the Government divided recently among 
three mills was placed at the full official price of $3.50 
base, per keg, f.o.b. Pittsburgh. Another order for 
40,000 kegs for the navy is pending, and with the fin- 
ishing nails and brads, this order will amount to close 
to 45,000 kegs. The Government also has an active 
inquiry in the market for 60,000 tons of barbed wire 
for shipment to Italy. This wire is to be painted gray 
in order to make it invisible as far as possible to the 
enemy. Prices on wire products in the Pittsburgh dis- 
trict can be reported firm. Prices on wire and wire 
nails, as reaffirmed by the War Industries Board to 
June 30 next, in carloads and larger lots, are as follows: 

Wire nails, $3.50 base per keg; galvanized, 1-in. and longer, 
including large-head barb roofing nails, taking an advance 
over this price of $2, and shorter than 1-in., $2.50. Bright 
basic wire, $3.35 per 100 lb.; annealed fence wire, Nos. 6 to 
9, $3.25; galvanized wire, $3.95; galvanized barb wire and 
fence staples, $4.35; painted barb wire, $3.65; polished fence 
staples, $3.85; cement-coated nails, $3.40 base; these prices 
being subject to the usual advances for the smaller trade. 
all f.o.b. Pittsburgh, freight added to point of delivery, 
terms 60 days net, less 2 per cent off for cash in 10 days 
Discounts on woven-wire fencing are 47 per cent off list for 
carload lots, 46 per cent for 1000-rod lots and 45 per cent off 
for small lots, f.0.b. Pittsburgh. 


TON 


has been a setback to the retail trade, and has put a 
damper on the usual spring activities. Many lines con- 
tinue to advance in price, and few dealers are inclined 
to predict as to when the end of price advances will 
come. The Government is such a large purchaser of 
many kinds of hardware that it is not possible to build 
up stocks, and the prices are inclined to be stiff. The 
labor problem among the New England hardware deal- 
ers, both retail and wholesale, is becoming pressing, 
and it is expected that many more of the younger men 
will go out in the next draft. Women clerks are being 
used to some extent, but the movement toward the intro- 
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duction of women into the sales forces of the stores is 
making slow progress. In the case of the jobbers it is 
felt that the young men now going into army service 
must be replaced by male labor, and this is very scarce 
in all parts of New England. 


AxES.—The high prices asked’ for axes is unquestion- 
ably limiting the sales for fall delivery, and the demand 
for present delivery is light. 

We quote from jobbers’ stocks: Single bit axes, $15 to $17 
a doz.; double bit axes, $19 to $21 a doz. 

BoLTs AND NUuTs. sup- 
ply of bolts and nuts, particularly of the more com- 
monly used sizes, as both Government demands and 
transportation embargoes are holding down local stocks. 
The demand is little changed and prices are unchanged. 

We quote from jobbers’ stocks: Machine bolts with S.F. 
nuts, same as with H.P. nuts, less 10 per cent, plus semi- 
finished nuts, at 50 and 10 per cent; om ichine bolts with 
c.T. and D. nuts, 4 x % in. and smaller, 25 per cent discount ; 
44, x % in. and larger, 20 per cent; with H.P. nuts, 4 x 
% in. and smaller, 30 per cent; 4% x % in. and larger, 25 
per cent; common carriage bolts, 6 x % in. and smaller, 
30 per cent; 44%, x % in. and larger, 20 per cent: stove bolts, 
1000 lots, 60 per cent; bolt ends, 25 per cent. Semi-finished 


nuts, 9/16 in. and smaller, 60 per cent discount; 5¢ in. and 
larger, 50 and 10 per cent discount; finished case hardened 
nuts, 50 per cent; C.T. and D. or H.P. nuts, blank or tapped, 
200-lb. kegs, list. 

BUILDING PAPERS.—Most of the jobbers report that 
there is no increase in the demand for building papers, 
and that in only a few communities is there any evi- 
dence of good building business this spring. 

We quote from jobbers’ stocks: Nos. 1, 2 and 3 tarred 
felts, $3.19 per cwt. 

Cut Naits.—There is no change in the cut-nail situa- 
tion, the demand being light and deliveries limited. 
Prices are unchanged. 

We quote from jobbers’ stocks: Cut nails, $5.25 base per 

eg. 





CHAIN.—The chain situation continues to show no 
improvement and it is difficult to fill the demand for 
the smaller sizes. There has been another advance in 
cowties, stake and trace chains of about 7% per cent. 

We quote proof coil, self-colored chain from jobbers’ stocks: 
3/16 in., $16.10 per 100 lb.; % in., $13.55; 5/16 in., $12.55; 
% in., 7/16 in., % in. and 5 in., $12. Extras unchanged. 

CHISELS.—An advance of 20 per cent is quoted on 
carpenters’ slicks. 


Fites.—It is proving difficult to make any gain in 
the stocks of files, and most of the jobbers and retailers 
find it difficult to fill present orders. This situation is 
not universal, but even those who have fairly large 
stocks report that stocks on the popular sizes are badly 
broken. Prices have been advanced. 


FILEs.—No improvement is reported in stocks of files, 
and the demand continues to be heavy. 

We quote from jobbers’ stocks: Nicholson and Black Dia- 
mond files, 50 per cent discount; Arcade, Great Western and 
similar brands, 50, 10 and 7% per cent discount; Chelsea 
hand cut files, 20 per cent discount. Extra slim taper files. 
sizes 8 x 3/16 in., 8 x %& in., 8 x 5/16 in., take an advance 
of two inches over the slim list: § x % in. take an advance 
of one inch over the slim list. 

FIBER WARE.—Star fiber ware is now quoted at an 
advance of 20 per cent. 


IcE Saws.—Recent quotations on Disston ice saws 
show an advance of 25 per cent. 


Guiass.—While there is little change in the glass situ- 
ation, either in demand or in stocks, new quotations 
show that prices have stiffened considerably. 

We quote from jobbers’ stocks: Glass, single B, first three 
brackets, 80 and 10 per cent; above first three brackets, 79 
per cent; double B, 80 and 10 per cent discount. 

HosE.—The demand for garden hose has not begun, 
but present reports show that there will be a scarcity 
if a dry season brings forth a large demand. It is 
reported that the Boston Woven Hose & Rubber Co. 
has withdrawn prices on sheeting hose, and the report 
is that the Government is taking over a large part of 
the sheeting hose being produced. 

We quote from jobbers’ stocks, %-in. hose, 11% and 9%; 
‘g-in., 16; 11%, 10% and 9%c.; 14-in., 19% and 8%c 

IRon.—Stocks of iron bars are in fair. shape and the 
price is unchanged except as the new freight rates have 
affected it. 

We quote from jobbers’ stocks: Refined iron, $4.765 to $5 
base, per 100 lb.; hoop iron, $8.25; Norway iron, $12; H. & 
P. best iron, flats, round and square, $5.75; ovals, half ovals, 
half rounds and bevels, $7. 

Locks.—A change in list on Yale locks is reported 
which makes many changes of various kinds. An 
advance of 5 per cent is now quoted on Yale padlocks, 
except pin tumbler and standard padlocks. 


Pouttry NETTING.—Business in poultry netting is 
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reported very slow by most of the jobbers and retailers. 
Varying reports as to what is to be done by the poultry 
raisers this spring give little line on what the business 
of the next two months may be. It is reported from 
many places that as soon as Government restrictions 
are removed many are planning to retire from the 
business. The high price of grain is a big factor in 
this decision. Prices are unchanged. 

We quote from jobbers’ stocks: Poultry netting, galvan- 
ized after weaving, 40 per cent discount; from factory, 45 
per cent discount. 

PAINT.—It will need warmer weather than we have 
yet had to start the paint business, as there is so little 
new building contemplated. Prices are as last quoted. 

We quote from jobbers’ stocks: Best quality house paints. 
bright red, $3.10 a gal.; outside white, $3.10; inside white, 
$2.65; gray, blue, yeliow and brown, $2.70; window blind 
green, $2.75; dark red, $2.00; willow green, $2.35. Medium 
grade house paints, outside white, gray, buff and moss green, 
$1.85 a gal.: shutter green, $2.05; bright red, $1.95; blue and 
yellow, $1.85; inside white, $1.60; black screen paint, 47c 
a qt. 

RIVETS.—There is no change in the rivet situation. 

We quote from jobbers’ stocks: Norway iron rivets, 40 
per cent discount; structural rivets, 7.25c. base per Ib. 

RoorinG.—There is a little better demand for roofing, 
but no business approaching the normal at this time of 
the year. Prices remain as last quoted. 

We quote from jobbers’ stocks: First quality roofing ; one- 





ply, $1.55 a sq.; two-ply, $1.92; three-ply, $2.28; second 
quality, one-ply, $1.30; two-ply, $1.67; three-ply, third 
quality, one-ply, $1.05; two-ply, $1. 39; three- ply, $1.72 


fourth quality, one-ply, 95c.; two-ply, $1.24; three-ply, $1.52 


SasH Corp.—The scarcity of cotton, and its high 
prices, is bringing about a continuing stiffening of 
prices of sash cord, chalk lines, masons’ lines, ete. Pres- 
ent quotations show advances. 

We quote from jobbers’ stocks: Best grades of Samson 
and Silver Lake, 80c. a lb.; Silver Lake B grade, 75c. a Ib. 
Phoenix grade, 60c. a Ib. 

ScrEws.—While one New England factory has an- 
nounced an advance in the price of screws its course 
has not been followed by other makers, and prices 
quoted are unchanged from last week 

We quote from jobbers’ stocks: Flat head bright screws, 
75 and 10 per cent discount; iron machine screws, 45 per 
cent; coach screws, 40 per cent; cap screws, 40 per cent 
set screws, 45 per cent. 

Saw BLADEs.—Disston butcher-saw blades are quoted 
at an advance of 10 to 15 per cent. 

SHOVELS.—Another advance of 5 to 10 per cent has 
been made on steel shovels and an advance of 20 to 25 
per cent on wood snow shovels. 


STEEL.—There is little hope of any great betterment 
in the steel situation as long as there is no betterment 
in transportation. Prices show the effect of the freight 
advance of April 1. 

We quote soft steel bars from jobbers’ stocks: Flats, 
rounds and squares, 1% in. and under, $4.165 to $5 base per 
100 lb.; rounds and squares, 2 in. and over, stock lengths, 
$5.50 

‘Angles and channels under 3 in.,»stock lengths, $4.765 base 
per 100 lb. ; tees, under 3 in., $5.25; tees, 3 in. and over, $6.50. 

Cold- rolled steel, rounds up to i 15/16 in. and square and 
hexagons, list plus 15 per cent. Tire steel, 1% x ™% in. and 
larger, $5.15; thinner or narrower, $5.40. 

American calking steel, full bundles, $6.75 base, per 100 
Ib.: broken bundles, $7.25. 

TacKs.—There is no special activity in tacks, and 
prices continue unchanged. 

We quote from jobbers” stocks: Tacks, $11.12 base, per 
100 Ib. Add to base extras as per differentials of Nov. 7 
1917 ‘ 

TiE TAPE.—Jobbers report advances by some manu- 
facturers in tire tape of about 25 per cent. 


TwiINnE.—Hemp twine has again been advanced lec. a 
pound. 

WIRE CLOTH.—There will unquestionably be a very 
great shortage of wire cloth this spring, particularly 
as the Government is taking very large quantities for 
its own use. Stocks are in fair shape and the demand 
for the season has not started. 

Black wire cloth, 12 mesh, $2.35. Black wire cloth, 14 
mesh, $2.85. Quotations on deliveries from factories are 10c. 
less than from jobbers’ stocks 

WIRE NAILS.—What was said of wire nails last week 
continues to hold good this week. The embargoes are 
making it practically impossible to build up a stock of 
wire nails. Prices are as last quoted. 

We quote from jobbers’ stocks: Wire nails, $4.25 base 
per keg. 

WoopworKeErs’ Toots.—The Chicago handy wood- 
workers’ tool is.now quoted at an advance of 10 per 
cent. 

S1rEvES.—Favorite and Rapid barrel sieves have been 
advanced about 5 per cent. 
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Our Third Largest Industry 


(Continued from page 183) 


standard tire was put in stock, and the traveling 
salesmen were given orders to specialize on its sale. 
The result was an agreeable surprise even to the 
far-sighted men who had planned the campaign. 
The business grew by leaps and bounds. Small 
initial orders were followed by heavier repeat 
orders, and with the call for tires came a more pro- 
nounced demand for other items of the automobile 
sundry nature. 

As we mentioned before, the accessory business 
as a whole was at this time in a transitory stage. 
There was almost nothing that could be designated 
as standard, while the market was flooded with 
countless novelties, each supposed to possess mar- 
velous merit, yet proving to be of little use when 
put to actual service. 

The matter of adding new items to the infant 
accessory department thus became one requiring 
the careful attention of some one entirely familiar 
with the automobile and its parts. It was realized 
that if the retail dealer was eventually to make a 
success of the line it was necessary that he be fur- 
nished with thoroughly dependable merchandise for 
which there was a ready market. It was also reai- 
ized that the installation of a wrong type of stock 
meant loss to the firm, and also loss of confidence 
on the part of the dealer who placed dependence on 
their judgment. 

It was decided, therefore, to employ an expert 
automobile man in the capacity of buyer, and the 
choice fell on R. H. Smith, a clean-cut young sales- 
man, who had for several years been actively en- 
gaged in the automobile business. Needless to say, 
the choice was a good one, and from that time on 
the accessory department of ‘‘Hibbard’s” came into 
its own. The stock was segregated, sales efforts 
were concentrated on strictly staple lines, and only 
such new items were added as were of proven merit. 
Gradually the stock increased and the sales grew, 
until almost before it was realized the firm found 
itself the proud possessor of a full-fledged auto- 
mobile accessory department. 


The Dealer’s Greatest Opportunity Now at Hand 


N the opinion of the men responsible for the suc- 

cess of Hibbard, Spencer, Bartlett & Company’s 
automobile accessory department, the hardware deal- 
er’s greatest opportunity for accessory sales is now 
at hand, but they are emphatic in the statement 
that he should not wait for the business to come 
to him, but should prepare for it, and go after it. 
They argue that with over 5 million automobiles 
and a constantly increasing number of motor trucks 
in use in the United States, and with a 1918 output 
of approximately one million new cars, not includ- 
ing motor trucks, the field for the sale of motor- 
vehicle accessories is almost unlimited. True, the 
automobile industry is heavily engaged in the man- 
ufacture of war munitions for the Government, 
which is to some extent curtailing the output of 
pleasure and commercial cars, but the million cars 
mentioned allows for a 40 per cent cut in the esti- 
mated 1918 production. 

Again it is pointed out that as the war continues 
the enforced lessening of production will bring thou- 
sands of temporarily idle cars into active use, which 
is sure to stimulate to an unusual degree the demand 
for new car equipment to replace service-spent or 
worn-out essentials. It is the old car, used a year 
longer than was intended, that is the biggest user 
of accessories, and there will be many such cars in 
evidence during the year to come. 


Hardware Age 


Mr. Alger contends that the motor vehicle is now 
a necessary adjunct to the successful prosecution of 
almost any modern business, as well as being a 
means of pleasure, and that it has, therefore, come 
to stay. There is nothing transient about it. He 
also contends that the handling of the supplies and 
accessories, without which the motor vehicle cannot 
fulfill its mission, logically belongs to the hardware 
dealer. The annual turn-over in dollars and cents 
is large, and the profit yield is, for the most part, 
fully up to that derived from sales of other hard- 
ware lines. 


Jobbers Willing to Help the Dealer Who Stocks the Line 


‘Tae elements mentioned are daily attracting the 

wide-awake merchant, but Hibbard. Spencer, 
Bartlett & Co. would like to see a still greater 
number of hardware dealers enter this lucrative 
field. Like all the other large jobbing houses, it is 
more than willing to help the dealer make a suc- 
cess of the venture. The firm not only carries an 
exceptionally large, well-assorted stock, some con- 
ception of which can be gleaned from our illustra- 
tions, but it is ready at all times to furnish window 
displays, and assist in the selection of stock assort- 
ments. 

One of the window helps furnished to dealers is 
shown at the right in the picture of the suggested 
accessory department for a retail store which ac- 
companies this article. This display is made of 
cardboard, shaped and lithographed to represent the 
body of a Ford car. The centerpiece is 40 in. high 
and 32 in. wide, while each wing is 20 in. high and 
28 in. wide. To this device are attached 35 standard 
items of the automobile accessory line. The display 
is supported by heavy cardboard easels, and is so 
constructed that the wings may be folded at various 
angles to fit either a large or small window. There 
is a full-size picture in natural colors, of every ac- 
cessory displayed, and each article is mounted over 
the reproduction, so that it may be sold from the 
board if necessary, without detracting from the dis- 
play. Stock numbers and descriptions are indicated 
below each accessory to assist the dealer in re-order- 
ing. The cost of cardboard, lithographing, mount- 
ing and packing are assumed by the Chicago firm, 
the customer being charged for the supplies at regu- 
lar wholesale prices. This is only one of the many 
ways in which Hibbard, Spencer, Bartlett & Com- 
pany, and other large jobbing houses assist the 
dealer in popularizing the accessory line, and in- 
creasing his sales. 


Growth of Business Shown by the Jobbers’ Catalog 


IBBARD, SPENCER, BARTLETT & COM- 
PANY have recently issued their 1918 automo- 
bile accessories catalog, and a comparison of the 
new edition with those of earlier dates is very in- 
teresting. In 1910 Hibbard’s accessory catalog 
listed approximately 600 different items, consisting 
mainly of spark plugs, clocks, wind shields, speed- 
ometers, headlights, jacks, driving chains, pumps, 
tires, oils and other staples. At that time the aver- 
age order from a retail hardware dealer amounted 
to only a few dollars, and the assortments purchased 
were small both in the number of items, and in the 
total volume. The automobile season in those days 
was limited to a period from about May first to 
October first, and the trade, generally speaking, was 
making no consistent effort to push the sale of ac- 
cessories out of season. Even the larger jobbing 
houses purchased supplies in small quantities dur- 
ing this period, car load lots being the exception 
rather than the rule. 
In Hibbard’s accessories catalog of the current 
year, there are listed over 5000 distinct items, and 
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A part of Hibbard, Spencer, Bartlett & Co.’s accessory display room is arranged as a model retailer’s salesroom 


ag 


when the different materials, sizes, colors, etc., are 
taken into consideration, over 26,000 items are to 
be found. Average orders now placed with the job- 
bers run into very tidy sums, and indicate by their 
size the extent to which the accessories sales of the 
retail dealer have grown. 

Jobbers who formerly ordered “dozens,” now buy 
regularly in car lots, especially in such items as tires, 
where occasionally ten to fifteen car loads constitute 
a single shipment. Hibbard, Spencer, Bartlett & 
Company ship more tires in a day now than were 
shipped in three months back in 1910. 


Small Amount of Capital Required for an Initial 
Retail Stock 


ATURALLY the hardware dealer who considers 

the advisability of adding automobile acces- 
sories to his stock is interested in knowing some- 
thing of the amount of capital he will be required 
to invest at the outset, in order to install a fairly 
adequate accessory department. An accurate answer 
to this question d2pends on varying conditions, such 
as location, population, character of cars in use, 
roads, etc., as well as how aggressively the merchant 
plans to go after the business. 

However, the following suggestion is offered by 
Hibbard, Spencer, Bartlett & Company as an ap- 
proximate basis for the average dealer. “A fairly 
representative initial stock for a merchant in a town 
of from 2000 to 5000 inhabitants should run from 
$400 to $800, and should be made up in the following 
proportions: Tires and tubes, from $175 to $350; 
staple accessories, such as spark plugs, jacks, pumps, 
spot lights, horns, tire chains, patches, cements, and 
other miscellaneous fittings, from $125 to $250; ac- 
cessories for Ford cars, based on the average per- 
centage in use, from $100 to $200. 

The merchant carrying a complete line of general 
hardware already has in his stock a great many 
items that can rightly be termed “automobile hard- 


ware.” These items should be segregated, and placed 
with the new accessories in a display case, with an 
appropriate card sign bearing the words AUTOMO- 
BILE ACCESSORIES. The sales from this cas2 
will surprise the dealer. For example: A customer 
comes into the store for a hammer, or some other 
hardware item. He is an automobile owner, and as 
he waits for his package, the card sign catches his 
eye. He becomes interested, looks over the display, 
and in many cases locates some item that he wants 
or needs. If no display is at hand and the goods of 
an accessory nature are scattered through the stock, 
he is not apt to see them, and is not liable to con- 
sider an oil can, a grease cup, a pair of pliers or a 
special wrench as particularly desirable items for 
use in connection with his car. Consequently a 
profitable sale is lost. 


A Few Facts and Figures 

T is reasonable to estimate an average annual ac- 

cessory outlay on the part of the moorist of $10 
per car, not including tires. This estimate is con- 
servative and actual experience will prove a higher 
figure. Do you realize what an immense amount of 
money that figure involves. Again, eighteen, mil- 
lion tires were manufactured in the United States 
last season, the value of which was approximately 
$450,000,000. On that basis, it is safe to estimate 
that every car owner will spend an average of at 
least $75 for tires and accessories during 1918. 

Ascertain the number of automobiles in your trade 
territory, and make an estimate of the number that 
will be added this spring and summer. Multiply 
the total by 75, and let the figures soak into your 
mind. Then get solidly behind the automobile ac- 
cessories line and take your share of that $75 per 
car. Hibbard, Spencer, Bartlett & Company, and 
every other good hardware jobbing house in the 
country will back un your efforts, ard rejoice in your 
success. 
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Motor Accessory Advertising 
for and by Hardware Men 


By B. J. PARIS 
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hardware merchants on automobile accesso- 

ries from the time when some of you warily 
took on a few spark-plugs, as a tryout, to the pres- 
ent day, I feel somewhat qualified to tell you just 
how your fellow merchants are taking cash out of 
auto accessories via the advertising route. 

Five years ago accessories were more of a novelty 
with the hardware man. Few firms had what might 
be called an accessory department, and the selling 
of accessories was in purely an experimental stage. 

Contrast that with the situation to-day. In almost 
every town you can find a hardware store which 
is not only prepared to furnish the small necessities 
to motoring, but such specialties as tires, tool outfits, 
spotlights, and other similar equipment that five 
years ago was an unknown quantity in the bulk of 
hardware stores. 


A FTER having reviewed the advertising of 


Accessories Have Paid Their Way 


HE growth of accessory space in the hardware 
store has been entirely a natural one. The 
hardware man who began with spark plugs and tube 
patches extended his department because the mo- 


Timely drive on auto chains 


A group ad on auto lunch equipment 








Essential To A 
Good Lunch On The Road 





Thermos Bottles, 1-2 





ee pint up in size, $2.00 up 
Caution: | in price 
sais ates a tian We also have Thermos 
Carafes— 


1 mos bottle to a sudden 
Thermos Jugs— 
Thermos Guest-room 

Sets— , 
Automobile Lunch 

Sets, complete with 

Thermos equipment, in 


changa 
If it has contained a Not 


of temperature 


liquid the immediate in- 
sertion of a_ cold one 
should be avoided, and 


vice versa 














A set of Automobile Chains on 
your car will prevent a lot of trouble 
and possibly danger the next few 
days. We have the genuine Weed 
and also Rid-O-Skid Chains. A 
moderate outlay today may save 
both the car and its occupants. 





FOSTER-FARRAR CO. 


Telephone 13 162 Main Street, 
Open Saturday Evening Opposite Draper Hotel 











compact leather case. 


Smith-Wadsworth 


Hardware Company 


“THE QUALITY HARDWARE STORE” 
Phones 64--65. 29 E. Trade St. 


— 











toring public demanded it. It is true that most of 
you were in a receptive mood concerning accessories, 
else the hardware store to-day would not be retailing 
the big bulk of accessories. But accessories have 
paid their way; they have been profitable from the 
start. 

It was not until the hardware merchant began 
to advertise accessories, however, that the largest 
growth took place. Early publicity was devoted to 
switching the motorist from the unsatisfactory gar- 
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age. Following upon the heels of this came special 
drives on new accessories which served the double 
purpose of selling these particular items and attract- 
ing the auto owner to the hardware store. 

That phase of accessory publicity has passed to 
a large extent. Trading habits have been estab- 
lished, and the hardware dealer of to-day is con- 
cerned in pushing a line; exactly the same as you 
would push a line of stoves, paints, tools, etc. 


Accessory Advertising Hitting Its Stride 


bape accessory advertising is hitting its 
stride. It is reaching the motorist from many 
different angles. So effective has been this publicity 
that the motorist now turns naturally to the hard- 
ware store for his accessories without even thinking 
of the garage. In fact, the garage is now a place 
to store, wash and repair cars. Before writing 
this article I took a little census of ten of my friends, 
four of whom keep their cars in a public garage. 
Each of them testified that the only “acessories” 
they. remember buying at a garage were gas, and 
occasionally oil and spare parts for their respective 
machines. If you were to ask ten of your friends 
the result would be about the same. 


Make-Up of To-Day’s Accessory Advertising 


T is reasonably safe to assert that to-day the 

hardware man is not advertising accessories one 
at atime. It is true that separate ads on tires are 
used, and many individualized ads on Ford special- 
ties, but the hardware man to-day is grouping ac- 
cessories and laying stress on one or two items. 

Single item ads are used where their appearance 
is especially timely, such as the ad shown herewith 
on chains, which was used by the Foster-Farrar 


Group ad featuring the accessory department 


GooprIicu TirEs 


‘* Best in ‘the Long Ran’’ 





* We have a compikete stock of Goodrich Silvertown Cord and 
Black Safety Tread Tires. The we)! known Goodrich brands 
of tires. They are made by the world’s largest rubber 
manufacturers and are guaranteed. Have yopr car 
equipped with new Safety Treads and start the touring 
year right. Our stogk of all motorists’ accessories is at 
this time most complete. Visit our enlarged departwant 





WARNER'S 
AUTOMOBILE AGCESSORY FOLDER 
We have just completed a new, up-to-date folder 
on Automobile Accessories. This folder illustrates 
many new and up-to-date needs of the motorists, in- 
cluding tires, tubes, oil, lamps, chains, etc. Call or 
write for one of these folders. 


NATIONAL 
Mazda Lamps 
30¢ Each 


19 to 50 Watt, Buy 
them hy the. bex,. and 
will always ‘have 








Se 





FLASHLIGHTS 


The flashlight je be 
coming -mory. afd more 
® necessity, oot # novelty. 
They are being used in 
every common walk of 
life.* Our stock is eow 
the smalé | fat’ pocket 
| moaets to Sa large — 
watchmen, Erle 
| TBe to 83.75 exch 
10 to 5®@ Watt, io car- " | Guaranteed Batterics 
tons of five, $1.50 25e and 35e each. 








( SHERWIN WILLIAMS SCREEN ENAMEL 


Ina few weeks the storm windows will come off and 

before putting the screens on they should be put in 

La shape. A coat of Sherwin-Williams Screen Enamel 
eal will maké the wire look like new aad by preventing 
Ease further rusting will make it last longer. We have screen 
“ _enamel in small cans for the home, or in larger quan- 
tities, for owners, of flats‘and buildings a 


so.eth WWAIRINIEIR | Automate 


| St AZVARDWARR. * 14140 | 




















213 


Showing how a single accessory is used as a leader 
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1 
Imile Guarantee. ag 





Are You 
Prepared 


for your Memorial Day 
Auto trip? 


Auto 
Supplies 


Tools of Every Kind } 
Oils and Greases | 
Chains and Pumps | 

Spot Lights 





| Tool Boxes 
Goggles 

Auto Robes 

| Universal Vacuum Bottles 


For Cleaning 


Washing Brushes 
Chamois, Sponges 
Liquid Veneer 
Johnsor.’s Cleaner | 
Wax-it - } 
Liquid Gloss 
Zit 


a Supplies for 
Racine Tires Ford Cars 


Ev i Good Tire. | 
5 B aa. (le t ° Here is a large and complete 
5000 mile guarantee. stock of Ford Specialties. 


Diamond Tires |: DURKEE <. 


3500 Hardware 
13 North Main 8t. 

























Company, Northampton, Mass., beginning the first 
week in rainy April. Single items are also featured 
in regular ads. In the Warner ad, reproduced here- 
with, the tire is used as a leader. 

The ad of the Smith-Wadsworth Company is an 
excellent group ad on a line of lunch equipment for 
the car. Similar ads on tools are most effective. 
Many dealers use group ads on electric bulbs for 
different battery equipment. The Durkee ad is an- 
other group ad, with stress laid on the tires. 


Special Sale Ads 

A* important feature of accessory advertising is 

the special sale advertising done from time to 
time. A group of small items are cut in price, and 
the sales stimulus thus produced is reflected through- 
out the entire accessory department. This can be 
easily overdone, and the most satisfactory method 
seems to be the “Saturday Specials” featured along- 
side other accessories listed atrregular prices, with 
an occasional drive on a fairly large and diversified 
number of items. 


Specialty Advertising 


PECIALTIES are still featured, and a good ex- 

ample of this type of ad is the announcement 
on Pyrene by the Palace Hardware House, repro- 
duced herewith. The practice generally is to feature 
the higher-priced specialties, although a certain 
hardware dealer ran an ad a few weeks ago on the 
new tire pump connection and devoted 3 columns 
by 6 inches to presenting this 35c. article. Of 
course, the idea was to provide an opportunity to 
talk tires and tubes to the purchaser. In this case, 
the space was entirely justified, as it was part of a 
prearranged plan to boost tire sales. 


Accessory Advertising in Store Papers 


HE writer has noted that during the past few 

- weeks store papers are carrying more accessory 
ads. About this time of the year store papers are 
used to great advantage in furthering the interests 
of the accessory department. Hardware men are 
using store papers more and more to feature acces- 
sories. The store paper offers the same display ad- 
vantage as the newspaper, and in addition provides 
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How an auto specialty is featured 


Pyrene Kills Fires 


It saves precious lives—it saves valuable property 
—it is worih its weight in gold at a critical moment. 


Pyrene Should Be on Every Auto- 
mobile and in Every Home 


It’s a small fire fighting instrument, but 
it’s mighty powerful. It takes up very lit- 
tle space in your car or home and it means 


S-A-F-E.-T-Y 


You owe it to yourself and family to have 
ethis protection. The cost is slight—you 
simply cannot afford to be without Pyrene. 


Pyrene complete with $ 
Bracket, now selling for........... 8.00 


Here is something for your consideration. 
On and after May Ist, 1917, 


Pyrene Will Sell for $10.00 

































Pyrene Reduces Your Auto- 
mobile Insurance 


15% Still another good reason why you 


should have it on your car. 
Why Hesitate Any Longer? 
«Buy Pyrene Right Now 


(See Our Pyrene Window Display.) 


Palace Hardware House 
913-915 State Street 


Erie, Penna. 


full opportunity for reading notices and extended 
descriptions of different accessories. 













The Use of Manufacturer’s Publicity 


HE accessory manufacturer is generally free in 

his use of supplementary advertising designed 
to aid the hardware dealer. I find that hardware 
men are making use of envelope folders, circulars, 
fillers, and small booklets. Much of this advertising 
is attractively printed in colors, and its use is of 
material aid in backing up newspaper advertising. 
In some cases letter campaigns are made use of, but 
only on the higher-priced specialties, such as self- 
starters for Fords, demountable rims and tires, 
tool outfits, etc. 


Season at Hand for Accessory Campaigns 


gt hl is the time of year when accessory advertis- 
ing pays biggest dividends. Cars are being 
spruced up and spring touring is starting. From 
now until into the summer, before people start going 
away, is the time to clean up on accessories. 

Get busy with your newspaper, your store paper, 
manufacturer’s sales, ammunition and window dis- 
plays. Tell the motorist what you have and he will 


respond early and often. 








Hardware Age 


Coming Conventions 


TEXAS HARDWARE JOBBERS’ ASSOCIATION CONVEN- 
TION, Galvez Hotel, Galveston, April 19, 20, 1918. 
R. F. Bell, secretary-treasurer, Houston, Tex. 


PANHANDLE HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, Amarillo, Texas, May 13, 14, 
1918. E. P. Thompson, secretary-treasurer, Mem- 
phis, Texas. 


FLORIDA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Orlando, May 15, 16, 17, 
1918. Walter Harlan, secretary-treasurer, 44 Bou- 
levard Circle, Atlanta, Ga. 


AMERICAN HARDWARE MANUFACTURERS’ ASSOCIA- 
TION CONVENTION, Traymore Hotel, Atlantic City, 
N. J., May 28, 29, 30, 1918. F. D. Mitchell, secre- 
tary, Woolworth Building, New York City. 


SOUTHERN HARDWARE JOBBERS’ ASSOCIATION Con- 
VENTION, Traymore Hotel, Atlantic City, N. J., May 
28, 29, 30, 1918. John Donnan, secretary, Rich- 
mond, Va. 


PACIFIC NORTHWEST HARDWARE AND IMPLEMENT 
ASSOCIATION SEMI-ANNUAL CONVENTION, Seattle, 
Wash., June 19, 20, 1918. E. E. Lucas, secretary, 
Hutton Building, Spokane. 


HARDWARE ASSOCIATION OF THE CAROLINAS COoN- 
VENTION, Asheville, N. C., June 25, 26, 27, 1918. 
T. W. Dixon, secretary-treasurer, Charlotte, N. C. 


MISSISSIPPI RETAIL HARDWARE ASSOCIATION con- 
vention in coniunction with the Louisiana Retail 
Hardware & Implement Association, Grunewald 
Hotel, New Orleans, La., May 20, 21, 22, 1918. Wal- 
ter Harlan, secretary-treasurer, 44 Boulevard Circle, 
Atlanta, Ga. 


LOUISIANA RETAIL HARDWARE & IMPLEMENT AS- 
SOCIATION convention in conjunction with the Mis- 
sissippi Retail Hardware Association, Grunewald 
Hotel, New Orleans, La., May 20, 21, 22, 1918. R. 
D. Nibert, secretary-treasurer, Bunkie, La. 


Saw Each Operator Personally 
for Liberty Loan 


66 E helped the 

sale of the 
last allotment of 
Liberty Bonds,” 
writes Moore Push- 
Pin Co. “Our Pres- 
ident, at a meeting 
of all our factory 
force, presented 
the proposition to 
them in a body, 
then we personally 
visited each opera- 
tor individually 
and solicited and 
explained to each 
individual how a 
Liberty Bond could 
be purchased by 
the weekly pay- 
ment plan with the 
aid of our company. We made it very easy for our 
employees to purchase bonds this way and were 
very much gratified with the results thus obtained. 
We think this plan could be put in operation in 
almost any factory or commercial establishment 
where the employers have at heart the interests of 
their employees.” 





W. P. Mills, pres., Moore Push-Pin 
Co., Wayne Junction, Pa. 
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The doors in the —_— are equipped oe : pote 1 Goren Hardware— 
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For Your Garage 
PREPAREDNESS is the wisest kind of economy 
—that is why you should put a pair of Stanley 
holders on your garage doors before it’s too late. 
The Stanley Garage Door Holder is an arm of 
steel. ‘ It locks your garage doors open, preventing 
the wind from slamming them against your car,— 
smashing a lamp or fender. A pull on a chain 
; It is as necessary as the lock 
on the door if you want to protect your automobile. 


Stanley Garage Hardware 
_ If you are building a garage you will also be 
interested in Stanley Garage Door Hinges. 
swung on them open out and take up no inside space. 
Then there are Stanley Garage door bolts, 
latches and pulls,—all designed especially for gar- 


We have a complete stock of Stanley Garage 
Come in and look over our samples. 
We can also supply you with a full line of auto- 
mobile accessories. In fact you can get here what- 
ever you want for your car or garage. 

See our window display this week. 


Name 
Address 
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The doors in the picture are equipped with Stanley Garage Hardware—Hinges, holders, bolts, latch and pull. 


For Your Garage. 


doors open, preventing the wind from 
slamming them against your car— 
smashing a lamp or fender. A pull on 
a chain releases the holder. It is as 
necessary as the loek on the door if 

The Stanley Garage Door Holder is you want to protect your automo- 
an arm of steel. It locks your garage bile. 


Stanley Garage Hardware. 


If you are building a garage you will also We have a complete stock of 
be interested in Stanley Garage Door Hinges. Garage Hardware. Come in and look over 
Doors swung on them open out and take up our samples. We can also supply you with 
no inside space. a full line of automobile accessories. In 
Then there are Stanley Garage door bolts, fact you can get here whatever you want 


IREPAREDNESS is the wisest 

kind of economy—that is why you 
should put a pair of Stanley hold- 
ers on your garage doors before it’s 
too late. 


Doors 


latches and pulls,—all designed especially for for your car or garage. 
garage use. 
See our window display this week. 
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TIE STANLEY NATIONAL ADVERTISING 
TO YOUR STORE 


OUR customers read the Stanley Garage Hardware 
advertisements in the magazines, but they don't 


know that they can get at YOUR store the Stanley Hard- 
ware which has interested them unless you tell them that 
you carry this popular, standard line. 








PREP. wisest kind 
of economy—that is why you should 
put a pair of Stanley holders on 
your garage doors before it’s too late. 
The Stanley Garage Door Holder 
is an arm of steel. It locks your 
Garage doors open, preventing the 
car,—emashing a lamp or fender. A 
Fra, & o chin releases the holder. 
it ie as necessary as the lock on the 
Se Eee Sat te pester your 
Stanley Garage Hardware. 
If you are building « you 
will also be laterested a Beasley 
Garage Door Hinges. Doors swung 
on them open out and take up no 
inside space. close the doors 
snugly and weathertight. The hinges 
are fitted with ball bearings which 
eliminate wear and allow your doors 
to swing easily and quietly. 
Stanley door 











Better hurry along your re- 


quest for a STANLEY 
Garage Hardware window 
display if you have not 
already spoken for one. 


We ordered a considerable 
number but there are only 
a few left. 


Newspaper advertising of Stanley Garage Hardware is of exceptional 
advantage to you because the man who comes to buy Stanley Hardware 
is usua!ly ready to place a big order with you and this class of buyer 
forms the cream of your trade. 

Nothing that you have in your store can be offered with a greater 
certainty that it will give long and perfect service than Stanley Garage 
Hardware. Its sale by you results in the making of loyal customers 
who will remember most favorably your store and the quality of goods 
which you sell. 


Excellent one, two and three column newspaper advertise- 
ments are ready. They will be sent on request. It will pay 
you to use them. 


THE STANLEY WORKS 


New Britain, Conn., U. S. A. 
Chicago 
73 East Lake Street 


New York 
100 Lafayette Street 


Manufacturers of Wrought Bronze and Wrouyht Steel Hinges and Butts of all kinds, includ 
ing Stanley Bali Bearing Butts. Also Pulls, Brackets, Chest Handles, Peerless Storm Sash Hang 
ers and Fasteners; Screen, Window and Blind Trimmings; Twinrold Box Strapping, and Cold 
Rolled Strip Steel. 


Stanley Garage Hardware is adaptable for factory and mill use. 


See our advertisement on Box Strapping in this issue 
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NEW GOODS AND NOVELTIES 





Products Being Placed on the Market 
by Hardware Manufacturers 


“C. & H.” Buttermilk 
Coolers 


Cordley & Hayes, 7 and 9 Leonard 
Street, New York City, are offering 
the trade an improved line of “C & 
H” buttermilk coolers in 1, 2, 3 and 
5-gallon sizes. These coolers are 
equipped this year with a faucet made 
in one piece, of a non-corrosive metal. 








“COC. & H.” buttermilk cooler 


The entire faucet can be cleaned, to- 
gether with the spout, by a brush 
which they supply with each cooler. 
The inside surface of the faucet is 
smooth, which prevents any accumu- 
lation. It is a faucet built especially 
for “lumpy” liquids like buttermilk, 
cream, milk, etc. The 5-gallon cooler 
is about 6 in. higher and somewhat 
narrower than last year, so that it 
takes up less counter space. 

These “C & H” coolers are attrac- 
tively finished in spotless white with 
the words “Fresh Buttermilk” promi- 
nently displayed. They are clean and 
cool looking, suggestive of health and 
sanitation, especially when compared 
to the old method of serving the bev- 
erage from cans or from bottles with 
dirty, water-covered paper caps. 

The sanitary wooden dasher in the 
cooler prevents the solids in the but- 
termilk from settling in one place and 
the non-clogging faucet greatly facili- 
tates the serving of the beverage, 
compared to the method of serving 
from bottles. The coolers save waste 
as well as labor, time, space and ice. 
They keep the buttermilk at just the 
right temperature for drinking (not 
icy and harmfully cold), and they are 
very easy to clean. A special cooler 
catalog will be sent on application to 
any dealer. 


Screw and Tack Catalog 

The National Screw & Tack Co. of 
Cleveland, Ohio, has just sent out a 
most attractive catalog, containing 131 
pages covering its complete line of 
screws, bolts, nuts, rivets, cotters, 
keys, tacks, saddlery hardware, etc. 

The catalog is literally peppered 


with illustrations and is well gotten 
up. A copy of same may be had by 
addressing the above company. 


‘*Han-Kar’’ Swing 


The North Vernon. Lumber Co. of 
North Vernon, Ind., has just placed on 
the market its “Han-Kar” swing, de- 
signed as a sturdy, safe plaything to 
provide healthful outdoor exercise and 
amusement for children. 

The swing is suitable for very small 
children and of varying ages up to 
fifteen or sixteen years, and is said 
to be strong enough to accommo- 
date adults. It is made to seat four 
children, but can be operated by one 
small child. It will also hold as many 
as eight. 

The following are a few of its 
safety features: The platform of the 
swing is close to the ground and be- 
cause of the peculiar arrangement of 


‘the pivoted parts there is no place 


where a child can pinch its fingers. 
There is no way in which a child may 
be accidentally squeezed, or may catch 

















“Han-Kar’ swing 


its arms, legs or Head because of the 
wide and open character of the con- 
struction. The motion of this swing 
is purposely limited so as to avoid any 
possibility of danger from swinging 
too high. The long, narrow platform 
on each side of the foot-rail protects 
the feet from injury. The platform is 
purposely extended beyond the hang- 
ers so as to insure the safety of the 
feet of the occupant of an outside seat. 

The specifications of the swing are: 
Floor spread, 5 ft. 5 in. x 10 ft. 7 in.; 
leg supports, 8 ft. x 1% in. x 2 in.; 
hanger rods fulcrum, 7% ft.; length 
of seat, 71% ft.; foot rest, length, 6% 
ft.; seat adjustable to four heights, 
full-bolted hardwood _ construction, 
made from Indiana hardwoods, der- 
ricks painted red and the seats finished 
in natural varnish. The price of this 
swing to the dealer is $4.75 net, f.o.b. 
factory. Its shipping weight is 100 lb. 


Structo Automobile 


The Structo Mfg. Company of Free- 
port, Ill., has recently put on the mar- 
ket the Structo automobile, a sturdy, 
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smart appearing little auto car, made 
from Structo auto-builders, which is a 
masterpiece in toy construction. 
Each feature of the car radiates 
Structo quality. It has the distinctive 
and graceful design of the finest cars, 
There is the latest design cowel, the 
slanting wind-shield, the large com- 
fortable seat, the under-slung body, 
the fifth wheel, and many other fea- 
tures typical of real automobiles. The 
mechanical engine is a delight, and 
has power in abundance. It pulls this 
little car on the floor or over side- 
walks with smoothness and unusual 
pep. It also has the startling hill- 
climbing powers. The car travels 





Toy car made from Structo auto-builders 





straight away or in a circular course 
and presents a true-to-life picture of 
a real automobile in action. A 16-page 
illustrated catalog containing a de- 
tailed description of this automobile, 
which is made in two models, Nos. 10 
and 12, will be mailed to dealers upon 
request. 


Salesmanship Book 


Harold Whitehead, Assistant Pro- 
fessor of Business Method at the Col- 
lege of Business Administration, Bos- 
ton University, has recently completed 
a new book entitled “Principles of 
Salesmanship,” which takes up and 
discusses in detail the motives behind 
all buying. 

The preparation of the selling talk, 
how to get an interview, how to meet 
and deal with different types of cus- 
tomers, how to close a sale, personal- 
ity, enthusiasm, industry, courtesy, 
courage, tact, etc., and many other 
vital factors in the art of selling, are 
covered in systematic and logical 
order. This volume is a really high- 
class text-book on the subject. Its 
treatment of the art is a training 
course which one may follow with 
great benefit. In the pages of this 
volume the earnest salesman will find 
actual help. It is a clear analysis and 
a complete and direct presentation of 
every important element which enters 
into the process of making a sale. The 
direct and interesting way in which it 
puts forth definite help in the prepara- 
tion of the sales talk; the business- 
like treatment of the motives behind 
all buying, and of the modes and 
methods of carrying on the every-day 
work of selling, stamps it as a volume 
which is bound to give every salesman 
who reads it renewed earnestness, 
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GOES OVER THE TOP 


of every Garage Door where the owner 
seeks elegance, convenience and economy 


i a es ee ae 


pean 





MEE ES Ria. PME Rd eee ea 





Slidetite 4-Door Hardware on two entrances of double garage— 
Interior of Garage 


Installed over the top of the doorway, inside the garage. Slidetite 
Garage Door Hardware is out of sight and out of the way, giving op- 
portunity for distinctive architecture. Takes away that barn door 

' effect. ; 


Simple to install. Easy to operate. Accessible adjustments 
equalize settling of building walls and bulging floors. 





Saves heat. Saves space. Doors can’t 
‘sag. Can't swing in the wind. First 
cost reasonable. No aftermath of un- 
expected expense for repairs or addi- 
tional hardware. A complete outfit 
which covers every requirement of the 
garage builder. Adapted to any garage, 

public or private. 

Write for illustrated book, ‘‘Distinc- 


tive Garage Door Equipment.’’ Sent 
without obligation. 


RichardsWilcoxManufacturiri? (0 


——- Aurora, Iuumnois, USA. cunsemam 
NEW 


quasae A Richards Wilcox Canadian Co,Ltd.London Ont pny ra 
Slidetite 3-Door Hardware Interior of Garage Ahanger for any door that slides’ 
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fresh impetus and a complete grasp 
upon the important factors which go 
to make his daily work successful. 

The book contains 346 pages, 
measures 8% x 6 in., is cloth bound, 
retails for $2.50, and can be purchased 
from the U. P. C. Book Co., Inc., 249 
West Thirty-ninth Street, New York 
City. 


Dayton Fount 


The Dayton Toy & Specialty Com- 
pany of Dayton, Ohio, has introduced 
the Dayton fount, for small chicks, 
chickens, ducks, pigeons, birds and 
small animals, which is made upon 
scientific principles, and consists of a 
mason jar cap (which cannot come 
off) electrically welded to a steel pan, 
and the whole given a heavy coat of 
water-resisting enamel. 

The fount is attached to a pint, 
quart or half gallon mason jar, filled 
with pure, cool water, which automat- 
ically feeds down into the pan as it 


Dayton fount 


is used. It will not run over, and can 
be used only for drinking purposes. 

The pan is 6% in. wide, and when 
properly placed on a flat, level sur- 
face, the fount will not tip over and 
dirt will not be scratched into it. The 
founts are packed one dozen to a car- 
ton in one-quarter and one-half gross 
shipping cases weighing 10 and 20 lb., 
respectively. Prices and_ illustrated 
literature will be sent to dealers upon 
request. 


‘*Peerless’’ Reamers 


The Cleveland Twist Drill Company 
of Cleveland, Ohio, is now marketing 
the “Peerless” high speed reamers 
which are made with alloy steel in 
the body. This method of manufac- 
ture gives to the “Peerless” a tough- 
ness, a resiliency and a freedom from 
breakage, yet the reamers are sold at 
a very low price. 

In the “Peerless” reamers the ex- 
pensive high speed steel is used in the 














“Peerless” taper shank expansion 
chucking reamer 


blades, and in the blades only. These 
blades are united by a _ patented 
process known as “brazo hardening.” 
the result of which is a one-piece high 
speed reamer. A 24-page illustrated 
booklet entitled “Better High-Speed 
Reaming” will be mailed to all dealers 
upon application. 


Hand Grenade 


In order that the _ universities, 
schools and institutions promoting 
the throwing of hand grenades work 


under conditions as nearly like those 
of the United States Army as pos- 
sible, Thos. E. Wilson & Co., 700-708 
North Sangamon Street, Chicago, IIl., 














Wilson sport hand grenade 


has produced a dummy, or sport hand 
grenade, which is a replica, without 
explosives, of the hand grenade re- 
cently adopted by the United States 
Army. This hand grenade weighs 22 
ounces, as is used by the army men. 

In hand grenade throwing, direction 
and distance are really the two es- 
sential qualifications. The whole oper- 
ation must be executed with snap, with 
precision, and must have behind the 
throw the full force of the body. The 
thrower stands at a right angle to the 
direction in which he is to throw, so 
that when the grenade leaves his hand 
it will go over his head in the direc- 
tion of the opposing trench. A 12- 
page illustrated circular containing all 
details regarding this new sport hand 
grenade will be mailed to dealers upon 
request. 


Country Home Lighting 


The Engineering Department of the 
National Lamp Works, Cleveland, 
Ohio, has recently published Bulletin 
34, which deals with country home 
lighting. A very general discussion is 
given of the generating plant and 
wiring. Stress is laid upon the fact 
that satisfactory operation depends 
to a great extent upon the installation 
of wire sufficiently large to carry the 
necessary power without an undesira- 
ble voltage drop. A table is given 
which will facilitate the selection of 
wire of the proper size. 

Photographs of actual installations 
are used to illustrate the lighting of 
the home. While the discussion of the 
lighting of the house is thorough, it 
is not involved with mathematical cal- 
culations for which the average owner 
of a home lighting plant would have 
small use. With country homes and 
on farms there are usually several 
out-buildings to be lighted and a sec- 
tion has been devoted to lighting the 
horse barn, hog house, garage, silo, 
ete. A short descriptive section is 
given to “Mazda” lamps for country 
home lighting service. Copies of this 
bulletin may be obtained upon request 
by addressing the above manufac- 
turer. 


Hardware Age 


‘*Marbelite ’’ Signs 


The Wilbur Mfg. Co., Inc., Walling- 
ford, Conn., is marketing the “Mar- 
belite” signs, numbers and letters 
which do not fade, flake, crack, rust 
or tarnish. The stock signs are fur- 
nished in black, white and gold letters, 


“Marbelite” signs, numbers and letters 


The company also makes special signs 
to order in any color or design. 

The 2- and 38-inch numbers are 
shown in the illustration in black and 
white; the narrow letter is shown in 
the name Wilbur Co. and the wide 
letter is shown in the name “Marbel- 
ite” at the top of the illustration. 

The cut shows a photograph of a 
large store sign, measuring 3 x 5% 
ft. 


Unbreakable Stuffed Dolls 


The Century Doll Company, 60-66 
West Fourteenth Street, New York 
City, is manufacturing a full line of 
cork-stuffed dolls ranging in retail 
price from 50 cents to $5, with most 


Cork-stuffed unbreakable do! 


beautiful character of unbreakable 
heads and with dresses of the most 
exclusive and highest quality mer- 
chandise, trimmed with lace and rib- 
bons. 


Reading matter continues on page 220 
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Refinement — Service — Profit 
“TEN-EIGHT Y” 


The Dealer’s Delight in Garage Door Hardware 
For 3, 4, 5 or 6 Doors 


Designed to 
Please 


Satisfied 
Customers 
Assured 





Costs No 
More 


Than Others 


Illustrating Type ‘“Ten-Eighty"’ Three Doors 


Full Size 
Vertical 
Cross Section 
No. 60X 
Track 


ON TH, 


+ t by = 
° ie. 4 , oe can 
dee Bars 
. 3 
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Folding 7 ng Garage Doc Hardw et, nent of ‘ 
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% ‘J Ce ente Brac cket, 1 No. 1080-1. Intermediate ‘djs sracke 
ZA Oo packe ‘ in box with %-inch bolts fo - hanger ON inch la 
screws for brack 


ROUTY crews Pod rackets. 


Order Now for prompt shipment and be able to Serve your Trade Well 


Door Hangers and Tracks 


Cat ie eae ALLITH-PROUTY CO. 23 
Fire-Door Hardware DANVILLE, ILLINOIS, U. S. A. Philadebohia 


Overhead Carriers D 
Hardware Specialties San Francisco 












RECTOR, ARK.—O. L. Dalton and R. F. Goldsly have formed 
a partnership under the name of the Rector Hardware Com- 
pany. 

STAFFORD SPRINGS, CONN.—The Stevens Hardware Com- 
pany, Inc., has been incorporated to deal in automobile ac- 
cessories, baseball goods, belting and packing, bicycles, buggy 
whips, builders’ hardware, building paper, churns, cutlery, 
dog collars, fishing tackle, home barbers’ supplies, iron beds, 
lubricating oils, mechanics’ tools, paints, oils, varnishes and 
glass, prepared roofing, shelf hardware, sporting goods and 
washing machines, by Benjamin R. Arnold, George W. 
Stevens, Winola I. Arnold and Alice W. Stevens. Catalogs 
requested covering a line of general hardware, mill supplies 
and sporting goods. 

CARBONDALE, ILL.—The Stotlar Hardware Company, pur- 
chaser of the stock of the Rinehart-Hunsaker Hardware 
Company, requests catalogs on the following: Furniture de- 
partment, home barbers’ supplies, iron beds, kitchen cabinets, 
kitchen housefurnishings, lime and cement, linoleum, oil cloth, 
sewing machines and toys and games. 

TEUTOPOLIS, ILL.—Ferdinand F. Althoff is now occupying 
the new building which he recently purchased with a com- 
plete stock of hardware, etc. 

URBANA, ILL.—The Charles A. Hall Hardware Company 
has bought the entire stock of hardware, furniture, carpets, 
linoleum, ete., of Barnhart Bros. Catalogs requested. 

FULTON, IND.—The Fulton Implement and Hardware Com- 
pany has reduced its capital stock. 

HAGERSTOWN, INpD.—The Stanley Hardware has opened a 
store here dealing in automobile accessories, crockery and 
glassware, builders’ hardware, mechanics’ tools, paints, oils, 
varnishes and glass, etc. Catalogs requested on hardware.” 

JASONVILLE, IND.—The Jasonville Hardware & Furniture 
Company requests catalogs on furniture. 

STRUBLE, lowa.—Hamm Miller & Kuehn of Le Mars have 
opened a branch store here. 

BURLINGTON, Kan.—C. T. Sherwood has disposed of his 
hardware and implement business to the Burlington Hard- 
ware Company. 

CHERRYVILLE, Kan.—Lee Hitchcock has purchased the 
Newton Building, into which he has moved his stock. Catalogs 
requested on bathroom fixtures, bicycles, buggy whips, build- 
ers’ hardware, building paper, children’s vehicles, churns, 
cutlery, dairy supplies, dog collars, fishing tackle, furnaces, 
galvanized and tin sheets, hammocks and tents, heating 
stoves, home barbers’ supplies, kitchen cabinets, lubricating 
oils, mechanics’ tools, plumbing department, pumps, ranges 
and cook stoves, refrigerators, shelf hardware, tin shop and 
washing machines. 

CoPELAND, Kan.—The Copeland Hardware Company has 
purchased the Peterson hardware store, and requests catalogs 
on automobile accessories. 








Le Roy, Kan.—The builders’ hardware stock of Ralph 
Rankins is now owned by the Harris-Anderson Lumber Com- 
pany. 

ToPeKA, Kan.—E. J. Howard and G. E. Startup have 


formed a partnership under the firm name of Startup-How- 
ard, and will continue the business of J. H. Mills. Catalogs 
requested on buggy whips, churns, cream separators, gasoline 
engines, harness, heavy farm implements, lubricating oils, 
poultry supplies, shelf hardware, wagons, buggies and wash- 
ing machines. 

RoBINSON, Kan.—Glenn & Furse have moved their stock to 
the Cheal Building. 

WINCHESTER, Kan.—J. M. Davis has purchased the interest 
of P. E. Sieben, and is now sole owner of the business, which 
he will continue under his own name. Catalogs requested on 
the following: Buggy whips, builders’ hardware, cream sep- 
arators, cutlery, fishing tackle, furniture department, heating 
stoves, heavy farm implements, iron beds, kitchen cabinets. 
kitchen housefurnishings, linoleum, lubricating oils, paints. 
oils, varnishes and glass, ranges and cook stoves, refriger- 
ators, sewing machines, shelf hardware, dynamite, silver- 
ware and washing machines. 

SKOWHEGAN, MAINE.—The Bowman Hardware Company 
has been incorporated with a capital stock of $20,000. Albert 
Cc. Bowman is president and Edwin L. Clough, treasurer. 

Norwoop, Mass.—The Parker Hardware Company has been 
incorporated by Edward F. Parker, president, and Albin K. 
Parker, treasurer. The capital stock is $10,000. 

MarceELLus, Micu.—The hardware stock of W. 
has been sold. 

Birp ISLAND, MINN.—John M. Olson has disposed of his 
hardware stock and building to Smith & Allen, who request 
catalogs on baseball goods, bathroom fixtures, bicycles, buggy 
whips, builders’ hardware, churns, cream separators, cutlery, 
fishing tackle, galvanized and tin sheets, gasoline engines, 
heating stoves, heavy farm implements, heavy hardware, 
lubricating oils, mechanics’ tools, paints, oils, varnishes and 
glass, plumbing department, pumps, ranges and cook stoves, 
shelf hardware, sporting goods, tin shop and washing ma- 
chines. 

GLENWooD, MINN.—The D. W. Rowe hardware 
been sold. M. M. Blunt is the purchaser. 

RocHESTER, MINN.—The Hanson Hardware Company has 
purchased the Adler & Kruger stock and will continue the 
business under the name of the By-Lo Hardware Company at 
307 South Broadway. The new owner will remodel the store 


D. Gilda 


store has 


and make extensive alterations, including painting, new steel 
ceiling, etc. 


Notes of the Retail Hardware Trade 








St. CLoup, MInn.—The St. Cloud Hardware Company has 
commenced business at 813 St. Germain Street, dealing in 
fishing tackle, baseball goods, dairy supplies, sporting goods, 
shelf hardware, etc. 

THIEF RIVER FALLS, MINN.—C. Gustafson & Son have dis- 
disposed of their stock of implements to The Prichard Com- 
pany. 

SPRINGFIELD, Mo.—The hardware and implement stock of 
Henry Leidy on South Campbell Street has been sold to the 
Platte Hardware Company. A line of cream separators and 
gasoline engines has also been added. 

StTarRK City, Mo.—E. M. Gravette & Son are successors to 
Cc. O. McGary. 
LIVINGSTON, 





Mont.—The Carter-Renwick Company has 
opened a store here. Buggy whips, gasoline engines, heavy 
farm implements, pumps, washing machines, wagons and 
buggies, etc., will be included in its stock, 

BRAINARD, NEB.—W. A. Malovec and Joseph Zikmund have 
bought a hardware store here. Zikmund & Malovec will be 
the firm name. 

CREIGHTON, NeEs.—Healey Bros. have commenced business 
here, dealing in hardware and ‘harness, on which catalogs are 
requested. 

OLD CHATHAM, N. Y.—The firm of Wait Brothers, which 
has been in business for the past 58 years, is retiring from 
business. ; 

OLD ForGE, N. Y.—The Fulton Chain Hardware Company, 
Inc., has been incorporated with a capital stock of $10,000 
to deal in the following on which catalogs are requested: 
Bathroom (fixtures, builders’ hardware, building paper, 
children’s vehicles, crockery and glassware, cutlery, elec- 
trical household specialties, fishing tackle, furnaces, gal- 
vanized and tin sheets, heating stoves, kitchen house- 
furnishings, mechanics’ tools, paints, oils, varnishes and 
glass, plumbing department, prepared roofing, pumps, ranges 
and cook stoves, refrigerators, shelf hardware, silverware, 
sporting goods, tin shop and washing machines. The incor- 
porators are J. M. Weekes, H. H. Curtiss and A. J. Hoffman. 
H. J. Corbin is manager. 

ScHENECTADY, N. Y.—The David Mahoney Company has 
opened a store at 201 State Street, and increased its stock 
with a line of automobile accessories. New show windows 
have also been put in. 

Ray, N. D.—W. J. Hansen & Sons have commenced busi- 
ness here. 

CINCINNATI, OH10.—The Boebinger Hardware Company has 
purchased the three-story building at 317 East Pearl Street, 
which it has occupied for several years, and in addition the 
adjoining byilding. A freight elevator will be installed, and 
other changes that are contemplated being made will give the 
concern about double its present floor space. Walter Reimann 
is president of the company. 

DUNCAN, OKLA.—W. H. Jones has established himself in 
business. Among the lines carried will be included cream 
separators, electrical household specialties, gasoline engines, 
heavy farm implements, heavy hardware, pumps, wagons 
and buggies, on which catalogs are requested. 

HOLDENVILLE, OKLA.—A. Dalton of the Holdenville Hard- 
ware Company has purchased the interest of W. W. Waddell 
in the firm. 

FREDERICK, OKLA.—The Pritchard Hardware Company has 


been incorporated with a capital stock of $20,000. A. H. 
Pritchard, D. B. Pearson and T, F. Spurgeon are the in- 
corporators. 

WYANDOTTE, OKLA.—C. F. Brodrich requests catalogs on 


furniture, ete. 


Davis, S. D.—U. R. Iwwerk, purchaser of the Benjamin 
Knock, Jr., stock, requests catalogs on the following: Auto- 
mobile accessories, baseball goods, belting and packing, 


bicycles, builders’ hardwafe, churns, cream separators, cut- 
lery, dairy supplies, electrical household specialties, fishing 
tackle, furnaces, furniture department, galvanized and tin 
sheets, gasoline engines, harness, heating stoves, heavy farm 
implements, heavy hardware, iron beds, kitchen cabinets, lime 
and cement, linoleum, lubricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, plumbing department, poultry sup- 
plies, pumps, ranges and cook stoves, refrigerators, sewing 
machines, shelf hardware, silverware, sporting goods, tin 
shop, toys, games, wagons, buggies and washing machines 
CHILLICOTHE, TEXAS.—Wey Bros. & Fisher Hardware Com- 
pany have bought the hardware business of Luther Smith 
The new firm will increase the stock and add a line of im- 
plements. 
BOYCEVILLE, WIs.- 
by H. L. Gobbler, 
hardware. 
INDEPENDENCE, WIs.—L. W. 
the hardware business of Larson & Short. 
ware Company will be the new firm name, 
STETSONVILLE, Wis.—The Stetsonville Hardware Compary, 
whose stock was recently’ damaged by fire, requests catalogs 
on baseball goods, bathroom fixtures, bicycles, bugg‘y whiPs, 


The Connersville Hardware Store, owned 
requests catalogs on a general line of 


and E. E. Runkel have bought 
The Russell Hard- 


builders’ hardware, building paper, children’s vehicles. 
churns, cream separators, cutlery, dairy supplies, dog col- 
lars, dynamite, fishing tackle, furnaces, .galvanized and tin 
sheets, harness, heating stoves, heavy hardware, home bar- 
bers’ supplies, linoleum, lubricating oils, oil cloth, paints, oils. 


varnishes and glass, plumbing department, prepared roofing, 
pumps, ranges and cook stoves, refrigerators, sewing ma- 
chines, shelf hardware, silverware, sporting goods, ti: shop 
and washing machines. 
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PATRIOTIC WINDOW TRIMS 
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Before a woman goes into your store she is attracted by your 
window. What's in your window? Just now it should be 


UNIVERSAL 


Bread Makers, Food Choppers, Percolators, Butter Mergers 
backed up by Universal and U. S. Food Administration Show Cards and Posters. 


Ask your jobber how to get Food Conservation Sign No. D803 and Show Card No. 
D800, or write direct to us. 


LANDERS, FRARY & CLARK 


New Britain, Conn. 
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Accessorie 


Protex Tire Gauge 


The Protex Manufacturing Co., 14- 
18 North Jefferson Street, Chicago, 
Ill., is now making a new tire gauge 
which is considered one of the most 
accurate devices of its type on the 
market, is light and handy to carry, 
can be instantly read and fits into 
the vest pofket. Its figures are snow 
white with black background, which 
enables them to be read very plainly 
night or day. 

The gauge can be firmly applied to 
a tire valve by pressing down from 





Protex tire gauge 


above, without interfering with its 
operation. It is only necessary to 
simply apply the gauge to the tire 
valve and the number appears in the 
window. Each gauge comes in an in- 
dividual pouch and retails at $1. II- 
lustrated literature and trade prices 
will be submitted to dealers upon re- 
quest. 


New Mason Tires 


The Mason Tire & Rubber Company 
of Canton, Ohio, has recently intro- 
duced a new brand of pneumatic tire 
known as the “Kent,” entirely distinct 
from the present plain, non-skid, 
ribbed and cord tires manufactured 
by this company. The non-skip design 
of the new “Kent” tire is very at- 
tractive and has proved the efficiency 
through tests of its non-skid qualities. 

The company has also put out a 
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new solid truck tire which will be 
made in all sizes from the giant tires 
for use on the largest and heaviest 
trucks to the small sizes for light de- 
livery trucks. The line will be com- 
plete in every detail. The rubber is 
tough and strong enough to give a 
maximum of durability, while at the 
same time it is soft and yielding 
enough to cushion the truck properly. 
It has adhesive qualities which insure 
perfect traction grip, and the tread is 
so designed that the tire will wear 
down uniformly, will not strain the 
tire base and evenly distribute the 
load. For further details dealers are 
requested to address the manufac- 
turer. 


Handy Automobile 
Information 


Quite in line with the nation’s plan 
of conserving and preserving is the 
attractive 24-page booklet, “The 
Proper Care of Your Car,” published 
by the Northwestern Chemical Com- 
pany of Marietta, Ohio, manufacturer 
of the “Chemically Correct” line of 
Norwesco utilities. 

This booklet is crowded with prac- 
tical hints for the motorist. It tells 
how to overcome and to correct some 
of the different ails a motor car is 
subject to. The booklet is well illus- 
trated and any motorist will find it 
serviceable and helpful. A copy of 
same will be sent gratis to any dealer 
interested upon request. 


New Accessories Catalog 


The Salt Lake Hardware Co., Poca- 
tello, Idaho, has recently sent out a 
new catalog for 1918 showing a rather 
complete line of automobile acces- 
sories, bicycles and sundries. 

The catalog, which contains 149 
pages, shows a large variety of stand- 
ard advertised items, including tires, 
inner tubes, vulcanizers, pumps, air 
compressors, tire holders, tire and seat 
covers, goggles, trunks, heaters, mir- 
rors, speedometers, horns, lamps, spot 
lights, flashlights, batteries, switch 
locks, magneto repair parts, spark 
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plugs, lighting systems and parts for 
Ford cars, also bicycles for juveniles 
and adults, and bicycle sundries. A 
copy of this catalog will be sent to any 
dealér interested upon request. 


Pitter Multiblade Fan 


The Pitter Fan Company, Elgin, 
Ill., has introduced the Pitter multi- 
blade fan for automobiles and trac- 
tors, which, it is stated, reduces the 
cost of maintenance 351/3 per cent 
and positively prevents the Ford car 
from overheating. 

The fan draws the air from the 
outer ends of the blades in addition to 
from the rear, as in all old style fans. 
In consequence, it draws the air 
through every square inch of the ra- 
diator surface, while, it is claimed, the 





Pitter multiblade fan 


old style fan draws air through the 
center of the radiator only and uses 
but one-half of same for cooling pur- 
poses. 

No mechanic is required to install 
the fan; anyone can attach same In 
five minutes by merely unscrewing 
one bolt, removing the old fan and 
adjusting the Pitter fan. The fan, 
which retails for $3, is guaranteed by 
‘the manufacturer to give complete 
satisfaction. Illustrated literature and 
trade prices will be mailed to dealers 
interested upon request. 


Revised Automobile 
Encyclopedia 
A. L. Dyke, publisher, has just is- 
sued the seventh edition of Dykes 
Automobile and Gasoline Engine En- 
cyclopedia, which has been entirely t@ 
vised and enlarged. This encyclopedia 
is a complete treatise on the construc 
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Wilson Sporting Goods 


A faster selling, nationally advertised and 


universally used line of Sporting Goods. 


HERE are several reasons why you can sell Wilson Sporting 

Goods to better advantage than any other line. Despite the 

short length of time that Thos. E. Wilson & Co. have been 
manufacturing sporting goods, no line is better known. 


Nor has any line of sporting goods produced the unanimous 
approval and satisfaction that the sporting goods bearing the Wilson 


trademark have. 


“Every thing to Help your game” 
has been the slogan of Thos. E. Wil- 
son & Co. It tells in a few words 
just what the Wilson line is. It in- 
cludes everything in the sporting 
goods line for everybody, whether 
they be man or boy, girl or woman. 


Probably you are carrying a line 
of sporting goods now. Presuma- 
bly it is not a.well-advertised line. 
The Wilson line is different. It is 
backed by the manufacturers, 
backed to the fullest extent of their 
ability and if anything that you sell 
bearing the Wilson trademark is un- 
satisfactory, the manufacturers will 
back you up in your dealings with 
your customers. You are the sole 
judge about the worth of your com- 
plaint. 


If you have not been selling sport- 
ing goods now is the time to begin. 
Never has athletics been so strongly 
advertised as they have at the 
present time. The cry today is 
‘physical’ fitness. This advice is 


being followed in all parts of the 
country. It is recognized as one of 
the essential qualifications for the 
carrying on of the great war. 


Wilson Sporting Goods offer a 
dealer a line that they can sell at a 
better profit, sell more easily and 
sell with the feeling that they are 
backed to the fullest extent of the 
manufacturer's ability. Write today, 
for our new 1918 catalogue, just off 
the press. It describes and _ illus- 
trates the Wilson line of sporting 
goods for spring and summer. If 
you are a bona fide dealer we will 
send you our confidential price list 
which shows you the margin of profit 
that you can make in Wilson Sport- 
ing Goods. 


Write us and tell us whether or 
not you carry a line of sporting 
goods and whether or not you would 
carry them if you could get the right 
line. Only, write today, for now is 
the time to realize on this sporting 
goods business. 
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[THOS.E.WILSON & Co. | 
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701-727 No. Sangamon Street, Chicago, IIl. 
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tion, operation and repairing of auto- 
mobiles and gasoline engines. Also 
trucks, tractors, airplanes and motor- 
cycles. The book contains 515 charts, 
inserts, dictionary, index and also sup- 
plements on the Ford, Packard and 
airplanes. 

This encyclopedia, it is stated, was 
prepared with the idea of presenting 
in clear, simple form, the principle 
upon which gasoline engines and auto- 
mobiles are built and operated, and to 
explain in detail all that an operator 
must understand in order that he may 
operate and care for any make of car 
or gasoline engine. 

The book, which contains 916 pages, 
sells for $3.80, postpaid, and may be 
had from the U. P. C. Book Co., Inc., 
249 West Thirty-ninth Street, New 
York City. Illustrated literature giv- 
ing complete details regarding this 
new edition will be mailed to those 
interested upon request. 


New ‘‘ Resistal ’* Goggles 


Strauss & Buegeleisen, 440 Broad- 
way, New York City, have introduced 
two new “Resistal” goggles, known as 
Nos. 5 and 6. The No. 5 goggle is de- 
signed with the same frame and lens 
as is used in the original army stand- 





New “Resistal” goggle No. 5 


ard “Resistal,” but the lens is slightly 
smaller, otherwise it is strictly up to 
the standard. The goggle retails for 
$5 each. 

The No. 6 “Resistal” has a frame 
which is made of a light weight khaki, 
has an edging of velvet and mercer- 
ized cotton elastics instead of silk. 
This lens is the regular one used in 
the army standard aviator “Resistal,” 
but the corners are rounded off. The 
goggle, which is up to the standard 
in every respect, retails for $6 each. 
Illustrated literature and trade prices 
will be sent to dealers interested upon 
request. 


Universal Rim Wrench 


The Hill Pump Valve Company of 
Chicago, Ill., has recently brought out 
the “Utility” universal rim wrench 
which is especially designed for re- 
moving all nuts used in connection 
with all kinds of demountable rims, 
but it can also be utilized for many 
other purposes. It is really a socket 
wrench in itself and it adjusts auto- 
matically. 

This wrench can be used with both 
hands. It operates like a bit brace 
and the operator can exert tremendous 
pressure. The rim wrench, which 
sells for $1.50, can be folded when not 
in use and carried in a tool box. It is 
very attractive in appearance. The 


brace is nickel plated, and the tube 
containing the jaws are beautifully 
finished in black enamel, with handles 
to correspond. Further particulars 
will be mailed to dealers interested 
upon request. 








‘‘ Handy ’’ Tool Cabinet 


Stevens & Company, manufacturer 
of automobile accessories, 377 Broad- 
way, New York, announce the addi- 
tion to its line of sectional store and 
shop fixtures of the “Handy” tool 
cabinet. 

This cabinet was designed as the 





“Handy” tool cabinet 


result of a demand on the part of re- 
pairmen for a compact section in 
which they could keep, for instant use, 
such of the smaller tools as are han- 
dled frequently during the course of 
the day’s work. For the motorist, too, 
Stevens’s cabinet will be particularly 
suitable for taking care of tools and 
parts. 

Each of the drawers can be sub-di- 
vided into smaller sections by means 
of wood divisions, supplied by Stevens 
& Company, so that the cabinet can be 
immediately adapted for the stocking 
of small electrical equipment, such as 
bulbs, generator and motor parts, etc. 

Long use can be obtained from this 
cabinet; in fact, it is claimed, it will 
last for a great many years, no mat- 
ter how roughly handled, for the 
drawers are lined with galvanized 
sheet steel and only strong oak is 
used. The drawer size is 2% in. x 12 
in. x 18 in., and each drawer is pro- 
vided with two pulls and a card holder. 
The Stevens handy tool cabinet sells 
to the dealer for $5. 


Support and Axle Brace 


The Bayne Mfg. (ompany, Bush- 
nell, Ill., has marketed the “BB” 
radius rod support and front axle 
brace for Ford cars, designed to give 
the front axle the necessary extra 
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“BB” Ford radius rod support and front 
axle brace 


bracing in order to carry all the load 
required of it and to resist the back- 
ward thrust when the car is being 
driven at high speed or heavily loaded 
over muddy, sandy or rough roads. 
“BB” supports are die-cut and 
punched so as to exactly fit with a 
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perfect radius rod. They carry the 
entire backward thrust of the front 
axle, relieving the radiys rods of any 
strain or any possibility of breaking. 
The fork, at the “V” formed by the 
joining of two sides of the support, 
straddles the crotch of the radius rod. 
The two loose ends reach under the 
front axle and are slipped on the front 
spring and radius rod bolts which pass 
through the front axle. The device, it 
is stated, can be attached in five min- 
utes’ time. 

The support and brace, which sells 
fr» $2. and weighs 6 lbs., will hold 
the front axle in proper position, save 
unnecessary tire wear, avoid any pos- 
sibility of the radius rod breaking, 
with resulting damage to the car, per- 
sonal injury and the possible loss of 
life. Illustrated literature will be 
mailed to dealers upon request. 


New ‘‘Ever-Good” Bumpers 


The Emil Grossman Mfg. Corp., 
Bush Terminal, Brooklyn, N. Y., has 
recently introduced the “Ever-Good” 
Ford front bumper and also a Ford 
double spring bumper of the same 
make. 

By simulating the curved front end 
of the frame of high priced cars in 
the design of the fittings, the front 
bumper lends a sturdier appearance, 
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“ Z P 
“Ever-Good” Ford front bumper 


and adds to the length of the Ford. 
The fittings are “T” in section, which 
insures maximum strength with mini- 
mum weight. The fittings are clamped 
around the base of the fender brack- 
ets and to the front cross-member by 





“U” bolts. This double clamping de- 
vice prevents vibration and rattling. 
The bar is enclosed in a kraft paper 
bag and the complete bumper packed 
in a carton. 

The fittings of the Ford double 
spring bumper are designed and con- 
structed as specified above. The bar 
is a high carbon steel spring rein- 
forced with a leaf of the same mate- 
rial, heat-treated and rendered rust- 
proof by the “No-rus-kote” process. 
An attractive catalog covering this 
company’s extensive line of automo- 
bile accessories will be mailed to 
dealers upon request. 


Acme Auto Finishes 


The Acme White Lead & Color 
Works, Detroit, Mich., have just pre- 
pared some interesting literature 
showing their tremendous line of mo- 
tor car finishes, which will be sent to 
all dealers upon application. 
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